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Sixtieth Year, No. 15 


- Underwriting Profit 


Experience Improvement Began 
After First 6 Months, Says 
President Kenneth E. Black 


CONSOLIDATED ASSETS RISE 


Underwriting Experience of Home 
Indemnity Showed Loss Re- 
duction During Year 








The Home Insurance Co, showed a 
substantial improvement in underwriting 
operations in 1958. In reporting this at FIRE °@ 
the company’s 106th annual stockholders 
1 President Kenneth E. Black 
said it was “the result of sound under- 
writing and a reduction in underwriting 
expense, a decrease in the frequency and 
severity of large fire and windstorm 
losses and an excellent experience in 
the last half of the year.” It is interest- 
ing to note that during first half of 
1958 the company had an underwriting 
loss amounting to $8,702,637. Then the 
tide started turning the other way with 
the results for the last half of the year 
underwriting profit of 
For the entire year there 
was an underwriting profit of $430,923. 


Expresses Optimism 


In the question and answer period one 
stockholders asked President 
Black if he felt that profitable under- 
writing would now be a continuous oper- 
ation. Mr. Black said he had no crystal 
ball available to help him give a satis- 
factory answer, but unless there were 
catastrophic losses or very large fires, 
he was optimistic. 

Calling 1958 an eventful year in the 
insurance business he thought a safe 
prediction, at this point, would be to 
say that the events of 1959 “will prove 
“equally meaningful. He explained: 

“Continued progress in many areas is 
anticipated, particularly in your com- 
to help its producers 
reduce the cost of acquiring and process- 
Through the use of our 
/new electronic equipment and premium 
payment plan, we will enable our pro- 
ducers to devote a greater percentage 
of their time to the production and 
servicing of business—a substantial ac- 
complishment in the continuing struggle 
for competitive superiority.” 

The company’s new premium plan is 
called the Thico, after the initial letters 
f the company’s corporate title. It 
as met a splendid reception in the 


Continued profitable in 1958, earnings 
from investments before income taxes 


(Continued on Page 33) 
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Last Year Had An 
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COLONIAL’S NEW 


10-24 Employee Group Package Plan 
Offers: 


LIFE . . . Including accidental death and dismember- 
ment benefits on and off the job 


LOSS OF TIME .. . weekly indemnity for partial 


replacement of income lost due to accident or 
sickness (not available in states having compulsory 
cash sickness laws) 


HEALTH... hospital, surgical, ambulance, medical 
and maternity benefits for employees and their 
dependents 


Write for our "group kit"—it includes a pre-approach letter 
and an employer's booklet that will present the package 
fo your client. 


@ Colonial Life 
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Mar Dept. Hearing On 
rages : : 


Program To Prevent 
Specials ‘““Abuse”’ 


Some Think Reform Responsibility 
Is That of Life Companies 
Themselves 


LARGE CROWD PRESENT 


Discuss Attitudes Outside New 
York of Companies Licensed 
In This State 








So many insurance company represen- 
tatives wanted to attend a New York 
Insurance Department hearing April 8 
on minimum deposit and high cash value 
contracts that the meeting had to be 
held in the auditorium of the New York 
County Lawyers Association. Depart- 
ment has a tentative program of legis- 
lation on which it was asking for views 
of the industry. For hours those views 
were given. Department was. satisfied 
that the trial balloon was a_ success. 
Presiding at hearing was Department’s 
new First Deputy, Samuel Cantor. 
Seated with him were Julius Sackman, 
assistant superintendent; Raymond Har- 
ris, deputy superintendent; Charles 
Dubuar, actuary; Joseph Barnsley, 
supervising actuary; Murray Krowitz, 
supervising examiner. Chief hope at 
4 o'clock when the hearing ended was 
that the companies might get together 
in some agreement to stop “the abuses.” 
All speakers praised the Department’s 
motives. 


Control of Abuse Responsibility 


William P. Worthington, president, 
Home Life, thought it the responsibility 
of the company issuing the policy to 
control abuse of the contract, and not 
that of companies opposing the contract 
and constantly calling attention to its 
abuse. 

Robert E. Slater, vice president, John 
Hancock, said companies should them- 
selves seek the control of abuses that 
exist in the field rather than the situa- 
tion be handled by legislation, some 
aspects of which might be too extreme. 
Good management and honesty in pres- 
entation furnish the key to the solution 
of the problem. As there is a considerable 
market for the kind of insurance under 
review, consideration must be given to 
economic levels. 

James T. Phillips, senior vice president 
and chief actuary, New York Life, was 
emphatic in saying that the elimination 
of abuses that have arisen in connection 
with minimum deposit policies should 
be confined to the areas in which they 
exist. “In some respects,” he said, “the 
proposed regulation could be construed 
in such a way as to affect adversely 
sound and well-established practices 
which are in no way related to minimum 
deposit policies. In our opinion, the 
proposed regulation should be modified 
to avoid this result.” 


Howell, Klem, Dineen Views 
Valentine Howell, executive vice presi- 
dent, The Prudential, stated that in 
general he favored the proposed regula- 


(Continued on Page 8) 
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He can serve every client 
-and each one completely 





Selling is easier for the John Hancock representative 
because he can offer his clients and prospects a wide 
range of individual plans— plans which meet every 
life insurance need. 
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In addition, he can offer a variety of attractive 
benefits and features such as the new Insurance of 
Insurability rider for under-forty clients, and the new 
special allowance at attained age conversion of term 
to permanent plans. 
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Individual Personal Health and Group Life, Accident 
and Health coverages are other strong assets in the 
complete John Hancock portfolio. No wonder the 
John Hancock man delivers outstanding service to his 


prospects and clients—with solid rewards for himself! 
Mr, 
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LAA Eastern Round Table Annual Meeting 


The annual meeting of the Eastern Round Table of Life Insurance Advertisers 
Association was held on Thursday and Friday of last week at the Hotel Barbizon 


Plaza, New York. Theme of the meeting was “The Next Ten Years.” 


Chairman 


this year was F. L. Cooper, New York Life. 


Social, Economic Trends 
In The Next Ten Years 


DISCUSSED BY L. E. PARTAIN 


Curtis Publishing Co, Executive Sees 
Magazines As Nation’s Most Force- 
ful Source of Information 


“The history of our times is being, and 
will continue to be, written on the pages 
of American magazines,” Lloyd E. Par- 
tain, ‘Curtis Publishing 'Co.’s manager 
of trade and industry relations, told 
the annual Eastern Round Table of 
the Life Advertisers Association. In 
a speech titled “Magazines—What will 
People be Reading Tomorrow?” Mr. 


Partain discussed social and economic 
trends in the next decade and_ the 
effects of these trends on magazines. 


He said, “Magazines, as a medium of 
communication, have had a_ history of 
keeping not only abreast of, but ahead 
of the actual happenings governing the 
ways by which people live, work, and 
play. Magazines will continue to be the 
nation’s most forceful source of infor- 
mation about the better things to be 
expected in an ever increasing standard 
of living.” 

Mr. Partain said that within the 
population make-up during the next ten 
years, there are certain factors which 
the magazine publisher and the insurance 
underwriter might do well to keep in 
mind. “Some economists have suggested 
that the market for consumer goods may 
not grow as much relatively in the next 
decade as in the past one. The predic- 
tion, he added, is that the population 
increase will take place largely in the 
young and old age groups. 

“Population data indicates,” he said, 
“that the number of families headed by 
individuals between 30 and 45 years of 
age will decline between 1960 and 1970.” 
This situation is important in marketing 
goods and services, because one of the 
characteristics of the 30 to 45 age 
group is that they are heavy spenders. 
Their incomes are rising, their family 
size increasing, and they have need of 
financial protection—especially life in- 
surance. 


Living Standard Will Rise 


Mr. Partain said we can expect that 
the standard of living of the American 
people will rise 50% in the next ten 
years. There will be more money, more 
taxes, and greater competition for the 
consumer dollar. Acknowledging the 
long-term inflationary trend, he guessed 
that it would be of the “creeping” sort, 
and that buying power would increase. 
He also predicted that in the next decade 
the average work week would become 
slightly shorter, with longer paid vaca- 
tions, and a greater percentage of re- 
tired people. 

“The problem of how to spend leisure 
time creatively,” he said, “is a_ real 
challenge to mass circulation magazines. 
The better magazines in their editorials, 
features and_ illustrations will. direct 
forceful attention to worthy use of 
leisure time. In so doing, extensive 
travel, cultural and intellectual better- 
ment, and adult education, coupled with 
more time spent at resorts, and sports 
and hobbies contributing to the enormous 
Srowth of new service and production 
industries, will command increasing mag- 
‘zine readership.” 

Mr. Partain said that the influence 
of our industrial expansion extends 
beyond our own shores, pointing out the 
tecent upsurge of private investment in 
oreign countries. “The great hope for, 
and realization of, world peace could be 


Audio-Visual Importance 


Emphasized by W. F. Koch 

“What’s Ahead in Audio-Visual” was 
the subject of a speech by William F. 
Koch, vice president of H. D. Rose & 
Co., before the annual Eastern Round 
Table of LAA. Mr. Koch reminded the 
audience of the using 
audio-visual aids, and said, “When you 
are in command of the eyes and 
of a prospect you are in command of 
94% of his learning and retaining equip- 
ment, and 
information through our five senses. We 
learn 1% through sense of taste, 14% 
through touch, 344% through smell, 11% 
through hearing and 83% through sight.” 

He added, “Research tells us that we 
retain 50% of what we hear and see. 
Therefore, when you are in charge of 
a person’s eyes and ears, you are on 
the high road to his mind.” 

Mr. Koch refused to give any crystal 
ball predictions or findings from the 
gypsy dream book, but based his views 
of future use of audio-visual aids on the 
recent trends that have been witnessed 
in the past 24 months. 

In the field of graphic presentations, 
he showed the audience an example of 
what he called a “Mnemonic” presenta- 
tion, This type of presentation eliminates 
almost all use of words, utilizing visual 
cues almost exclusively. He demonstrated 
how five or six visuals on a page can 
give greater control to a salesman and 
help him recall his entire message, 

Mr. Koch then turned his attention 
to recent developments and improve- 
ments in slide-film projectors and 
stressed the greater use of slide films 
in the fields of public relations, recruit- 
ing, and direct selling. He gave evidence 
of recent insurance films which were 
shown right in the prospect’s office or 
home, and had successfully closed sey- 
eral millions dollars worth of business. 

In conclusion, Mr. Koch said, “It isn’t 
what is new in the field of audio-visual 
aids, if by that it was meant how can 
you be different; the important thing is 
to make effective use of the existing 
equipment through well-planned scripts, 
supported by good art work and photog- 
raphy that will augment or enhance the 
script, making the message more mem- 
orable to the prospect.” 


importance of 


ears 


since we all learn receive 





coincidental with the profitable economic 
growth and development of less ad- 
vanced nations,” he said. 

Conservation of natural resources and 
the competition for space grows keener 
every day, Mr. Partain said, and Ameri- 
ca’s better magazines will continue to 
exert great influence on such _ public 
issues. 

New techniques in magazine make-up 
and manufacture will help both editors 
and advertisers do a more effective job 
in the future, he said. “Magazines will 
feature new and more exciting color, 
a wider variety of advertising units 
tailored for specific objectives, the best 
in literature, art and reporting—a show- 
case of the better things of the peoples 
everywhere in the world.” 

Mr. Partain concluded by observing 
that “only by judicious planning with 
adequate public support through leader- 
ship of influential people will we be 
able to meet the needs of a growing 
population with an ever increasing stand- 
ard of living; an important part of 
which is the conservation and develop 
ment of our natural and human resources 
to provide a better place to live, work 
and play.” 


Future of Direct Mail 
Discussed By DeLay 


POINTS TO AREAS OF CAUTION 


Recommends Better Testing to Make 
Direct Mail Effort More Economical 
and More Resultful 


“The normal approach to direct mail 
in the life insurance business has been 
rewarding and profitable but not alto- 
gether satisfying,’ Robert F. DeLay, 
president of the Direct Mail Advertising 
Association told members of the Eastern 
Round Table of LAA. 

Mr. DeLay, who questioned veterans 
in the direct mail industry to forecast 
the future of direct mail in the next 
ten years, said that they agreed that 
direct mail will become more personal- 
ized, more professional, and will have 
fewer “free” or “trial” offers. They also 
foresaw a tremendous advance in test- 
ing, closer cooperation between direct 


mail users, a sharp upgrading in list 
qualification—where veterans feel the 
greatest waste in the industry now 


exists; and that despite some curtail- 
ment in the mass approach, direct mail 
dollar volume will lead all mediums. 

However,. Mr. DeLay also pointed out 
some areas of caution. “There is a 
fairly general belief that ‘occupant’ 
mailings will be legislated out of the 
picture. First class mail may be the 
only practical avenue left in a_ postal 
setting that is mounting additional 
pressure. each year. Mailers may have 
to pay for the complete automation of 
the postal department.” 

Commenting on the effect of these 
changes on the life insurance field, Mr. 
DeLay said that most life insurance 
advertisers have used “salesmen’s lists” 
and that many of the mailings offer an 
item, such as a pencil or a cardholder, 
which has utilitarian value but is only 
a “foot-in-the-door” approach. 

Mr. DeLay recommended that mailing 
be more educational in order to pre- 
condition the audience about a product 
or a service. He said that life insurance 
customers are some of the poorest “in- 
formed” that are to be found. “Most 
any life policyholder knows a consider- 
able amount about the TV sets, auto- 
mobiles, stocks and bonds that he owns. 
3ut ask him about his life insurance 
policies? He not only can’t tell you how 
much coverage he has, he usually isn’t 
absolutely sure where all his policies are. 

“It appears as though everyone in the 


insurance field has gone to the same 
school—at least promotion-wise,” Mr. 
DeLay said. “The professional touch 
which direct mail can use in more 
abundance will be supplied by more 
creative thinking—and probably from 


external agencies rather than internal 
departments.” He added that eventually 
obstacles between ad agencies and direct 
mail will be overcome and agencies will 
lend creative skill to the direct mail ad- 
vertising of their clients. 

In the area of “trial” and “free” offers, 

Mr. DeLay said, that the main concern 
of the insurance companies should be 
the “limited coverage” offers that are 
used by some concerns. These confusing 
offers tend to legislate against the good 
name of the industry. 
_ He recommended more and better test- 
ing to make total direct mail effort more 
economical and more resultful. He said 
that in most cases insurance companies 
do not know what happened to a mailing 
piece in the hands of a prospect who 
did not reply, and that there should be 
more depth testing for readership. 

Direct mail will develop mass tech- 
niques of production in the next ten 
years, according to Mr. DeLay. Closer 
cooperation between direct mail users 
will make possible more attractive, more 
effective direct mail. This may be part 
of the evolution which will touch the 
life insurance field. Concerning list 


Changes in Industry 
Predicted by Thomson 


EASTERN ROUND ° TABLE TALK 
Company Operations, Merchandising 
Methods and Life Insurance 
Products Discussed 





Many changes in the life insurance 
industry were predicted by Andrew H. 
Thomson, vice president of New York 
Life, in an address on “Shape of Things 
to Come” delivered before the Eastern 
Round Table of LAA. 

Some of his observations follow: 

“We are going to have to accelerate 
our use of modern electronic innovations 
to save costs and to release personnel to 
do those things a machine can’t. Costs 
are rising—our margin per unit of insur- 
ance becomes less as the average pre- 
mium decreases. Hence we need either 
more units or a higher average premium 
per unit, 

“Some companies will issue a form of 
the variable annuity to compete against 
the mutual funds—a most controversial 
subject. 

“Despite the threat of increased Gov- 
ernment participation, I look for greatly 


increased sales in the future in the 
income disability field. ... The future 
may bring us one packaged contract 


combining life and all accident and sick- 
ness coverages. 

“I do not see Group cutting into the 
Ordinary market to the degree many 
agents have feared. ...I believe there 
should be a top limit on Group, to pro- 
tect the basic purpose for which Group 
life coverages were originally estab- 
lished. 


Merchandising Methods 


“The great merchandising of the fu- 
ture,” Mr. Thomson said, “will be done 
by keying our business to the monthly 
payment concept... by check off and 
by the pre-authorized check. 

“Agent commissions of the future will, 
I’m sure, be annualized, if for no other 
reason than to cut costs. My sole con- 
cern for the agent of the future is the 
fear that he will not open enough new 
accounts. ... Today he seems to be 
getting more and more from fewer and 
fewer prospects... 

“We are part of an expanding econ- 
omy—a growth industry. America’s pop- 
ulation will rise, its national product 
will increase, and those two things 
guarantee a good life insurance business 
if we keep selling. 

“In years past, I suspect that we in 
the promotional and advertising side of 
our business, as members of LAA, have 
been a little ingrown. But in recent 
years, I think we have become less 
stuffy—more realistic—we have gotten 
closer to the times. But most of all, 
we are closer than we have ever been 
to the selling operation itself. We are 
a people business—we live with people— 
we get results through people. We aren’t 
afraid to learn from other business—we 
welcome outside consultants—and the 
contributions they bring to us from dif- 
ferent businesses with similar problems. 
We hover in no ivory towers. We com- 
pete vigorously in the market place—yet 
we are the ‘sharingest’ of all people 
away from it. Let’s keep that way—com- 
peting and sharing.” 





qualification, Mr. DeLay said that one 
of the fallacies with life insurance sales- 
men occurs when they remove a name 
from the direct mail list simply because 
they have at one time received a re- 
sponse and have called on the prospect. 
This, he said, is where the advantage ot 
educational mailings is particularly note 
worthy. ; 

Speaking of the expected increase in 
direct mail dollar volume, Mr. DeLay 
said he would prefer to see an increase 
in the quality of the direct mail and 

Continued on Page 4) 
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Good Public Relations Job Needed To 


Curb Government Encroachment, Groel 


“We have already had more than 
enough experience to know that, where a 
the govern- 
need unless 


” Frederick 


pressing social need exists, 
ment will move to fill that 
private enterprise moves first, 
H. Groel, 
The Prudential, said in an address on 
s Challenge,” before the LAA 
Table meeting. An un- 
filled need, Mr. Groel feels, can become 
a political issue, attractive to everyone 
who would like something for nothing, 
and repellent only to those who believe 
that government should stay out of 
competition with private enterprise. “The 
only way to keep the government from 
going any further into the insurance 
business is for the private companies to 
try to solve the problems and provide 
the coverages, wherever possible. This is 
especially difficult in the accident and 
health field,” Mr. Groel said, “where 
both England and Canada have estab- 
lished precedents for government cov- 
erage. But more companies are provid- 
ing standard A. and H. coverages and 
experimenting with newer ones, such as 
hospitalization for persons over age 65. 


vice president and secretary, 


“Tomorrow’ 
Eastern Roaed 


Extensive Advertising Job 


“In the battle to meet and turn back 
the tide of governmental encroachment 
on our business, your communication 
skills and creative talents will be needed 
by our industry more than has ever been 
the case in the entire 25 year history of 
the LAA. We will need a better, a more 
extensive advertising job. We will need 
a sharper set of sales promotion selling 
tools for our field force. Our employe 
communications will have to be more 
direct, faster, better organized. A more 
creative and consistent publicity effort 
will be necessary. In other words, a 
more efficiently integrated total market- 
ing of our product will be necessary so 
that the life insurance industry meets 
and fills the public’s desire for security 
before the government pre-empts our 
opportunity.” 

The public at large must be shown 
why private enterprise is a better long- 
term solution to present and future so- 
cial needs, Mr. Groel remarked. “These 
are not easy tasks,” he continued, “but 
they must be attempted and accomplished 
within a relatively short time, or the 
curtain will be down and the opportunity 
gone. For an industry founded on the 

_ Philosophy of family security with a 
superior record of sales and service, the 
instances of poor appreciation by the 
public of its performance is rather 
startling 

“The fact that life 
courages people to save and to make 
some provision for the inevitable rainy 
day; the fact that it builds self-respect 
and promotes initiative; the fact that 
it keeps people off the public relief rolls: 
the fact that it accumulates capital and 
makes it available to assist home and 
farm ownership and business expansion 
—as if these facets of the life insur- 
ance business are not fully grasped by 
the public. The public’s image of our 
contribution to the economic and social 
well being of the nation would certainly 
be a different one if the millions of bene- 
ficiaries of our service could be heard 
in the court of public opinion. Since 
this is not possible, we must renew our 
public relations effort—sharpen our mass 
communication performance. 

“Public relations men in the life in- 
surance industry are faced with the obli- 
gation to use all their skills, now and 
for the foreseeable future, toward edu- 
cating the public to a better appreciation 
of the many-sided contribution the life 
insurance industry makes to the people 
of this country and to the private enter- 
prise system,” 


insurance en- 


There are more than 1,300 life insur- 
ance companies in the United States 
today, Mr. Groel pointed out, and “in 
many of them, while a terrific amount of 
consideration is given to selling, to serv- 
ice, and to investment of assets—not 
enough is given to the importance of 
good public relations. In this business 
we are constantly in contact with the 
public, both through the news stories, 
the advertising and the letters released 
from our offices, and through the myriad 
contacts mi ide by our agents. 

“Everyone who makes such contacts, 
from the president on down, is in some 
degree a public relations representative, 
and it will be part of your responsibility 
in the coming decade to see that every- 
thing possible is done to create within 
your company a favorable attitude and 
a complete understanding of the parts 
your own colleagues play. Your officers. 
your sales executives, the managers of 
your field offices, your agents—all have 
opportunities to address individuals or 
groups under favorable circumstances, to 
present the case for private enterprise. 

“Thus it becomes part of your job to 
reach as many of them as _ possible, 
either in person or through the written 
word, to discuss the problems we face 
in the industry, and to sell the impor- 
tance of telling our story in order to 
forestall the creation of greater problems 
through future, more unfavorable public 
attitudes. 

“Tt will take ingenuity, creativity, in- 
novation and unrelenting persistency to 
accomplish this vital public relations ob- 
jective. Success in increasing family 
coverage will entail convincing the pub- 
lic that private protection is superior. to 
governmental largesse and convincing 
the public of our industry’s contribution 
to the national welfare will, in turn, 
create an atmosphere of greater acccep- 
tance of our product.” 





Ins. Information Center 


Described By F. T. Ahearn 


“Insurance Information Centers — A 
New Development” was the subject of a 
speech by Francis T. Ahearn, manager 
of the Insurance Information Office of 


Connecticut, at the annual Eastern 


Round Table of LAA. Mr. Ahearn de- 
scribed the circumstances which brought 
about the opening of the Insurance In- 
formation Center a year ago. Connecti- 
cut insurance companies, he said, after 
a “prolonged and extraordinarily acri- 
battle in the state general 
won their case last year against 
a discriminatory interest and dividends 
state tax. During this struggle, the 
companies suspected that the people of 
Connecticut had little understanding of 
the insurance industry, and this sus- 
confirmed by a survey of 
public attitudes. The organization of the 
Insurance Information Office, a volun- 
tary association of 19 Connecticut com- 
first all-lines office, 


monious” 
assembly, 


picion was 


panies, and the 
followed. 
Pointing out the effectiveness of an 
all-lines office, Mr. Ahearn said that the 
differentiate 
He cited a case where, 


public does not between 


sorts of insurance. 


on two successive days, the industry 
was assaulted by high government 
sources. In one case, badly needed in- 


creases in automobile rates were branded 
as “outrageous,” and the next day the 
industry was tackled on a tax matter 
for life companies. “It was intended as 
a deliberate one-two punch,” he said, 
“and you can be sure that the public 
would be ready to assume that the two 
sections of the industry were one, and 
policyholder resentment on the auto- 
mobile situation was ready to spill over 
into the life companies’ tax problems.” 

Mr. Ahearn said that before the organ- 
ization of his office there had been no 
central source where the insurance in- 
dustry could present its position quickly 
and effectively. For example, his office 
can get a complete statement of the 
industry’s position on a delicate subject, 
in a few hours, whereas it would be a 
tedious process to issue 19 separate 
statements. 

Functions of the Insurance Information 
Office in the last year have included 
the preparation of speeches and_ their 
delivery to meet specific situations, pre- 


pared statements on special problems, 
articles and letters to the editors to 
correct erroneous published material, 


interviews for newspaper reporters with 
recognized authorities in the companies, 
and the distribution of material to editors 
for their background files. The office 
also prints pamphlets, answers letters, 
conducts a speakers bureau, and_ has 
recently begun an advertising program. 
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MUTUALZ LIFE INSURANCE COMPANY 
sosren, maseacuusarrs 


Ask M. L. CAMPS AGENCY 


about 


JOHN HANCOCK’'S IMPROVEMENTS 


Accidental Death Benefit which includes Triple 
Indemnity for accidental death on public trans- 


Call us for Full Suformation 


ABE EISEN, C.L.U. 
GEORGE CUSHMAN, JR. 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 


LARRY CAMPS 








Arthur Coburn Retires; 
Actuary for 50 Years 


ARTHUR COBURN 


Arthur Coburn, vice president, South- 
western Life of Dallas, retired March 31 
after being 25 years with that company 
and 50 years life insurance. 

Long famed as an actuary he was born 
in Edinburgh, entered insurance when 16 
and at 20 was one of youngest Fellows 
of Scotland’s Faculty of Actuaries and 
Associate of Britain’s Institute of Actu- 
aries. 

Coming here in 1912 he joined New 
York Life in home office. Later, he was 
assistant actuary of Northwestern Mu- 
tual, and vice president of North Ameri- 
can Reassurance Co. in New York. He 
joined Southwestern as a vice president 
and board member in March, 1934. In 
reccnt years his primary responsibility 
was directing the company’s underwrit- 
ing department. He is a former president 
of Institute of Actuaries and belongs to 
Senior Actuaries Club. In Dallas he had 
served on Council of Social Agencies; 
received the annual award of Dallas 
Hospital Council for work as chairman 
of the county’s chest X-ray survey; also 
Was active in Dallas Community Chest. 
In October, two days before his 70th 
birthday, he was stricken with an in- 
capacitating illness from which he is 
now recovering in his home. 





Peoples-Home Life Not to 
Enter New York at Present 


At annual meeting of Home Insurance 
Co. of New York this week Chairman 
Kenneth E. Black of Peoples-Home Life, 
its life insurance affiliate, said the latter 
is now licensed in 39 states, but for the 
time being will not enter this state. 
Peoples-Home had assets at end of 1958 
of $37,740,215, earned last year $420,633, 
and its insurance in force is $153 million. 
Maurice Hartwell, president of Peoples- 
Home, and Harold W. Smith, executive 
vice president, were New York visitors 
this week. 


Direct Mail Future 


(Continued from Page 3) 


“let the dollar volume take care of 
itself.” 
Admittedly, he concluded, “direct mail 
is still seeking, even in the advertising 
world, the stature which its present 
volume and effectiveness demand, As a 
resultful advertising medium, it will need 
your care, your trust; and your best 
creative effort. It cannot function effec- 
tively by itself, but properly used it 1s 
one of the several powerful promotional 


tools available to today’s advertisers.” 
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Here’s the newest 
Massachusetis Mutual 
sure-fire business booster 


3 Protection : Agreement 





INSURES INSURABILITY FOR MEN, WOMEN, CHILDREN 


IT GUARANTEES the right to buy additional life insurance on specified future 
dates, regardless of any change in insurability. 


SPECIFIED AGES (on policy anniversary) at which the insured may take 


advantage of the Insurability Protection Agreement: 





Age at 
Issue 


0-24 
25-27 
28-30 
31-33 
34-36 
37 





Number of “Option Date” 
Option Dates Ages 
6 Zp 20; 3), O47 G4, 40 
bo" 28, 31, 34, 37, 40 
4 31, 34, 37, 40 
3 34, 37, 40 
2 37, 40 
] 40 








ON EACH OPTION DATE the insured may, without evidence of insur- 
ability, buy a new Convertible Life, Limited Payment Life, Endowment or 


Retirement Income policy —maximum $10,000 or face amount of basic policy, 
whichever is less. 


MAY BE ATTACHED, at time of issue, to most standard rate policies of 
$5,000 or more. In addition, Extra Protection, Family Plan, Mortgage Retire- 
ment and other riders may also be attached at time of issue of basic policy. 


THE COST is surprisingly low. 





Massachusetts Mutual 


LIFE INSURANCE COMPANY 


ORGANIZED !851 SPRINGFIELD, MASSACHUSETTS 


Massachusetts Mutual policies are unbeatable 
in quality, flexibility and liberality. 





Page 6 







FE RANE PEON Ma ON IRARE TAU 





THE EASTERN 
~ UNDERWRITER 7 











April 10, 1959 








Big Business Giving 
Higher Education Aid 


GIFTS TO GRADUATE SCHOOLS 





Devereux C. Josephs Describes Com- 
mittee of Banking, Law, Industry, 
Educational Leaders 





The debt of business of large stature 
to the great schools of higher education 
and recognition of its responsibility to 
extend further aid to those colleges and 
universities was text of an article in 
current issue of Fortune magazine writ- 
ten by Devereux C, Josephs, chairman 
of New York Life’s board. Mr. Josephs, 
who has been closely associated with 
education for many years, was chairman 
of a committee of 21 Americans formed 
informally to promote a new trend of 
help in financing graduate education 
through business contributions. 


Beliefs of the Committee 


Commenting on what the committee 
has in mind Mr. Josephs said in part: 

“The informal committee believes that 
the great universities, scientific institutes, 
and leading colleges that have gr iduate 
departments differ in an important way 
from the schools that are concerned 
mostly with young people in search of 
a bachelor’s degree. These latter schools 
indeed underwrite the diffusion of knowl- 
edge, but the universities and scentific 
institutes go much further: collectively 
they underwrite the advancement of 
basic knowledge that enriches, recreates, 
and expands U. S. life. 

“The great universities and institutes 
are fast outgrowing their traditional sup- 
port. The academic philanthropy of the 
past was rooted in large private fortunes 
that no longer exist, or in the affectionate 
ties between generous graduates and 
their colleges. These sentimental sources 
of funds are not so apt to nourish the 
proliferating needs of the graduate 
schools. Yet these schools are a major 
cultural and technological asset and their 
progress in some fields is a matter of 
national urgency. They are storehouses 
of basic research on whose shelves stand 
many articles of knowledge offered free 
to the public, including the business 
community. The public can help itself, 
but the public also has an obligation to 
put something back on the shelves. 
Business in particular has been taking 
away much more than it has been putting 
back.” 

Members of Committee 


The group of notable Americans form- 
ing the committee meets informally 
four times a year for dinner and con- 
versation at the Links Club on the East 
side of New York City. B. Brewster 
Jennings, oil executive, succeeded Mr. 
Josephs as chairman of the committee. 
At the time the Fortune magazine article 

. Was printed the members in addition to 
Messrs. Jennings and Brewster follow: 

Bankers: Harold H. Helm, Thomas 
S. Lamont, Charles D. Dickey, Alex- 
ander M. White, Sidney J. Weinberg. 

Lawyers: Arthur H. Dean, Maurice 
T. Moore. 

Steel: Irving S. Olds, 
Randall, Edward L. Ryerson, 
>. Tyson. 

Education: Donald K. David, for- 
mer dean of Harvard Business School. 

Airlines: Juan T. Trippe; communi- 
cations : Arthur W. P: ige; radio-tele- 
visiofi: William S. Paley; electronics: 
David Packard; rubber: John L. Coll- 
yer; utilities: James B. Black; coal: 
George H. Love. 

All of the committee members are 
graduates of one of the following colleges 


Clarence B. 
Robert 


or universities: Harvard, Yale, Prince- 
ton, Columbia, University of Pennsyl- 
vania, Cornell, Stanford, Trinity, Univer- 
sity of California. 


TO SUCCEED Ww. DOUGLAS BELL 
Toronto has 
been appointed vice president and gen- 
eral manager for Canada by Paul Revere 


John C. CLU, of 


Davey, 


Life. He succeeds W. Douglas Bell 
whose appointment as managing di- 
rector of an HIAA-type organization 
of Canadian companies was announced 
last week. 


Joseph F. Cita Now With 
North American Accident 


Joseph F. Cita, formerly chief life 
and accident and health underwriter for 
Central National Life, Omaha, has been 
named director of life underwriting for 
the North American Accident, Chicago, 
Allen V. Dowling, president, announced. 
Prior to his six year tenure with Central 
National Life, Mr. Cita spent three years 
with the World Insurance Co., Omaha. 
He attended Omaha and Creighton Uni- 
versities. 

Mr. Cita’s duties with North American 
will include initiating new procedures 
and underwriting methods in relation to 
special contracts and plans currently 
being readied by the company. North 
American expects to announce new poli- 
cies in both life and A. & H. lines by 
early summer. 





Bert Palo to be Speaker at 
Amer. Bankers’ May Meeting 


James G. Ranni, president of American 
Bankers Life of Florida, announces that 
3ert Palo, nationally known life pro- 
ducer, has accepted an invitation to be 
the featured guest speaker at the com- 
pany’s fourth convention, scheduled in 
May at the Key Biscayne Hotel, Miami. 

Mr. Palo, life member of. MDRT and 










MERGER ACTION 






Informed counsel on insur- 
ance merger opportunities and 
procedure arrangements, in all 
lines of coverage. No obliga- 
tion for inquiry. 















CONSULTANTS 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGY:AASSOCIATES 
One NORTH LASALLE ST. 521 FIFTH AVENUE 
CHICAGO 2, ILLINOIS NEW YORK 17, N. Y. 











HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 











author of the book, “Motivation Means 
Millions,” is in demand as a speaker at 
sales meetings around the country. He 
recently spoke in Boston before a re- 
gional meeting of the New England Life 
Underwriters Association. 
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Leading the Way in Light 


Hood College in Frederick, Md. was organized in 1893, 
and has faithfully carried out its objective of training 
young ladies in the arts and sciences. 


Baltimore Life has also carried out, for over 75 years, its 
objective of guarding family security by means of life 
insurance. We now serve over 650,000 policyholders. 


Frederick and vicinity is served by the Baltimore Life 


office at 1 W. Church St. 


The Baltimore Life 


Insurance Company 
HOME OFFICE: BALTIMORE, MD. 














LIFE—A & H 
UNDERWRITING OPENINGS 
$6,000—$10,000 


Ohio—Group Und. Supervisor 
lll.—Life H. O. Undr. Supv. 
Nebr.—Life Undr. Assistant 
Chicago—A & H Underwriter 
South—A & S$ (Indiv.) Undr. 
Chicago—Group Undr. Supv. 
Wisc.—Junior A & H Undr. 


Attractive Life—A & HH Underwriting 
positions open in all areas of the country, 
majority with medium—small Companies 
offering rapid promotional possibilities. 
A postal card will bring "HOW 
OPERATE." No obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 











Provident Round Table 





AY. 
1959 Million 
Round Table and consistent million dollar 


(left) vice 
Dollar 


Robert F. Albritton, 


chairman of the 


Mutual Life, 
from Lewis C. 


producer for Provident 
receives congratulations 
Sprague, vice president and manager of 
agencies, at ceremonies in connection 
with the Provident Round Table meet- 
ing of its leading producers at Hollywood 
Beach, Florida recently. At the closing 
session presided over by Mr. Sprague, 
forty-four members who each produced 
more than a miliion for Provident were 
presented with awards. 





BROOKLYN BRANCH MEETING 





Anchell, Bergen, Besso, Orshan and 
Neustein, Will be Featured on 
April 16 at St. George Hotel 
The Brooklyn Branch of the Life 
Underwriters Association of the City of 
New York will hold an educational 
meeting on April 16 at the Hotel St. 
George. Theme of the meeting will be 
“132 Years of Life Insurance Know- 
How.” Speakers will be Charles Anchell, 
New York Life, president of the New 
York City Association, 33 years; Bernard 
S. Bergen, Mutual Trust Life, 26 years; 
Morris M. Besso, Metropolitan Life, 41 
Joseph Orshan, Equitable Society, 
B. Neustein, The 


years; 
23 years; and Wilbur 
Prudential, nine years. 

Mr. Neustein, educational vice presi 
dent of the Brooklyn Branch, will be 
chairman of the meeting. There will be 
no admission charge and non-members 
are invited to attend, 
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Heads Providence Office 





EVERETT BERLINSKY 


Everett Berlinsky, CLU, has been ap- 
pointed general agent of the Providence 
office of Guardian Life. A native of Prov- 
idence, Mr. Berlinsky is a graduate of 
University of Rhode Island. He entered 
life insurance in 1944, and was a unit 
manager for John Hancock in Cranston 
prior to his Guardian appointment. 

Mr. Berlinsky is a member of the 
Providence Life Underwriters Associa- 
tion, a past member of Million Dollar 
Round Table and is currently serving 
as president of the Rhode Island CLU, 
Chapter. 





Manus J. Gallagher Dead 


Manus J. Gallagher, assistant vice 
president of Home Life of America, died 
recently at his home in Bala-Cynwyd, 
Pa. Mr. Gallagher, who celebrated his 
4ist anniversary with Home Life in 
February, was 73 years old. He was 
appointed assistant vice president in 
1953 and was in charge of one of the 
company’s four field divisions at the 
time of his death. 

Mr. Gallagher had served as district 
manager for Home Life in Scranton, 
Reading and Pottsville before going to 
the home office in Philadelphia as agency 
supervisor in 1937, 

Well-known among agency officers 
throughout the industry, Mr. Gallagher 
served on the membership committee of 
the Life Insurance Agency Management 
Association, He was active in Catholic 
laymen’s activities and was past deputy 
grand knight of the Pennsylvania Chap- 
ter, Knights of Columbus. 





ALC Texas Regional 


Five Texas life insurance companies 
were hosts April 2-3 to a regional meet- 
ing of American Life Convention in 
Houston. Presiding officer was R. E. 
Irish, president of ALC and of Union 
Mutual Life. General chairman of local 
afrangements was Pat M. Geenwood. 
State vice. president of ALC for Texas 
Ay Homan Easley, secretary, Amicable 
ife. 

Host companies were American Gen- 
eral Life, Commercial and Industrial 
Life, Great Southern Life, South Coast 
Life and American National. The first 
four are in Houston. American National’s 
home office is in Galveston. 





Lynch Heads N. J. Ad Club 


Donald E, Lynch, director of public 
telations, Mutual Benefit Life, is the 
new president of the Advertising Club 
of New Jersey, which has 365 corporate 
and individual members. 

Mr. Lynch succeeds William B. Rear- 
den, former president and now chairman 
of the hoard of Firemen’s Insurance Co. 


American Bankers’ Gains 


American Bankers Life of Florida has 
passed the quarter billion mark in total 
life insurance in force after six years 
of active operation. Assets at the close 
of 1958 stood at $6,411,489, an increase 
of 73% over the previous year. 

Commenting upon the latest financial 
statement, President James G. Ranni 
said, “due to this outstanding increase, 
the company now has $127 assets for 
each $100 liabilities compared with $118 


at the end of 1957. The present ratio of 
assets to liabilities is indicative of the 
financial safety of the company and 
ranks high in the life insurance indus- 
try.” 

George S. Ling, executive vice presi- 
dent and actuary, pointed out that the 
recent acquisition of the assets and 
liabilities of the Southeast Life resulted 
in an increase in capital of $60,000 and an 
increase in surplus of $670,000 thus add- 
ing strength to the financial position of 
the company. 


NAMED STAFF SUPERVISOR 

Appointment of James W. McEnerney 
as staff supervisor has been announced 
by Earl C. Jordan; general agent for 
Massachusetts Mutual in Chicago, In 
his new position, Mr. McEnerney will 
assist in the recruiting and training of 
new personnel. 

A Chicago native, Mr. McEnerney was 
graduated from Loyola University and 
is Navy veteran. He entered life insur- 
ance in 1955 and joined Massachusetts 


Mutual in 1957. 
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MONY’S prospect booklet, ““For That Boy You’re 
So Fond Of,” talks to dads and granddads. It ex- 
plains how a MONY policy with a Guaranteed 
Insurability Rider can be a perfect gift for young- 
sters. It helps your selling job by pre-selling your 
prospects. You’ll want to mail this booklet—with 
your own personal message—to every family man 
in your client file and on your prospect list! 
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The Mutual Life Insurance Company Of New York, New York, N.Y. : 
Offices located throughout the United States and in Canada | 
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with special free sales aids 
as part of MONY’s new brokerage service 
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FREE! FOR BROKERS! 


MONY, B’way at 55th St. 
New York 19, N. Y. 


Please send me MONY’s two free booklets 
on Guaranteed Insurability. 


MONY’S broker booklet, “Guaranteed Insurability 
— Guaranteed Saleability,’’ gives important sell- 
ing tips and examples. It also shows how MONY’s 
Guaranteed Insurability Rider can broaden your 
market: (1) by helping you develop repeat busi- 
ness from established clients; (2) by opening a 
vast new juvenile market to you; (3) by giving 
you new leads for your General Lines business. 
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MONY TODAY MEANS MONEY TOMORROW! 
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Department Hearing 


(Continued from Page 1) 


tion and thought that it should be effec- 
tive in correcting the present evils under 
the plan. It was his understanding, he 
said, that the language of the regulation 
dealing with consistent cash value was 
such as to permit a differential by size 
of policy. A further comment was that 
“the one year term dividend and option” 
should not be required to be made avail- 
able for the smaller amounts of insurance 
where the expense element predominates. 
Also, he stated that he felt the require- 
ment that all cost illustrations cover at 
least the expectation of life was too 
broad and should be applied only to 
minimum deposit plans. However, he 
reiterated that he belived the proposed 
regulations, with some possible minor 
amendment, were definitely in the public 
interest, 

Walter Klem, 


actuary, 


president 
Society, 


senior vice 
and chief Equitable 
gave reasons why the Society has been 
influenced against entering the minimum 
deposit business. They include stability 
of Ordinary insurance, unsatisfactory 
situations when term insurance decreases, 
fact that policies become “loaned up,” and 
income tax problems, including rulings 
and income bracket changes. Some recent 
competitive developments with respect to 
these contracts have not resulted in good 
public relations for life insurance in his 
opinion. 

Robert E. Dineen, vice president, 
Northwestern Mutual, said in part: “We 
think this situation in the business has 
gotten out of hand. We have twisting, 
replacement of business, exposure of 
policyholders to double expense charge, 
misleading illustrations, the emasculation 
of Sec. 213, and unfair discrimination in 
the compensation of agents. We think 
the Department is on the right track 
in taking remedial action. In broad out- 
line, we agree with the five remedies 
it proposes.’ 

Peterson, Magovern, Long 

Clarence Peterson, executive vice pres- 
ident, Union Central Life, said his com- 
pany supported the legislation as far 
as it goes, but it questions whether it 
goes far enough. 

“We believe,” he said, “that if it is 
to regulate minimum policies it should 
regulate them with respect to all com- 
panies licensed in New York wherever 
they do business. Will the proposed 
regulation concerning Schedule Q allow 
a company to defer a part of Ordinary 
commission on the full first year pre- 
mium to the second policy year where a 
first year policy loan is not made and 
thus enable it to pay on Ordinary life 
commission on the full premium instead 
of a term commission on the modified 
premium ?” 

John J. Magovern, Jr., vice president 
and counsel, Mut::al Benefit Life, in a 
statement in association with Harry W. 
Jones, vice president, said Mutual Bene- 
fit has never subscribed to the propriety 
of so-called “specials.” In this respect it 
is in accord with the conclusion of the 
Department that they appear to, and in 
many instances probably do, discriminate 
against the holders of essentially similar 
policies. Continuing the statement said: 

“On the other hand, Mutual Benefit 
is concerned over the implications in 
that portion of the Preamble to the 
Department’s proposed regulation which 
identifies the existence of discrimination 
whenever a benefit received by a termi- 
nating policyholder must be paid for 
by continuing policyholders in the same 
class over subsequent years. Further, 
although quoted out of context, the 
quotation from the Report on Non- 
Forfeiture Benefits and Related Matters 
of the NAIC, standing alone, might well 
lead one to the conclusion that, when 
a termination is within the technical 
control of the policyholder, that fact 
creates a contingency not susceptible of 


actuarial measurement. We _ disagree 
with both assumptions.” 

Rowland H. Long, vice president and 
general counsel of Massachusetts Mutual, 
said the company desired to cooperate 
fully with the Department in spirit as 
well as letter and will assist the Depart- 
ment in every reasonable way to achieve 
the objective of proposed regulation of 
the insurance code, but it had views 
on certain phases of the proposed regu- 
lations which it thought the Superin- 
tendent would wish to consider. In pre- 
senting these views Mr. Long told of 
Massachusetts Mutual policyholders ex- 
periences. 

As evidence that the company has 
successfully controlled improper presen- 
tation and sale of its policies he said 
that in the past ten years the New York 
Department had not brought a single 
complaint to the attention of the com- 
pany involving replacement. 

Irving Rosenthal, vice president and 
actuary, Guardian Life, said his com- 
pany believed it would be desirable for 
the regulation making it entirely clear 
that if any part of it applies to business 
done outside of New York State this 
applies to admitted companies as well 
as domestic insurers; otherwise, domestic 
insurance could be placed at a serious 
competitive disadvantage. 

Merril P. Arden, president of Associa- 
tion of Advanced Life Underwriters, an 
agent of Connecticut Mutual, said mem- 
bers of his association are convinced 
that financed life insurance is a useful 
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RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











93 Nassau Street 





OPPORTUNITY!! 
Brokerage Supervisor to take over a 
for a BRAND NEW LIFE INSURANCE AGENCY. Tremendous 
opportunity in management. Prefer man who owns a car and 
enjoys a modest personal production. Salary plus Expense plus 
Participation. Write in strictest confidence. 

Box 2692 
The Eastern Underwriter 


going Brokerage Operation 


New York 38, N. Y. 








mechanism in modern business and per- 
sonal financial] planning. It has been 
endorsed after critical examination of 
many lawyers and accountants. His asso- 
ciation believes that the life companies 
should be encouraged to offer the public 
the highest cash values possible, on a 
sound actuarial basis. 





NOW 


72 BILLIONS 


INSURANCE 
IN FORCE 


Achievements in Record Year 1958 
Insurance in Force Dec. 31, 1958.. $4,510,886,428.00 


Gain during the year..... 


Total Assets increased to.. 
Gain during the year..... 


Surplus Protection to policy holders 
Gain during the year............ 


Assets for each $100 of liabilities. . 


345,343,045.00 


750,556,108.25 
82,651 ,504.44 


93,608,978.98 
11,183,568.54 


114.25 


One of highest ratios of any 


major company 


Gain in New Ord. and Ind. sales. . 
Approximately double the 


Industry average 


Gain in New A&H sales... 


7.1% 


125% 


Many times the national average 


We have openings in the Ordinary Field Force for 
additional District Managers, Representatives, and 
Brokers of all types. Openings in the new A&H Field 
Force for A&H General Agents, Representatives and 
all types of Brokers. Full details on request. Give 
data about yourself in your first letter. Address: 
COORDINATOR OF SALES 


=== AMERICAN NATIONAL 


INSURANCE Co. 


GALVESTON, TEXAS 





Continues With Provident 





NELSON A. WHITE 


Provident Mutual Life of Philadelphia 
announces that Nelson A. White, who 
for personal reasons retired from man- 
agement of its Pittsburgh-White Agency 
on March 1, will continue to be asso- 
ciated with the agency. He will devote 
as much time as practicable to personal 
production. 

Mr. White, the first president of Life 
Insurance Advertisers Association, has 
been associated with Provident Mutual 
for 34 years. He supervised the com- 
pany’s advertising and direct mail activi- 
ties and was elected Provident Mutual’s 
first advertising manager in 1936. Later 
he served as assistant manager of agen- 
cies and became director of sales train- 
ing in 1951..He had been manager in 
Pittsburgh since January 1, 1954. 

Mr. White is associated with Robert 
E. Mateer, Jr., manager, with offices in 
the Farmers Bank Building, Pittsburgh. 





M. A. Campbell Deputy Supt. 


Superintendent Thomas Thacher of 
New York has appointed Matthew A. 
Campbell as a Deputy Superintendent of 
Insurance. Mr. Campbell has served in 
the claims bureau of the Attorney Gen- 
eral’s office since 1955 and was formerly 
an Assistant U. S. Attorney. 





NAME W. H. FROEHLICH 

Will H. Froehlich has been appointed 
assistant to the general agent of the 
J. Lowell Craig Agency, Milwaukee, 0 
Northwestern Mutual Life. Mr. Froeh- 
lich goes to the Craig agency from the 
position of branch manager of Occ 
dental Life, where in six years he built 
a new agency to $5,000,000 of annual 
sales. He is a past president of the 
Milwaukee Association of Life Under 
writers. 
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Matt Jaffe Associates 
Launch Sales Campaign 


CANADA LIFE AGENCY DRIVE 


Sixth Annual Multi-Million-Marathon 
Runs From April 15 to May 31; Pro- 
duction Leaders To Be Honored 





The sixth annual Multi-Million-Mara- 
thon of Matt Jaffe Associates, Ltd., was 
launched at an agency reception and 
Juncheon this week at the Hotel Elysee, 
New York. The Jaffe Agency, which 
is housed in modern offices at 531 Fifth 
Avenue, was appointed a general agency 
of Canada Life in March, 1958. 


The Multi-Million-Marathon begins on 








MATT JAFFE 
April 15 and concludes on May 31. Fol- 
lowing the sales campaign a _ dinner 


dance will be held for production quali- 
fiers at which time sales leaders will 
be recognized. Last year the production 
staff of the agency produced $3% million 
of new Ordinary business during the 
six-week period. Quota for this year 
has been set at $5 million. 

Representing the home office at the 
agency luncheon was William Leal, 
assistant superintendent of agencies for 
eastern United States, who paid tribute 
to the Jaffe organization for its con- 
sistent growth. 

Mr, Jaffe, ina brief address, announced 
that the agency’s production for the 
nine-month period ending December 31, 
was over $7 million, excluding Group 
insurance. He also announced that four 
members of the staff qualified for Can- 
ada Life’s President’s Club during that 
same nine-month period, They od George 
Klavans, Milton Le Blang, Dan Jaffe 
and Gerald Rosner. 

Matt Jaffe, who has long been a sub- 
stantial personal producer, attended City 
College of New York and University of 
Vermont. He majored in insurance at 
Vermont and has since taken additional 
courses at the New School of Economics 
and Social Sciences. He is a veteran of 
five years service in the Air Force as 
a pilot of a B-24 in the Pacific Theatre 
of Operations during World War II. 

Assisting Mr. Jaffe in the operation 
of the agency are supervisors Dan Jaffe, 
Harry A. Erter, Paul Fishman, Milton 
Le Blang, Benjamin Amdurer and Gerald 
Rosner. On the office staff are Julian 
Schweizer, Paula Leed and Bernice 
Linder. Training director is Daniel H. 
Kalish, CLU. Alfred Kelly is Group 
consultant, 


Chicago Assistant Manager 

Richard T. Brown has been appointed 
ass isti int manager of Occidental Life 
of California’s Chic: ago branch office on 
LaSalle Street. He has been assistant 
brokerage manager in the branch since 
April, 1958, 


State Mutual Policyholder 
Conference Chicago May 1 


State Mutual Life will hold a Policy- 
holder Conference in Chicago May 1, it 
was announced by President H. Ladd 
Plumley. The first such conference was 
held in Memphis last October. It met 
with an enthusiastic reception from 
company policyholders in that area. 

A highlight of the conference will be 
a panel of prominent State Mutual 
policyholders from Chicago who will 
query company executives about life 


New Prudential Term Rider 


The Prudential announced to its field 
force issuance of a new 30-year Decreas- 
ing Term Rider available at ages 18 


to 40. 





insurance and the operations of the com- 
pany. The conference program will 
follow a luncheon at the Palmer House, 
Friday noon, May l. 

The Conference itself will be preceded 
by a reception and dinner for Chicago 
civic and business leaders which will be 
held at the Ambassador West Hotel 
on Thursday evening. 


Advanced at Los Angeles 


Manufacturers Life has appointed 
Donald P. 


of its Los Angeles branch. 


Desonier associate manager 
Starting in 
1937, he 


went to Los Angeles as branch secretary 


the company’s head office in 


in 1951 after several years in the Edmon- 
ton and Philadelphia branch offices. For 
the past two years assistant manager, 
Mr, Desonier will assume added respon- 
sibility in Manager 
George Quigley. 


assisting Branch 

























VV NO TRICKS 


... dust doggone good service 
and Outstanding 
“KNOW HOW” that’s why 
REPUBLIC NATIONAL LIFE 


Insurance Company 


OFFERS 


NEW BROKERAGE 
OPPORTUNITIES 


Top Commissions ¢« Vested Renewals 


LIFE: non-participating, participating, standard, 
substandard, ordinary and special policies, life- 
time disability, $10 per $1,000. A & S.: disability 
income, Guaranteed Renewable hospitalization 
and surgery, non-cancellable, accidental death, 
dismemberment, major medical expense. GROUP: 
pure group, small group, franchise, pension trust. 
GUARANTEED ISSUE, INSURED INSURABILITY. 


Contact Edward R. Nadalin, 
Assistant Vice President and Director of Brokerage 





REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


Dallas, Texas 


3988 N. Central Expressway 
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Agency Management 
Moves To New Quarters 


ENLARGED SPACE IN HARTFORD 





Staff of 112 Serves 312 Member Com- 
panies; Features Research, Con- 
sultation and Education 


Agency Manage- 
to its new 
Hartford, 





The Life Insurance 
ment Association will move 
quarters, 170 Sigourney Street, 
just north of Asylum Avenue, April 10. 
J. Harry Wood is managing director. 
LIAMA will lease about two thirds of 
the space in the new three-story build- 


ing owned by John E. Hayes, a real 
estate man. Horn Construction Co. is 
the builder; architects are Russell & 
Gibson, R, Von Dohlen, associate. 
Howard H. Becker, assistant secre- 
tary of the Association, has served as 
chairman of the office committee con- 
cerned with the move to the new build- 
ing. Raymond W. Simpkin, agency vice 


president, Connecticut Mutual was chair- 
man of the building committee of com- 
pany people which assisted the staff. 
The new LIAMA headquarters is air- 
conditioned; has attractive movable 
partitions for complete flexibility and a 
conference room which will be able to 
house some of the Association’s schools 
for managers and home office people. 
The Association moved to the build- 
ing at the corner of Asylum Avenue 
and Sigourney Street in 1951. Increase 
in personnel and_ enlarged activities 
necessitated the move to larger quarters. 
A staff of 112 serves the 312 member 
companies throughout the world. Mem- 
ber companies have about 95% of the 
life insurance in force in the U. S. and 
Canada. 
The research and consultation arm of 
the life insurance business covering the 
area of sales and sales management, the 
Life Insurance Agency Management 
Association emerged in its present form 
in 1946 when two predecessor organiza- 
tions were merged. It is governed by 
a 13-man board of directors of company 
agency officers elected from and by the 
Association membership. 
Visitors to LIAMA headquarters num- 
ber over 500 life insurance executives 


each year. It has an unusually large 
reference library. 
A major purpose of its research pro- 


gram is to provide men in sales manage- 
ment with information that will help 
them make sound business decisions. The 
research of LIAMA covers areas of 
selection, training, markets, financial 
management and morale. 


ARCHIBALD McPHERSON DEAD 





Former President and Chairman of 
London Life Served Canadian 
Company for 34 Years 

Archibald McPherson, a director of 
London Life, of London, Canada, and 
“formerly president and chairman, died 
at his home in London March 30. 

Mr. McPherson, a native of London, 
was appointed to the board of directors 
of London Life in 1924. He became a 
member of the executive committee in 
1941, president 


1927, vice president in 
in 1948, and chairman of the board in 
1953. A year ago he retired as chair- 


remained as a director and 
a member of the executive committee. 
His 34 years constituted one of the 
longest periods that any man has served 
as a director of the company. 

Mr. McPherson had varied business 
interests, and for many years was a 
prominent figure in financial circles in 
London and Western Ontario. 


EQUITABLE UNIT MANAGERS 

Equitable Life Assurance Society has 
named four additional unit managers in 
the eastern, midwestern and West Coast 
areas. The appointees with their head- 
quarters and agency affiliations are: 
Peter J. Reynolds, New York (Thomas 
P. Brady, New York); Frederick L. 
Lochbihler, Fort Wayne, Ind. (C. E. 
Miller, Fort Wayne); Victor John Zos- 
chak, Jefferson City, Mo. (H. J. Simpson, 
St. Louis), and David Fenton, Glendale, 
Calif, (F. W. Heuer, Los Angeles). 


man, but 


’ 

H. P. Mathauer’s New Post 

Roy A. Foan, president of American 
Travelers Life of Indianapolis, announces 
the appointment of Harold P. Mathauer 
as treasurer/controller for the company. 
Previously he was secretary-treasurer of 
United Home Life, Indianapolis, and 
comptroller of Jefferson National Life 
for nine years. He had actuarial experi- 
ence with Welsh and Baird, Cleveland. 

Mr. Mathauer is immediate past presi- 
dent of the Indianapolis District Council 
of Catholic Men. He is a 
the Serra Club, and belongs to Insurance 
Accounting & Statistical Association. 


trustee of 


GENERAL AMERICAN CAMPAIGN 

A sales campaign to honor General 
American Life President Frederic M. 
Peirce on his 49th birthday, resulted in 
a final written total equivalent volume of 
$29,701,208, including $25,683,023 in life, 
$2,861,671 in Group, and $1,156,513 in 
accident and sickness. Compared with 
last year’s campaign, total equivalent 
volume written was 21.4% higher. Life 
volume showed a 27% increase, with 
A. & S. equivalent volume registering 
an increase of 15.1% over the comparable 
figure for last year. 





An exceptional policy for the 





“Senior 


Partner” 





GUARDIAN’S PR-85 


For a client over age 50 — either an individual or a 
principal in a business insurance case — GUARDIAN’S 
Preferred Risk 85 is now a more attractive buy than 
ever. It offers low premiums, high cash values, 

higher dividends than ever before on our 1959 scale — 
plus the important advantage of flexible new 

policy provisions, for solving business and 

tax insurance problems. 


General insurance brokers and surplus writers are cordially 


invited to call the nearest Guardian manager for full in- 


formation, or write «+. 


The GUARDIAN Life Insurance Company 
OF AMERICA 


A Mutual Company ®& Established 1860 


50 UNION SQUARE, NEW YORK 3, 


LIFE e ACCIDENT & 


HEALTH e 


N. Y. 


PENSION PLANS e GROUP 


Guardian’s New Sales 
More Than $200 Million 


PRESIDENT CAMERON’S REPORT 





Group Sales Over $44 Million; In Force 
Increased By 9.2% For A Total 
of $1,616,908,000 





New sales of individual and families 
policies in excess of $200,000,000 for the 
first time in Guardian history, and a 
net rate of interest, before taxes, of 
better than 4%, were the highlights of 
the report on 1958 operations made by 
President John L. Cameron to the board 
of directors of Guardian Life. 

Total sales for the year, including 
Group life of $44,442,000, amounted to 
$250,332,000, an increase of more than 
$35,000,000 over the preceding year. Life 
insurance in force on December 31 was 
$1,616,908,000, an increase of 9.2% for 


the year. New accident and_ health 
premiums for the year amounted to 
$1,126,000, including $234,000 of Group 


coverage. 

Investment income for the year 
amounted to $19,002,000, compared with 
$17,441,000 in 1957. The net rate of 
return on Guardian’s investments was 
4.06%, the first time in 20 years that 
the interest rate topped 4%, and an 
increase of 17 basis points over the 
previous year. 


Net Earnings 


Net earnings for the year, after pro- 
visions for dividends to policyholders 
but before Federal income taxes, were 
$3,585,000 compared with $4,178,000 for 
1957. The 1947 Federal Tax Law, now 
in effect, would, in the absence of new 
legislation set Guardian’s tax liability 
at $2,154,000, compared with $1,208,000 
the previous year. 

The board authorized the distribution 
of $7,825,000 as dividends to policyholders 
for this year, an increase of $450,000 
over the amount set aside for dividends 
in 1958. In addition, $975,000 was added 
to policyholder’s surplus for general 
contingencies, raising the surplus to $31, - 
885,000, which is 7.3% of the company’s 
liabilities. 

Payment to policyholders and_ bene- 
ficiaries during the year, including divi- 
dends and payments from proceeds left 
with the company in previous years, 
were $37,487,000, and increase of nearly 
$3.000,000 over 1957. In addition $20,418,- 
000 was added to policyholders’ legal 
reserves and contingency funds. Oper- 
ating expenses for the year were $16,- 
400,000, including Federal, state and local 
taxes and fees other than real estate 
taxes amounting to $3,253,000 





H. J. Baker and L. K. Volk 
Mark 30th Anniversaries 


Two of Bankers National Life’s out- 
standing general agents celebrated their 
30th anniversary with the company. They 
are Harry J. Baker of Boston, and Leo 
K. Volk of Detroit. 

Mr. Baker, who has represented Bank- 
ers National Life exclusively for the 
past three decades, has placed more than 
$1,000,000 annually with the company for 
18 years, and has qualified as a member 
of the Million Dollar Round Table for 
16 years. Close friends of Mr. Baker 
were guests of the company at a dinner 
attended by John D. Brundage, CLU, 
president, John McAlexander, vice pres- 
ident claims, and H. Carlyle Freeman, 
vice president- agency supervision. 

Mr. Volk 30 years ago was an employe 
of Bankers National Life in the home 
office. He served as agent, district man- 
ager, home office supervisor, and in 1939 
became general agent in Detroit. He is 
a member of long standing in local and 


national Life Underwriter Associations, 
and a past chairman of the LUTC in 
Detroit. A dinner for Mr, Volk was 


attended by President Brundage and Vice 
Presidents McAlexander and Freeman. 

3oth Mr. Baker and Mr. Volk ware 
presented with suitable gifts in honor 
of their anniversaries. 














lilies 
the 
id a 
5» On 
s of 
> by 
oard 


ding 
1 to 
than 
Life 
was 

for 
‘alth 

to 
“oup 


year 
vith 
of 
was 
that 
an 
the 


April 10, 1959 






U 





NDERWRITER 







— 


= Tie EATER 


Page 11 


























BEHIND 


THE 


NYLIC 
AGENT....f 


Sales-supporting 
promotion is 
another reason why... 



















A recent survey shows that New York 
Life agents in one metropolitan area se- 
cured more than $16 million of new ordi- 
nary business in 1958 through direct 
mail leads. 


Direct mail is just one phase of Nylic’s 
comprehensive sales promotion program. 
In addition, the program includes sales 
leaflets, attractive illustration forms, vis- 
ual sales tracks, product-information 
kits, audio-visual aids, agents’ manuals, 





THE NEW YORK LIFE AGENT 
IN YOUR COMMUNITY BE 
1S A GOOD MAN TO KBOW 








A sales promotion 


greater sales potential 


and more 
receptive prospects ! 


and policyowner prestige materials, such 
as award-winning wall calendars. All of 
these pave the agent’s way to successful 
sales interviews. 


This sales promotional activity builds 
the prestige of the Nylic agent, the 
products he sells and the Company he 
represents. And most important, it is 
helping the Nylic agent increase the 
amount of insurance he writes—year 
after year—for more and more people! 


New York Life 
Insurance Company 


51 Madison Avenue, New York 10, N. Y. 


A MUTUAL COMPANY FOUNDED IN 1845 


Life Insurance + Group Insurance + Annuities 
Accident & Sickness Insurance « Pension Plans 


program that gives him 
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Insurance Administration School 


Many Executives on Faculty of Second Seminar Sponsored 
by Life Insurers Conference 


The School of Insurance Administra- 
tion, sponsored by the Life Insurers 
Conference, an organization of more 
than 90 companies, conducted its second 
seminar on March 27 at Hotel Ogle- 
thorpe, Savannah, Ga. This seminar is 
designed specific ally for men now active 
in administration posts in home office 
of LIC member companies. The Progr am 
is to train men, not in any specialty, but 
in company management principles and 
administrative techniques applicable in 
any department. Realistically it is a 
course in advanced management “for 
men of proved quality” who are or will 
be charged with policy and administra- 
tive decisions. The faculty is drawn 
almost exclusively from executives of 





assurance Co.; John Moyler, Jr., Life 
Insurance Co. of Virginia; H. Clay 
Evans Johnson, Interstate Life and 
Accident; Charles E. Phillips, Equitable 
Life of Washington; and J. Quentin 
Lane, Maryville, Tenn. 

Serving with Dr. Stalson in an advisory 
cape <b as to faculty and curriculum, 
were M. Sheffield, Jr., Life Insurance 
Co. of Georgia; and Uy. I. Cummings, 
Empire Life and Accident, all of whom 
are past presidents of LIC 


Those Receiving Certificates 


A list of graduates receiving certificates 
March 27 follows: : j 

Albert W. Benninger, assistant personnel direc- 
tor, Lincoln Income Life. 





Left to right, front row—R. Meade Christian, Clyde Reed deHaas, Ben William 


Rubush, Albert W. Benninger, Frank 


Second row—J. Owen Stalson, Jay T. Ward, Roy F. Duke, Jr., 


T. Lamey and John R. Cochran. 


Wickliffe A. Luhn, 


Dean J. Duggan, Sam H. Maughan, Anderson Kelley. 


At the Gen- 
Dr. J. Owen 
School _ of 
Greenwich, 
certificates. 


member companies of LIC 
eral Oglethorpe conference 
Stalson, director of the 
Insurance Administration, 
Conn., gave graduates their 
Members of Faculty and Advisors 


Members of the faculty of the second 


seminar follow: 
Clyde R. deHaas, Equitable of Wash- 


ington, D. C.; W. S. Owen, CLU, Life 
Insurance Co. of Georgia; W. N. Culp, 
Jr., Southern Life and Health; J. Cowin 


Co. of Virginia; 
National Life and 
Miller, Jr., Atlantic 
Colonial Life; 
American Re- 


Insurance 
Robinson, 
Clifton M. 
Pinque, 


North 


Smith, Life 
Walter M. 
Accident; 
Life; Francis a: 
Burtt D. Dutcher, 


R. Meade Christian, assistant vice president, 
Life Insurance: Company of Virginia, 

John R. Cochran, assistant vice president, Inter- 
state Life and Accident. 

Clyde Reed deHaas, secretary of underwriting 
and issue, Equitable Life of Washington, D. C. 

Dean J. Duggan, assistant secretary, Life In- 
surance Company of Georgia. 


Roy F, Duke, Jr., treasurer, Colonial Life. 

Anderson Kelley, assistant secretary, Quaker 
City Life. 

Frank T. Lamey, vice president, Quaker City 


Ww ‘ickliffe A. Luhn, president, Atlantic Southern 
Insurance Company of Puerto Rico. 
nga H. Maughan, vice president, Suwannee 
2 William Rubush, assistant vice president, 
Empire Life and Accident. 
ij j27 T. Ward, assistant treasurer, Southland 
ite. 
Those who attended the seminar were 
highly pleased by its successs. One 





BOSTON MUTUAL 
LIFE INSURANCE COMPANY 
156 STUART STREET 
BOSTON 16, MASSACHUSETTS 


INCORPORATED 1891 


Old in tradition and sense of respon- 
sibility—new in our progressive 
approach to the constantly chang- 
ing needs of policyholders. 


BOSTON WALCREEZNE BUILDING | 

















United as, Life 


Call 


The MacGrath Agency 


84 William Street 
HAnover 2-7865 





Geseral Ageat 


The ai fates Life insurance Co. 
the City ef New York 











Prudential Gets Rights 
The Prudential has acquired a warrant 
100,000 shares of 
Florida real 


for the purchase of 
General Development Corp., 
estate concern. The warrant was obtained 
in connection with its purchase of a 
$10,000,000 note of General Development 
due April 1, 1969. 





NAMED BY NO. AMER. ACCIDENT 

Hugh McCreight, Richmond, Va., and 
Gilbert Tennent, Chickasaw, Ala., have 
been named life and A. & H. general 
agents of North American Accident, 
Chicago, 

Mr. McCreight, native of South Caro- 
lina, has nine years’ experience, parti- 
cularly in recruiting and training. 

Mr. Tennent, will represent the com- 
pany in the Mobile area. 





feature has been the teaching of prin- 
ciples of management and administrative 
techniques specifically tailor-made for 
junior officers from weekly premium 
and/or combination companies. 

Plans have already begun for next 
year’s seminar. It will be held in the 
same hotel March 27-April 6 


THE 


We say they're 


CALIFORNIA 
CONNECTICUT 
DELAWARE 
DISTRICT OF COLUMBIA 
FLORIDA 
ILLINOIS 
INDIANA 
KENTUCKY 
MAINE 
MARYLAND 
MASSACHUSETTS 
MICHIGAN 





— WANTED — 
GENERAL AGENTS 


FOR 


Lire INSURANCE 


For State of New Jersey. 


Excellent opportunity with one of the 
nation's most progressive Life and 
Health Insurance Companies. We work 
for you. . . with you! Write for full 
details. All replies held strictly confi- 
dential. 


PARAMOUNT MUTUAL 
LIFE INSURANCE CO. 


30 Clinton Street 
Newark 2, New Jersey 





PROSPECTS FOR 1959? 


Some Say Good . 
Others Say Fair... 


wonderful—because our prospects are the 
working men and women of America 


General Agency Opportunities in 


For additional information Write 


THE AGENCY DEPARTMENT 


THE UNION LABOR LIFE INSURANCE COMPANY 


200 East 70th St., New York 21, N. Y. 


EDMUND P. TOBIN, President 








Continental Assurance 


Declares Stock Dividend 


Directors of Continental Assurance, at 
a recent meeting, declared a 25% stock 
dividend payable May 1 to shareholders 
of record April 15. 





James W. Messenger Dies 


James W. Messenger, 80, who joined 
John Hancock in 1901 and rose to be 
second vice president, Ne in Old Say- 
brook, Conn., last week. He was at one 
time head of the company’s agency 
department. 





Increase Discount Rate 


An increase from 3% to 34%% in the 
discount rate on premiums on life in- 
surance policies paid in advance was an- 
nounced by Aetna Life effective April 1. 





MISSOURI 

NEW HAMPSHIRE 
NEW JERSEY 
NEW YORK 
OHIO 
OREGON 
PENNSYLVANIA 
RHODE ISLAND 
VIRGINIA 
WASHINGTON 
WEST VIRGINIA 
WISCONSIN 
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United States Life at Puerto Rico 


President Belknap Heads Group of Executives at San Juan 
Field Meeting; New Policies. Issued; Production 
Leaders Get Awards 


Leading producers of United States 
Life gathered at the Caribe Hilton Hotel, 
San Juan, Puerto Rico, March 9-12, for 
the first convention outside continental 
United States. President Raymond H. 
Belknap headed a group of home office 
executives attending the three-day meet- 
ing. New policies and sales aids were 
announced to the field. 


President Belknap on Company’s Growth 


At the opening session President Bel- 
knap cited the company’s rise from $550 
million insurance in force in 1951 to 
last year’s total of $1.2 billion; Ordinary 
sales in 1951 of $34 million compared 
to $114 million in 1958; while assets 
more than doubled to $104 million. Seven 
years ago there were only nine U. S. 


chandise, a growing company. “But,” he 
concluded, “the two most vital ingre- 
dients of box office appeal, or success, in 
life insurance selling are not the com- 
pany, the markets, nor even the business. 
Talent. and hard work, which always 
depend on the producer, the man who 
must find the prospect, make the calls, 
close the sales.” 


Function of Agency Department 


Gordon E, Crosby, Jr., vice president 
and director of agencies, set forth his 
views on the double role played by the 
agency department of today’s life com- 
pany. He said, “It must represent the 
field force at the home office and, con- 
versely, represent the home office in the 
field. Basically, it is the function of the 





DASCIT AGENCY LEADS U. S. LIFE — President Belknap of U. S. Life (center) 
congratulates Emanuel Dash (left) and Stanley Blau of the Dascit Agency, New 
York, leading agency of the company. 


Life agencies writing more than one 
million; last year there were thirty. In 
the first two months of 1959 Ordinary 
new paid-for sales were 24% ahead of 
the same two months last year. 

Mr. Belknap went on to note the 
continued growth of equity investment 
programs and the effect they could have 
on the life insurance business. He em- 
phasized that “an increasing number of 
Americans have large equity investments. 
Every man in business for himself, every 
home owner already has a tremendous 
investment of this nature. What he 
needs is preferred property, fixed dollars, 
to balance it off. Life insurance is the 
best way of providing those fixed dollars. 
The absolute guarantees of life insur- 
ance give it a moral grandeur that will 
never allow it to take second place in 
the investment program of the American 
family.” 

John Weaver, executive vice president, 
spotlighted the five principal ingredients 
of successful life insurance selling. To 
illustrate, he compared them to tie in- 
gredients of box office appeal in show 
business: the audience, the medium, the 
company, talent, and hard work. He 
Stated that every advance of the life 
Msurance business tends to make this 
success more attainable to the life insur- 
ance man: broader markets, better mer- 
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agency department to provide every 
possible practical assistance to the field. 
We can best accomplish this only by 
having complete cooperation from the 
agent. We depend upon him for new 
ideas and approaches. He depends upon 
us for smooth, dependable, prompt serv- 
ice. All the services offered by the 
many departments in a modern company 
are ae available through its agency 
department, who should also be respon- 
sible for directing fresh ideas from the 
field to these departments for the most 
effective results.” 

In concluding, he dwelt on the many 
changes occurring in the life insurance 
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values on about 20 different types 
of contracts. 
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Winners Of Awards 


The President’s plaque, United States 
Life’s highest production honor has been 
awarded to the Dascit Agency, Inc., 
New York City. This prominent New 
York agency, headed by Emanuel Dash 
and Stanley Blau, company _ general 
agents, also received two other top com- 
pany honors: for first place in life 
volume production and as the agency 
having the greatest number of qualifiers 
for the convention. 

Raul Gasteazoro, of Panama, received 
the president’s plaque for outstanding 
achievement as the company ’s leading 
producer. The award is based on over- 
all commission earned from the sale of 
Life, Group; and Accident & Health 
during 1958. Mr. Gasteazoro also took 
honors for second place in Ordinary 
life volume for the year. 

Lester M. Wintz, Elmira, N. Y., re- 
ceived a first place award for personally 
producing the largest volume of Ordinary 
life business—with a volume of over 
$2.5 million paid for. The third place 
award went to Charles Zahorik, Alham- 


bra. Calif, 

Constitution Agency and White & 
Winston, Inc. took second and third 
place respectively for general agency 
Ordinary life production last vear. The 
Independence Agency, also of New York, 
was presented with a special award for 
maintaining the highest three-year per- 
sistency of all agencies. White & Win- 
ston, Inc. took the top agency for Group 





business today. In the light of this 
progress, he counselled the field force 
not to lose sight of the basic principle 
of life insurance—that it is preferred 
property—to be sold on needs and not 
on_the “gimmick” approach. 

During the business meetings devoted 
to new sales techniques and new mer- 
chandise, the group was addressed by 
guest speakers including Lester M. 
Wintz, general agent, Elmira; Stanley 
Blau, general agent, Dascit Agency, Inc., 


New York; Carroll J. Lynch. resident 
partner, Martin E. Segal Co., San Fran- 
cisco. The convention was officially 


welcomed to Puerto Rico by Dona Felisa 
Rincon de Gautier, mayoress of San 
Juan. 





Outstanding Sickness & Accident 
INCOME PROTECTION 


Non-cancellable, guaranteed renewable to Age 65 — at guaran- 
teed premium rates, non-aggregate, no house confinement, 








qualified General Agents in selected areas 


optional hospital-surgical-medical benefits. Sickness 
benefits from one year to Age 65 — Accident from 
two years to lifetime. (Also participating life 

insurance and all types of group insurance!) 


Expansion program provides openings for 
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Canada Life PENSION TRUST plans 
feature a unique method for dealing 
with the problems of elderly partici- 
pants. These plans are highly competi- 
tive and EASY-TO-SELL. This is busi- 
ness of good persistency and profitable 
to you. Call me today and let me quote 
the low rates to you! 


PAUL FISHMAN, Brokerage Manager 


MATT JAFFE 


ASSOCIATES, LTD. 


431 5th Ave., N. Y. C. MU. 4-5779 


General Agents 


” CANADA LIFE 


Ylssurance Company 








production, while the firm of Leterman 
& Gortz received the same honor as the 
largest individual Group producers. 

The Chapman Agency, Inc., New York 
and Buffalo, was honored as Accident & 
Health Agency of the year. Other A. & 


H. awards went to Ter Bush & Powell, 
Schenectady, N. Y.; the Marlyn Agency, 
Philadelphia; and the Aberdeen Agency, 
Poughkeepsie, | See's 

Final tribute was paid to individual 
producers who have maintained con- 


sistent membership in the app-a-week 
production club. Scrolls for ten years 
or more were presented to Nicholas V. 
Paone and Warner Lewin of the Chap- 
Agency, Inc. 


man Others were given 
to Herman A. Seligson, Dascit Agency, 
Inc., for seven years; to Roy T. Yoshi- 
mura, Brainard & Black, Ltd., Hawaii 
and Samuel Genova, Zahorik Agency, 
Alhambra, Calif., for two years; and 
for one year membership to Jack L. 
Lewin, Chapman Agency, Inc. 


New Policies and Sales 


Aids Told To Meeting 


Leading producers of United States 
Life, meeting in San Juan, were told 
of new additions to the company’s port- 
folio of Ordinary life policies. 

First was the company’s new Family 
Insurance Plan. 


In the form of a rider 


(Continued on Page 16) 
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At LIAMA’s Agency Management Conference 
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New members of the Agency Management Conference committee elected at 
the group’s 2lst annual spring conference in Chicago for three-years terms. Left 
to right: Charles E. Sherer, vice president and director of agencies, Midland Mutual 
Life: J. D. Anderson, executive vice president, Guarantee Mutual; and Bernard 
S. Lyon, regional agency vice president, Pan-American Life. 

Next to the right, J. Harry Wood, LIAMA’s managing director and the newly 
elected chairman of the Agency Management Conference, M. K. Kenny, assistant 
general manager and director of agencies, Excelsior Life. 





Whitbeck Tells Start of 


Pioneer Western Life 


Shrine and is a member of the: YMBC 
in New Orleans. 
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Here's PROOF OF PROGRESS 


SUN LIFE service and progressive outlook have enabled us to pass the milestone of 
OVER ONE HALF BILLION DOLLARS OF INSURANCE IN FORCE. 


We invite you to grow with us and share our success. We know the kind of service 
you need to profitably sell life insurance and we are prepared to give it to you. 


These are some of the benefits we offer general agents: 


* Top vested commission with lifetime service fees. 
* Quick sale aids with prompt, effective home office cooperation. 
* Complete kit of attractive non par contracts substandard to 500%. 


Write in confidence to: BERTRAM FRANK, Director of General Agencies 


SUN LIFE INSURANCE COMPANY 


103 East Redwood St., Baltimore 2, Md. 


of AMERICA 











Tells Commonwealth’s Field Change 


Homer D. Parker, executive vice presi- 
dent of Commonwealth Life of Louis- 
ville, told LIAMA’s Agency Management 
Conference in Chicago how his company 
changed from two separate field organi- 
zations to a unified set-up. 





At LIAMA’s Management 
Conference in Chicago recently, Frank 
L. Whitbeck, Pioneer 
Western Life of Little Rock, told some 
launching 


Agency 
president of 


of his experiences in 





running a new company. 
“It was my thinking in the beginning 
life insurance 
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president of a 
company,” he said, “it was my respon- 
sibility to the company to investigate 
every opportunity that presented itself. 
The thing that kept us finally on track 
was the truth that we are life insurance 
specialists and that we must develop 
ourselves and our company as such.” 
Pioneer Western Life has a company 
plan in writing and it is used as the 
bible of operation, Mr, Whitbeck said. 
“We will not vary from it in anything 
that comes up, such as a new scheme for 
selling life insurance, until it has been 
tested against the plan. It has kept 
me from running certain types of adver- 
tising. It has calmed my nerves in the 
face of what seemed to be mounting 
pressures from other new life insurance 
companies. It has helped bring us, in 
our area of operation, a sense of job 
accomplishment when other new com- 
panies were doing a far bigger job of 
selling life insurance than we. It has 
made us stick to our principles which 
we initially formulated for ourselves. 
“Another area that we hope we are 
making some progress in is developing a 
loyalty and team concept at Pioneer 
Western Life. This has been built up 
on the basis of an incentive plan and J 
stock ownership. Every home office and 
field associate who has been with us at 
least one year is a stockholder in the - 
company. Our stock purchase plan is 
so attractive no one has turned it down.” 
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Life of N. A. Names Mey 


om OWN YOUR OWN AGENCY 


\Pardonable 


Pride. re 


... every once in a 
while a fellow just 
has to “pop his 
buttons” because 

he knows he has 
something great! 
For the man 
interested in 

agency management, 
we've got... 


6 The Top agency build- 
ing contract! For the man 
who is looking ahead to a 
profitable, secure future in his 
own agency, our contract can’t be 


beat. 
Ba personal producer’s contract second to 
none! It helps make recruiting a pleasure 
instead of a chore. The Home Office training 
program aids the new agent in making a rapid 
? climb to a top producer. 
GA complete portfolio of life and S&A insurance plans, 
designed to fit every prospect and his particular needs. They 





For Group in New Orleans / 


Louis Mey, Jr. has been appointed 
Group manager for Life Insurance Com- 
pany of North America in New Orleans. 
\ppointment was announced by Milton 
F. Chauner, Group vice president. 

Mr. Mey will be located in INA’s New 
Orleans service office, where he will be 
with Elmore F. Allain, life 
Penn Vickers, fire and ma- 
3issette, cas- 


associated 
manager; J. 
rine manager; and Guy E. 
ualty manager. 

A graduate of Tulane University, Mr. 
Mey has been in the insurance business 
since 1954. He was special agent for 
Continental Casualty from 1954 to 1955, 
assistant regional manager for Occi- 
dental Life of California from 1955 to 
1956, and Group representative for Home 
Life of New York from 1956 to 1958. 

He is active in the Masons and the 


/ include a low-cost whole life plan, Family (family group 
¢ plan), Major Medical Catastrophe Insurance plans, and the most 
/ versatile decreasing term riders ever devised. 
@ some excellent territories still open (including a few major cities) in 
the United States and Canada. 
If you want to “pop your buttons” in your own agency with a rapidly 
growing organization, contact The Maccabees, a Life Insurance 
Society, Detroit 2, Michigan. 





Founded in 1878 


THE MACCABEES 
G Life Insurance Sociely 


Home Office 


Detroit 2, Michigan 


“A contributing factor to the decision,” 
Mr. Parker said, “was the shift in the 
buying habits of the public. Only a few 
short years ago the weekly premium 
agent sold weekly premium insurance 
and supplemented his income with an 
occasional Ordinary sales. Today he is 
fighting to hold his weekly premium 
debit intact and must resort to the sale 
of Ordinary insurance to hake a living.” 

The speaker attributed this change 
in condition to “two major factors: (1) 
inflation and (2) upgrading in the man- 
power of the district office agencies. 
Inflation has changed the buying habits 
of the American public,” he said. “No 
longer is a small weekly premium policy 
adequate to cover the final expenses of 
the average American working man or 
to provide even modestly for his family’s 
comfort. So he thas shifted to Ordinary.” 

“The upgrading of manpower at both 
the agent and manager’s level in the 
district office agencies has played an 
important part in this change,” he said. 
“The manpower in both sales divisions 
was on a par, equally high selection 
standards applying to each group and 
equally rigid training schedules being 
in effect for each group.” 

Mr. Parker pointed to the necessity 
of a new compensation plan and elimi- 
nation of a persistency bonus for branch 
office agents as another reason for 
uniting the sales forces. “Our studies 
revealed,” he continued, “that over a 
period of years the branch office agencies 
had failed consistently to develop the 
management manpower it needed for 
expansion and development. 

“Our studies showed that in many 
localities there was an overlap of our 
two sales forces,” the speaker said. “Our 
studies indicated the agents of the 
separate field forces were calling on the 
same prospects. We had two fine groups 
of people which complimented each 
other but because of the dual system 
of operation, neither group was _ taking 
advantage of the benefits which the 
other group could offer.” 

Commonwealth’s unified field force 
now consists of three types of operations: 
“offices writing both Ordinary and 
monthly debit Ordinary; offices writing 
weekly premium, MDO and Ordinary; 
and offices writing Ordinary only.” 





National Life Names Lob 


Louisiana General Agent 

Leo C. Lob, past president of both the 
New Orleans and the Louisiana state 
associations of life underwriters, has 
been appointed by National Life of Ver- 
mont as its general agent for Southern 
Louisiana with ‘headquarters in New 
Orleans. 

For the past 11 years, Mr. Lob, a na 
tive of New Orleans and a graduate of 
Tulane University of Louisiana, has 
been associated with an eastern life in 
surance company’s agency in New 
Orleans. 
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headquarters for 
Guarantee Mutual Life has been picked 
as the most outstanding office building 


The new Omaha 


of its size in the nation for the past 
year. 

The awards are sponsored by Office 
Management magazine. Winners are 
selected by a national panel of architects 
and consulting engineers who are special- 
ists in the office field. Selection is based 
on outstanding achievement in design, 
layout, equipment and general fitness for 
performance of the work which the office 
is called on to do. 

Office buildings completed during 1958 
were eligible for the awards. Entries 
were divided into two classes—those 
offices designed for up to 300 employes 





300 


and those more than 
employes. 

Guarantee Mutual won the “Office of 
the Year” Award in the first category, 
and the Seagram Distillers Co, building 
in New York City won the top award 
in the second category. 

Ralph E. Kiplinger, president of Guar- 
antee Mutual Life Co., said the formal 
presentation of the “Office of the Year” 
award would be made sometime in April. 
Guarantee’s new home office was com- 
pleted last spring and dedicated during 
a week-long celebration in May. The 
2% story structure has exterior walls 
of glass and aluminum with highlights 
of natural lava stone and is surrounded 
by 11 park-like acres overlooking West 
Omaha. 


designed for 





27 Profiles of 


William T. Earls, former chairman of 
the Million Dollar Round Table and for 
some years Cincinnati general agent of 
Mutual Benefit Life, has turned biog- 
rapher of 27 members of the MDRT in 
a book called “Million Dollar Profiles.” 
In it he describes his reasons for the 
success of each of these agents. As he 
has long known them he views them 
strictly from a pro aspect. He seems 
the correct choice for undertaking this 
job. Fred Crowell, editor of The Insur- 
ance Field, Louisville, which publishes 
the volume, selected him. The chapters 
have already been printed in his paper. 

The book gets off to a good start in 
its first subject under review—Alfred 
Ostheimer III, in all channels conceded 
to be the top life insurance agent in 
America. “His concentration since the 
tremendous opportunities first became 
apparent in 1937 and 1938 has been 
in employe plans, in seeking out the 
corporate dollar rather than the sale 
ot personal life insurance,” writes Mr. 
Earis. “It was concentration in this field 
that made him the recognized leader in 
the country in the sales of the insured 
pension plan. When it became apparent 
that a position in the insured field was 
not impregnable, he gathered around 
himself mathematical experts who could 
make the appraisal of trusteed plans also 
available to his many present or prospec- 
tive clients. While concentrating, he was 
flexible in his concentration, and rode 
with the punches in this ever-changing 
complex field of employe benefit plans.” 

A Harvard graduate, Mr. Ostheimer 
has the largest private organization of 
any agent in the country. It includes 
a number of lawyers and actuaries. His 
income from commissions and fees for 
years has been in excess of $1 million 
annually, 

The second profile position is given to 
Ron Stever of Pasadena, Cal. whose 
Principal association is with the Equitable 
Society while Mr. Ostheimer’s is with 
the Northwestern Mutual, but like most 


MDRT Men 









of the MDRT men they piace busin>ss 
in many companies. In Mr. Stever’s first 
year he placed only $150,000 and had to 


borrow from outside sources in order to 
survive during that lean year. He also 
is adept in organization, knows how 
to plan prospecting in using an organized 
routine which becomes automatic. 
Column) 


(Continued in Last 











The Class of ’58 


Congratulations to Provident life salesmen who were ap- 
pointed during 1958. Even though many of them had only 
a few weeks or months of production time, this group paid 
for a total of $10,610,000 of new life insurance within the 
calendar year. We're proud of these men. This paid business 
from men not with the company on January | indicates a 


high degree of ability and a fine career ahead. 


PROVIDENT LIFE © ACCIDENT © SICKNESS 


LIFE AND ACCIDENT 
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Shieud Life Had Reebied 
New Business In ’58 


NET EARNED INTEREST AT 3.93% 





President Worthington Calls Proposed 
Increase of 70% in Federal Tax 
“Unwarranted and Discriminatory” 
Home Life, New York, had new indi- 

insurance sales for 

1958 $251,854,000, a 

record for the company. New 

insurance was written for & 
$211,076,000, a 6% increase over 


and Group 


amounting to 


vidual 
new 
individual 

total of 
1957. 


Group sales, amounting to $40,778,000, 
were 20% greater than in the previous 
year, 


As of December 31, 1958, the company’s 
total insurance in force stood at $1,995,- 


934,000, an increase of 8% over the 
corresponding figure for 1957. The in- 


force total was composed of $1,604,214,000 
in individual life insurance and $391,- 
720,000 in Group life policies. 


At the year’s end, the company’s 


assets amounted to $382,357,000. The net 
interest rate earned during 1958, before 
Federal income taxes, was 3.93%. After 


deducting the reserve set aside for such 
taxes, the net interest rate earned on 
all assets in 1958 was 3.47% 

During the year, a record 
$31,329,000, in benefits, was paid or 
credited to policyowners and _ benefici- 
aries, a sum 8% greater than the previous 
year. 

William P. Worthington, . president, 
strongly criticised the life iisurance 
company tax formula passed by the 
House Ways and Means Committee at 
the Home Life board of director meeting 
reviewing the company’s 1958 business 
results. 

“The 


total of 


increase of 70% or 
more,” said Mr. Worthington, “would 
be an unwarranted and discriminiatory 
burden on the policyowners of mutual 
life insurance companies.” 

Mr. Worthington urged members of 
Congress not to approve “this enormous 
increase in Federal taxes applicable to 
life insurance companies.” He declared, 
“although the Federal budget must be 
balanced, we feel that it is entirely un- 
justifiable for Congress to so increase 
the taxes which must be borne by life 
insurance policyowners, when generai 
tax increases are not being proposed.” 


proposed 
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‘Where. 
the brokers 
always write!” 
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INDIVIDUAL TERM 
INSURANCE 


(Non-Par) 
At Age 35—Only 39 cents 
per Month per $1,000. 
MINIMUM $25,000 


Call Us for Details i 
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INSTON 


INC. 
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The UNITED STATES LIFE 





John 


Earls quotes Todd: 


The third chapter is devoted to 
Todd of Chicago 
“At the 
college days, 


invitation of a friend of my 


I took a two weeks’ night- 
school course in life insurance, and three 
starting this school ! could 
think anything but life 
insurance. Here I discovered the thing 
that gave me what I wanted, and my 
problem became to find the method by 
which I could get into business.” 
He started keeping records and planning 


nights after 
not eat, sleep or 


this 


systematically their daily prearenace. 
Next chapter is devoted to Sadler 
Hayes of Penn Mutual Life in New 


York who started out every morning in 
Manhattan, would keep going until he 
had three worthwhile interviews each 
day. He didn’t slack off on field work, 
as so many do when volume income 
began to grow. He spends as little time 
in the office as_ possible. 

Another New Yorker in the book is 
Robert U. Redpath, Jr. with many clients 
in Wall Street and in the skyscrapers 
of the East Side of New York. 

Among other notable and nationally 
known MDRT agents Mr. Earls sketches 


are Grant Taggart of Wyoming; Robert 
P. Burroughs, National Life, Vermont; 


Harold S. Parsons, Travelers on Pacific 
Coast; Aaron Finkbiner, Northwestern 
Mutual of Philadelphia; Alden H. Smith 


also Northwestern of Nashville; C. H. 
Killen, Texas, and Daniel H. Coakley, 
New York Life; John E. Clayton, Mass- 
achusetts Mutual, Newark; Harold M. 
Covert, Jr., Mutual Benefit Life, Phila- 
delphia; Walter N. Hiller, Penn Mutual, 
Chicago; Bernard C. Lewis, The Pru- 


Edwin R. Erickson, 
Arthur F. Priebe, 


Newark; 
Buffalo; 


dential, 
Hancock, 
Peoria, Ill. 

Also Paul W. 
Life, Chicago; G. 


3enefit 


New 


Cook, Mutual 
Nolan Bearden, 


England Life; Richard W. Campbell, 
Fidelity Mutual, Altoona, Pa. 

Also Erwin C. Woller, Edward Jf. 
Mintz, John P. Costello, Gerald F. 
Weber. 
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On Continental Cos. Boards 

John S. Osborne, president of Central 
and South West Corp., has been elected 
a director of Continental Casualty and 
Continental Assurance. A_ native of 
Pittsburgh, Mr. Osborne was graduated 
from Williams 1925. For 
the first three years following gradua- 
London as_ private 


College in 
tion he served in 
secretary to the American Ambassador. 
Upon his return to New York, he en- 
tered the banking business, being con- 
nected first with Chase Securities Corp., 
and later with Chase National Bank. In 
the latter organization he was one of 
the original staff of the public utility 
department. 

In February, 1949, Mr. Osborne joined 
Central and South West Corp. as execu- 
tive vice president and in June of that 
year was elected its president. 


U.S. Life Meeting 


(Continued from Page 13) 


covering the mother and all children, it 
is designed to be added to a new or 
existing policy on the life of the father 
Its most unique and outstanding feature 
is payment of a monthly income to the 
family in the event of the mother’s 
death, in addition to the immediate cash 
benefit. The protection may be added 
to either the company’s par or non par 
policies. By placing the emphasis on the 


need for preventing economic loss 
brought about by the mother’s death, 
the company feels it has taken a step 


forward in the field of Family Insurance. 

Two other additions intended to 
broaden and strengthen the portfolio 
are a new Guaranteed Insurability Rider 
and the introduction of the privilege of 
converting from the company’s partici- 
pating to its non-participating forms 
and vice-versa. 

One very positive feature of the Guar- 
anteed Insurability Rider lies in its being 
sold on a substandard basis. In _pre- 
senting it, the company has met the 
demands of the man on the street and 
has also provided its field force with a 
new means of creating future sales of 
life insurance. The privilege of convert- 
ing to or from par and non-par lines 
will permit the agents in the field to 
make maximum use of the advantages in 
writing with a par and non-par company. 

Glenn Head, vice president and actuary, 
described the new Single Premium 
Annuity rates and commissions. These 
changes were designed to place a more 
attractive, saleable annuity in the hands 
of producers. The premiums have been 
substantially reduced while at the same 


time the producer’s commissions have 
been increased by a full 25%. 
Highlight of the meeting was the 


announcement that United States Life 
will begin to write a new Modified 5-10 
policy. The plan provides for purchase 
of insurance at 50% of the full premium 
for the first five years, 75% of full 
premium for the next five years and the 
maximum premium from the eleventh 
year onward. Again, as with its other 
new merchandise, the company has, with 
Mod 5-10, stressed the prospect’s need— 
this time for the man on his way up. 

In the way of selling aids, an entirely 
new direct mail advertising program 
was presented for the first time to this 
group of the company’s top producers. 
Complete visual sales aids and advertis- 
ing material was introduced for both the 
new Family Plan and the Mod 5-10 
Plan. 

Gordon E. Crosby, Jr., vice president 
and director of agencies, underlined the 
need for these new policy forms and 
the strong effect they will surely have 
upon the company’s results for the year 
1959. “Only by meeting the demands 
of the insurance buying public,” he said, 
“can we place the most saleable products 
in the hands of our producers. Doing 
this, we can by our selling techniques 
perform the great role that should be 
played by the life insurance industry in 
America today.” 3 


Heads Cardinal Life ' 


Garvice D. Kinkhead, Lexington, Ky., 
banker and insurance man, who some 
time ago purchased about a fourth of 
the stock of Cardinal Life Insurance 
Co., of Louisville, has been named chair- 
man and chief executive officer. 

Paul Carr, an independent actuary, 
takes over a newly created office of 
executive vice president, W. E. Burnett, 
a Louisville insurance man, has_ been 
named treasurer; and Frank Logan, an 
attorney, secretary. 

Syl H. Goebel, a former State Insur- 
ance Commissioner, who has been presi- 
dent of the company for some years, 
reported that company capital in 1958 
increased to $510,000 from $394,000 and 
surplus went up from $132,000 to $648,000. 


N’western National Changes 
Robert V. Van Fossan, superintendent 
of agencies for the northwest division 
of Northwestern National Life at 
Spokane since 1955, has been appointed 
superintendent of agencies for a newly 
created north central division to be 
located in Minneapolis. 

The northwest division is being moved 
to Portland, Oregon and will be re- 
named the Pacific division. Appointed 
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superintendent of agencies for the divi- 
sion is Rae C. Greene, since 1956, a 
member of the home office agency field 
service staff in Minneapolis. The Pacific 
division will serve Washington, Oregon, 
Idaho and Northern California. 
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$225 Million in Force in 6 Years of Active Operation. 


GENERAL AGENTS WANTED ... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection—Lowest Cost. 
Father Age 30-$5,000; Mother Age 30-$1,000. 
All Children and New Arrivals—$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 


An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 












































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 7,558 20 years $2,558 
8 Death Paid- Cash Paid- Cash 
ear Benefit up or Death up or 
End Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
10 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 161,422 





























ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 
Also complete line of very competitive policies! 
Attractive Franchises 


in Illinois — New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Senior Vice President 


AMERICAN BANKERS LIFE OF FLORIDA 
600 Brickell Ave., Miami 32, Fic. 
JAMES G. RANNI, PRESIDENT 














Asst. Training Director 


Arthur Johnson 
JOSEPH A. KESSLER, JR. 


Massachusetts Mutual Life has ap- 
pointed Joseph A. Kessler, Jr., assistant 
director of training in its agency de- 
partment. 

A native of Buffalo and a World War 
II veteran, he holds bachelor’s and 
master’s degrees from University of 
3uffalo. He was a faculty member of 
State University of New York, at Utica, 
N. Y., before he entered the life in- 
surance business in 1954. Prior to join- 
ing Massachusetts Mutual’s home office 
force as a training assistant last April, 
he was manager for another life insur- 
ance firm in Baltimore. Mr. Kessler 
has been an instructor of CLU courses 
at Utica. 


Glenn Moore Made Agencies 


Superintendent By Aetna 


Aetna Life has appointed Glenn B. 
Moore superintendent of agencies. He 
is a graduate of Michigan State Uni- 
versity. He joined Aetna Life in 1948 
and subsequently became assistant gen- 
eral agent and associate general agent 
at the Grand Rapids agency. In 1953, 
he left Grand Rapids to establish a new 
general agency at Lansing. 








HEADS NEW BRUNSWICK AGENCY 

Benjamin S. Bucca has been named 
manager of The Prudential’s New Bruns- 
wick agency. Julius A. R. Rarus, former 
manager, now heads a division within the 
agency. s 

Mr. Buca joined Prudential in 194/ 
as a clerk in the home office. He trans- 
ferred to the Newark agency as a specia 
agent in 1952, became assistant manager 
there in 1953, and associate manager tw0 
years later. 
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Huber Agency Winner of 
New Organization Award 


FROM MUTUAL BENEFIT LIFE 


President Palmer Presents Award At 
Agency Ceremonies; Builders Award 
to Melvyn Jay Huber 








H. Bruce Palmer, president, Mutual 
Benefit Life, in a recent ceremony at the 
Solomon Huber Agency presented the 
national New Organization Award which 
is given annually to the agency of the 
company doing the best job in recruiting, 
training and bringing to a high earnings 
peak men new to life insurance. 

Mr. Palmer also presented to Melvyn 
Jay Huber, the Builders Trophy, agency 
department’s recognition of the year’s 
outstanding supervisor. 

The Huber Agency, which led the 
company for February and is the leader 
for the year to date, has won Mutual 
Benefit honors periodically and last year 
produced 11 “millionaires” who ranked 
high in first year commissions. 

Among the “firsts” scored by the 
Huber Agency, Mr. Palmer pointed out 
were: 

First to inaugurate estate planning 
forums for attorneys, accountants and 
trustmen; first to produce an agency 
soundstrip film designed for the public; 
first company agency to start new men 
off on estate planning “while they were 
serving their apprenticeship” and prov- 
ing that it could be done on a sound pro- 
fessional basis; first company agency to 
inaugurate pre-contract training for 
applicants who studied while gainfully 
employed elsewhere; first agency to in- 
troduce new concepts and terms in estate 
planning, such as annual review, prop- 
erty book, property planning, unusual 
personalized agents monthly mailing 
pieces; first agency to make available a 
“buy-out” agreement whereby q deceased 
agent’s mailing list of clients and pros- 
pects is purchased by surviving agents 
on a basis which gives commission in- 
come to a decedent’s family for a 12 
year period. 

The Huber organization is located in 
new quarters at 60 West 55th Street, 
occupying the entire fifth floor and part 
of the the second. Except for the newer 
associates, all men operate from private 
and semi-private offices. In addition to 
regular secretarial service, five “floating” 
typewriters on stands are available for 
self-service. 





Promote Warren V. Smith 


Fred O. Becher, Jr., vice president, 
Group division, of United States Life, 
has announced the promotion of Warren 
V. Smith to the post of assistant sales 
manager of the Group sales & service 
department. 

Mr. Smith was formerly regional man- 
ager in charge of the company’s Group 
sales and service activities in the East. 
In his post as assistant sales manager, 
his responsibilities will cover Group 
business in all territories in which the 
company is licensed. 

Mr. Smith entered the insurance indus- 
try as an agent and was in the field 
for John Hancock, Empire State Mutual, 
and Aetna in his native Rochester, 
N. Y. He has been with the United 
States Life for nine years. Mr. Smith 
first joined the company as Group home 
othce representative in western New 
York State. After serving at the Ro- 
chester office for three years, he was 
transferred to the home office as re- 
gional manager, Group sales and service. 





DIRECTOR OF GROUP SALES 
California Life has appointed Sam D. 
Bunnell as director of Group sales. Fol- 
lowing graduation from the University 
of Colorado in 1951, Mr. Bunnell joined 
New York Life, serving until 1954 as 
Group representative in St. Louis. In 
1954 he joined Southland Life as. re- 
ional Group manager in Seattle and 
‘enver. Since 1956 he has been the 
district Group manager of General 
American Life in Pittsburgh. 


EQUITABLE PROMOTIONS 

James F. Oates, Jr., president of Equi- 
table Life Assurance Society, has an- 
nounced four promotions in the com- 
pany’s policy issue and service depart- 
ment. They are Harry F. Nees, from 
departmental superintendent to associate 
manager; Joseph S. Basel, from super- 
intendent, index and information divi- 
sion, to superintendent, policy division; 
Paul H. Gardner, from assistant super- 
intendent to superintendent, index and 
information division, and Frank X. 
Rathgeber, from supervisor to assistant 
superintendent, index and information 
division. 


Installs EDP System 


Ohio National Life has completed the 
installation of an-IBM 650 magnetic 
tape Electronic Data Processing System. 
Before the computer was contracted for, 
an Ohio National Life electronic study 
group spent more than two years _ in- 
tensively studying company procedures 
to determine the practicality of the 
installation and to prepare for the task 
of transterring tons of statistical data 
to its future repository. The new sys- 
tem will be integrated with the punched 
card methods in use for many years at 
Ohio National Life. 


New Occupational Rating 


General American Life has sent its 
field representatives a new schedule of 
occupational ratings with reductions, 
effective immediately, in the ratings on 
more than 300 occupations listed in the 
company’s Life Rate Book, 

Many of the occupations still listed 
are standard risks for death benefits, 
and are rated only for waiver of prem- 
ums for disability and for accidental 
death (double indemnity) _ benefits. 
Policyholders engaged in occupations 
now calling for a lower rating may 
submit applications for reduction in 
rating. 





A case for 


FETNA LIFE’S 


PENSION PLANNING 


SERVICE 


Here’s a local company well known to you... 
it’s prosperous in a fast-expanding field. These 
men are members of the executive committee 
. . . you've written property insurance on the 
company . . . and probably you’ve-done business 


with them individually. 


But as a group, they are perfect prospects for 
“Etna Life’s Pension Planning Service. A nearby 


Etna Life General Agency has pension plan ex- 


perts ready to help general insurance men de- 
velop and sell these substantial cases. 


Why not check your files for companies (and 


men ) like these, today? 





COMPASS 


Service to General Insurance Men 


“Compass” ‘is a monthly Etna Life service pub- 
lication written especially for general insurance 
men and brokers. It points out unusual opportu- 
nities for building commissions and for cementing 
relationships with your clients and their attorneys 
and accountants. To receive your copy regularly. 
write: “Compass”, AZtna Life Insurance Company, 
Hartford 15, Conn. 








42 TNA LIFE 


INSURANCE COMPANY 


Affiliates: ATNA CASUALTY AND SURETY COMPANY ® STANDARD FIRE INSURANCE COMPANY @ Hartford, Connecticut 
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HEARD on the WAY 


caesar 








There is some good news for M. Albert 
Linton, former chairman of Provident 
Mutual, who is now mountain climbing 
in Switzerland. 

Dr. C. H. Webster, 81, who qualified 
for New York Life’s top sales club for 
54 years, and paid for $1,369,000 last 
year, was so much impressed in reading 
Mr. Linton’s book, “How Life Insurance 
Can Serve You,” that he wanted to see 
it reprinted in a paper cover edition to 
enlarge its readership. The hard cover 
edition sells for $2.50. Publishers in- 
formed Dr. Webster that if 10,000 copies 
were guaranteed they would fix a fifty 
cents a copy price on a paper back edi- 
tion. 

Raymond C. Johnson, vice president 
agencies, New York Life, decided to give 
the idea support; wrote to top agency 
officers of a dozen large companies and 
wide interest developed. Orders from 
companies for 5,300 copies were received 
and New York Life ordered 4,700 so the 
10,000 minimum was reached. Now a 
second edition of 12,000 copies will come 
out. 


Dr. Dan McGill, professor of insurance 
and executive director of the S. S 
Huebner Foundation for Insurance Edu- 
cation at University of Pennsylvania, 
has been appointed the first holder of 
the Frederick H. Ecker chair of life 
insurance at the university. The Ecker 
professorship was endowed last May 
by Metropolitan honoring Mr. Ecker, 
who is honorary chairman of that com- 
pany’s board. 

Dr. McGill is currently president of 
Association of American University 
Teachers of Insurance. He came to 
U. of P. in 1952, and he is research 
director of the Pension Research Council 
at the University and is currently en- 
gaged in a large-scale study of private 
pensions. His first book was called “An 
\nalysis of Government Life Insurance.” 


Alfred S. Howes of the David B. Flue- 
gelman agency, New York, and a well 
known producer, has been elected chair- 
man of the board of directors of Utica- 
Duxbak Corporation, manufacturers of 
hunting and fishing equipment. He has 
been a director of Utica-Duxbak since 
1951 and is also on board of 20 other 
corporations, 


Dr. Harvey E. White, professor of 
physics at the University of California 
at Berkely who is conducting the NBC- 
TV Network’s “Continental Classroom” 
course in Atomic Age Physics, spoke 
.April 1 on “The Implications of Teach- 
ing the Largest Class in History” at the 
“Living with Electronics” program of 
the second annual breakfast round table 
at Montclair (N. J.) State College. 

Held under the joint auspices of Bank- 
ers National Life and the college, the 
round table featured five addresses by 
nationally prominent figures. They were: 

Mrs. Dorothy Culbertson, producer of 
“Continental Classroom”; Dr, Elmer W. 
Engstrom, senior executive and _ vice 
president and director of Radio Cor- 
poration of America; J. Lewis Powell of 
Washington, D. C., authority in the field 
of industrial logistics, and R. Karl Hona- 
man, director of publication of Bell Tele- 
phone Laboratories. 

Dr. E. DeAlton Partridge, president of 
Montclair State College, was chairman 
of the Round Table. Educators, busi- 
nessmen, and public officials in the 
Northern New Jersey area attended. 





Guilford Dudley, president of Life and 
Casualty Insurance Co. of Nashville, 
Tenn., and Mrs. Dudley were featured 
in Look Magazine, issue of April 14. 
Several pictures in color of Mrs. Dudley 
were taken while in Palm Beach, Florida. 





_ William Breiby announces the open- 
ing of an office as consulting actuary 


and advisor on retirement plans and 


life insurance company operations in the 
Pacific Mutual Building, 523 West Sixth 
Street, Los Angeles 14, Cal. 

Mr. Breiby is thus making his actu- 
arial skill and experience available in 
a field with which he was for years 
identified before joining Pacific Mutual 
Life as vice president in 1937. He was 
early identified with the noted consult- 
ing actuary, David Parks Fackler, and 
from 1919 he was a partner with E. B. 
Fackler in the consulting actuarial firm 
of Fackler & Breiby in New York. He 
is a Fellow of the Society of Actuaries, 
a charter member of the Casualty Actu- 
arial Society, a member of the Fraternal 
Actuarial Association, International Con- 
gress of Actuaries, American Statistical 
Association, Insurance Society of New 
York and the Actuarial Club of the 
Pacific States. 

Mr. Breiby’s retirement as a vice pres- 
ident of Pacific Mutual was announced 
April 1. 

Uncle Francis 





If you are LOOKING 
For A General Agency Opportunity — 
EMPIRE has a complete line of 
Competitive Plans 








LIFE — HOSPITAL — ACCIDENT AND HEALTH — GROUP 


Licensed in the States of — Colorado, Delaware, District of Columbia, 
Florida, Maryland, Nevada, New Jersey, New York, North Carolina, Ohio, 
Oregon, Pennslyvania, Rhode Island, Vermont, Virginia, Washington. 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 
DOUGLAS S. FELT, 


MORGAN 0. DOOLITTLE, 
Agency Vice Pres. 


President 





























ASST. MANAGER AT HARTFORD 
Robert G. Duncan has been appointed 
assistant manager in Occidental Life 
of California’s Hartford branch office. 
He has been an agent with Occidental 
in Hartford since February, 1958. 


Made Associate Counsel 










GROUP 
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ws THEY' 
: THEIR HATS OFF 


» Mies e@ Brokers tell us that our rates are MORE 


than competitive. 


@ Two optional disability clauses are avail- 
able: (1) Extended Death Benefit and 
(2) Installment Disability Benefit. 


@ Our rate reductions for size are substan- 
tial. The volume discount is graded 
from 5%, to 30%. In addition there 
is a graded discount whenever the 
average policy is $2,000 or larger. 


Our proposals are tailor-made for each client. We sell not only 
Group Life but all other forms of Group coverage, and our service 


is good. Before you close your next Group case — 


Call Us For Further Information. 


Phone: MArket 2-5990 
LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 





RE TAKING 


TO OUR 


LIFE PLANS 


Because: 





RALPH J. CHITTICK 


Connecticut Mutual Life has made 
Ralph J. Chittick associate counsel. 
Other promotions were Denzil C. Warden 
to agricultural loan secretary and John 
E. Downey to supervisor of agricultural 
loans. 

Mr. Chittick joined the company as an 
attorney in the advanced sales division 
in 1951, following nine years as an 
attorney and judge in the Panama Canal 
Zone. He received his law degree from 
University of Nebraska. Since 1956 he 
has been assistant counsel in the com- 
pany’s legal department. 





Gt. Southern’s Non-Voting 


Board of Directors 
A new, non-voting associate board of 
directors has been created by Great 
Southern Life to attend and otherwise 
participate in regular meetings of the 
company board of directors. Appoint- 
ment of the 12-member group, all Hous- 
tonians, from among Great Southern 
officers was announced by Pat M. Green- 
wood, president. The idea was suggested 
by the Great Southern executive com- 
mittee as a way to avail the board of 
information and ideas from other officers 
while giving the new associate directors 
the benefits of attendance at the com- 
pany board meetings. The company 1s 
50 years old. 





General Agent in Pontiac 

Mutual Trust Life of Chicago has 
appointed Alfred J. Hansen genera 
agent in Pontiac, Mich. A long time 
resident of Pontiac, Mr. Hansen _ef- 
tered insurance in 1954. His new offices 
are located at 987 Premont, Pontiac. 
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Now you can 
protect him 
from polio... 
why don’t you? 


— no medical development was 
ever so eagerly awaited as the vaccine 
against polio, or infantile paralysis. 

But when the vaccine was perfected and 
supplies became plentiful, a strange thing 
happened. Millions of Americans failed to 
take it—or neglected to get the three injec- 
tions needed for their protection. 


In fact, recent studies show that more 
than 35 percent of our people under age 40 
—the period when most cases occur—have 
not had any shots; only half have had the 
full series. Of the pre-school children who 
are most susceptible, nearly one-third have 
not been vaccinated at all. 


To help correct this situation, the U. S. 
Public Health Service, the American Medi- 
cal Association, the American Academy of 
Pediatrics, the American Academy of Gen- 
eral Practice and The National Foundation 
(for Infantile Paralysis) are spear-heading 
a drive for the conquest of polio. 

You can strike a blow against polio! 

If you have children, now is the time to 
provide them with protection—well in ad- 
vance of the polio season which is at its 
height during hot weather. 

Three injections—properly spaced by 
your physician—are 85 to 90 percent effec- 


tive against paralytic polio. If your chil- 
dren completed their series of three injec- 
tions a year or more ago, ask your doctor 
about a fourth “booster” shot at this time. 

Remember, it is especially important to 
protect children under age five. Doctors 
say that polio injections can be started as 
early as six weeks of age. 


If you are under 40, see that you, too, 





are vaccinated. Polio isn’t limited to chil- 
dren. Although it rarely strikes adults, it is 
usually severe when it does occur. 


So, you could do no wiser thing than to 
call your physician or clinic now—and ar- 
range for your family’s injections. 

If we all act immediately, we can face 
the summer of 1959 with the bright hope 
that there will be no polio epidemics! 








COPYRIGHT 1959—-METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 


1 MADISON AVENUE, NEw York 10, N. Y. 








This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 35,500,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 
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COLLISIONS DESPITE RADAR 


The two recent collisions of ocean ships 
from New York 
letter writing 
editors of 


within a short distance 


have evoked a deluge of 


to marine insurance daily 
While continuing at high speed 
ballast inadequacies and 
collisions, 


papers. 
in a fog zone, 
confusion were factors in the 
hearings 
made too 


the testimony at following 


the disasters have not clear 
the reasons for failure of radar to pre- 
vent a tragedy after ships approaching 
directions 


Letters received by the 


in opposite come into too 
close proximity. 
press are largely from former ship offi- 


cers, or former sailors. 


The New York Times in its April 5 
issue printed a letter from Walter W. 
Merrill, a former officer and surface 


plotting instructor on U. S. Navy ships 
where he was a combat intelligence cen- 
ter man. He has found wide 
acceptance among men in combat intelli- 
belief that radar 
tight situation 

plotted 
had not 


says he 


gence groups of the 
limited value in a 
readings are 
there 
satisfactory 


is of 
unless the and 
timed. In his 


these disasters any 


opinion, 
, been in 
timing device reading directly 
illuminated sweep second hand. 
ship’s clock or one’s own 
and may 


in seconds 
or with 
“Use of the 
wrist watch is not satisfactory, 
require light which nullifies the benefit 
of the specially illuminated plotting sur- 
face,” he wrote. 

Some other viewpoints sent by Times 


readers, on factors contributing to the 


disasters, are these: 


In my years as master and pilot on the 
ocean and the Great Lakes my exper- 
ience has given me definite impressions 
of the international and Great Lakes 
rules. The latter are more practical 
and safer for sailing in a fog. The use 
of three short blasts at one-minute inter- 
vals while under way avoids confusion 
with the standard passing signals—one 
blast for a port to port passage and two 
for a starboard passage. 

The international rules for fog—one 
prolonged blast for a ship under way in 
fog and two for a ship stopped in fog 
leave no signal for passing before the 
ships see each other and before they are 
too close for safety. The use of ship 
to ship telephone where ships are cross- 
ing in a collision course is routine on 
the Iakes. There, too, up and down- 


bound steamer tracks, usually five or 
ten miles apart, are also a great help. 

Another writer asks these questions: 

Why, when mates and masters see 
vessels ahead or on collision courses, do 
they maintain their courses to pass close 
to each other? Why, when they could 
take early action, do they aim to pass 
two-tenths or three-tenths of a mile 
from each other? When I was at sea 
it was standard practice to take two bear- 
ings and two distances by radar on 
RELATIVE at five-minute intervals. If 
we were on a collision course a radical 
course change was made. 

While the dissemination of these view- 
points furnishes little comfort to sur- 
vivors of or to the dependents of those 
lost in these sea disasters they will con- 
tribute something to more safety at sea 


in the future. 





Charles F. C. Hutt, assistant secretary 
of the Hartford Fire, retired March 31 
after serving with the company for 52 
years. He joined Hartford in 1907 after 
working for the Orient Insurance Co. 
for six years. Mr. Hutt was the first 


staff member of Hartford Fire’s home 
office automobile department when it 
Was organized in 1910. After serving 


later as a special agent, he was promoted 
to superintendent of the automobile 
department in 1923. He was elected an 


assistant secretary in 1940. A Glaston- 
bury native, Mr. Hutt was graduated 
from Huntsinger’s Business College in 
Hartford. 

* * * 


Charles P. McCormick, a director of 
Massachusetts Mutual Life and chair- 
man of McCormick & Co., Inc., of Balti- 


more, has been named “Big 3rother of 
the Year for Maryland” by the Big 
Brothers of Baltimore and the Jewish 


Big Brother League. As a national di- 
rector of the Boys’ arene of America, 
through his activities in Buddies, Inc., 
and the Police Boys’ Club of Baltimore, 
and through his encouragement of the 
work of Maryland’s Big Brothers, he 
has contributed to the welfare and de- 


velopment of underprivileged youth. 
Earlier this year, Mr. McCormick’s 
contributions to Baltimore in general 


and youth in particular brought him two 
additional accolades: the Appreciation 
Award of the Sports Boosters of Mary- 
land and a citation from the National 
Conference of Christians and Jews. 

. +e 


Spencer H. Longshore, Sr., president 
of Preferred Life Assurance Society of 
Montgomery, has been given a lieutenant 
colonel’s commission on the military staff 
of Alabama’s Governor John Patterson. 





Fabian Bachrach 
WHEELER H. KING 
general agent of 


Wheeler H. King, 


New England Life, 200 East Forty 
Second Street, New York City, has re- 
turned home after an extended illness 


in Roosevelt Hospital. His many friends 
will be glad to learn that his condition 
has continued to improve. In making 
that fact known the agency in a bulletin 
said: “He is now at home in Montclair, 
N. J., where grandchildren, friends and 
‘home cooking’ will speed his recovery.” 
The bulletin was signed by Edmond J. 
Nouri, CLU, associate general agent; 
Carl L. Russell, Jr., brokerage manager ; 
Paul Schaefer, new business and stati- 


and Gloria B, Gagliardi, office 


stician ; 
manager, 
a 
Alfred Sinn, Clifton, N. J., past presi- 


Association of 


Jersey 
Sinn, re- 


and Mrs. 


dent of the New 
Insurance Agents, 


cently met in Florida John C. Stott, 
Norwich, N. Y., and Mrs. Stott. Both 
couples were on vacation. Stott is 


a past president of both the National 
Association of Insurance Agents and the 
New York State Association. Also Mr. 
Sinn is a vice president of the Excelsior 
Insurance Co. of Syracuse and Mr. Stott 
is a director of that company. 

* * * 


Gerard Lepage, who was made assistant 
manager of Union Insurance Co. of 
Canton Group of companies earlier this 
week has been in the insurance business 
since 1936 and joined Canton Group at 
Montreal in 1941. In 1953 he was ap- 
pointed Quebec casualty manager becom- 
ing marine and casualty manager of the 
Montreal branch two years later. Man- 
ager of the Group is W. J. Magee. 

* * 


Alan E. Easterby, son of Charles T. 
Easterby, well known insurance agency 
president of Philadelphia, was graduated 
on April 6 from the American Academy 
of Dramatic Arts on West 52nd Street, 
New York. Showing much promise as a 
dramatic actor, young Mr. Easterby took 
leading roles in amateur plays while 
attending Washington College of Ches- 


tertown, Md., of which he is also a 
graduate. 

* * x 
Matilda C. Trachtenberg, John M. 


Connecticut Mutual, New 

York City, sailed for Europe today 

(April 10) on the S.S. “Olympia.” She 

will spend several weeks in France and 

Italy. Miss Trachtenberg is active in 

the League of Lite Insurance Women. 
* 


Fraser agency, 


coer een: assistant secretary of 
the George Young Agency of Syracuse, 
N. Y., has been elected a director of the 
Syracuse Junior Chamber of Commerce. 








VINCENT B. COFFIN 


Vincent B. Coffin, former senior vice 
president of Connecticut Mutual Life, 
will be inaugurated as the first chan- 
cellor of University of Hartford on the 
afternoon. of April 21. The ceremony 
will be in Bushnell Auditorium, Hart- 
ford. The Most Rev. Henry J. O’Brien, 
Archbishop of Hartford, will give the 
invocation, Rabbi Abraham J. Feldman, 
a member of the board of regents, will 
serve as presiding officer for the pro- 
gram. Other speakers will include Dr. 
Moshe Puranov, president of Hartt Col- 
lege of Music, and Dr. Alan S. Wilson, 
president of Hillyer College. John G. 
Lee, chairman of the regents, will pre- 
sent Mr. Coffin with the investiture of 


his office. 
x * Ok 


Lester O. Schriver, managing director 
of National Association of Life Under- 
writers, will be presented with an Honor 
Certificate by Freedoms Foundation on 
April 17 in the old Supreme Court 
chamber in the Senate wing of the 
Capitol. This will mark the third occa- 
sion that Mr. Schriver has received 
special recognition from the Foundation. 
In 1952, he received a gold medal for 
his address, “Wanted, Statesmen,” de- 
livered at the 1951 NALU annual meeting 
in Los Angeles. He won another gold 
medal in 1952 for an editorial, “What 
Manner of Man,” written for the Peoria, 
Ill. Star. This citation is for his edi- 


torial, “All We Like Sheep . ’ in the 
May 1958 Life Association News. 
ae a 
David Bartholomew Barrett, who at 


various periods has helped his father, 
David F. Barrett, in his trade paper 
reporting service from St. Louis, on the 
morning of April 4 was married to Susan 
Louise Venverloh, daughter of Mr. and 
Mrs. Bernard Joseph Venverloh of St. 
Louis, at a nuptial mass in Our Lady 
of Sorrows Church, Kingshighway and 
Rhodes Avenue, St. Louis. Miss Ven- 
verloh attended Notre Dame Academy. 
The groom served as an Army corporal 
in Japan during the Korean War. He 
is a graduate of St. Louis University 
High School and also of St. Louis Uni- 
versity, where he majored in goveri- 


ment, 
ae, ae 


William C. Vought, manager of Col 
umbian National Life in Binghamton, 
N. Y., is president of a managers and 
general agents association formed there. 
Among other officers are Arthur 
Freen, Prudential; John Gokey, Security 
Mutual; and Richard Keck, Metropolitan 
Life. 





t1iW\irs 


a 7 | «\ 


Be 


in g 
more 
spect 
Euro 
on ai 
mem! 
Andr 
other 
score 
exper 
job w 
Mr 
Schoc 
Missc 
its 5 
ar 
aboar 
lives 
year-¢ 
_ The 
Just | 
Doria 
speed 
hour, 
schedu 
before 
Dassen 
schedu 
Stockh 
any Cc 
Author 
$0-call 
Ocean 


59 





vice 
Life, 
han- 
the 
nony 
Lart- 
rien, 
the 
man, 
will 
pro- 
; Dr. 
Col- 
ilson, 
n 
pre- 
re of 


‘ector 
nder- 
{onor 
yn on 
Court 
r the 
occa- 
-eived 
ation. 
il for 
” de- 
eeting 
- gold 
What 
eoria, 
; edi- 
in the 


ho at 
father, 
paper 
on the 
Susan 
r. and 
of St. 
Lady 
y and 
Ven- 
idemy. 
yr poral 
ir. He 
versity 
Ss Uni- 


overn- 


yf Col- 
amton, 
rs and 
there. 
nur 
ecurity 
politan 





April 10, 1959 









Ss th one ae 


Page 21 





Book About Andrea Doria-Stockholm 
Tragedy 


Many insurance men and other busi- 


ness executives emerge from the at- 
mosphere of high tension by reading 
mystery and detective books in leisure 
moments. But fiction cannot match 
tragedies of real life. A fascinating 
book, in proof of this, has just been 
published by G. P. Putnam’s Sons, New 
York, based on the ‘high seas drama 
resulting when the Italian luxury liner 


Andrea Doria and the white motorship 
Stockholm of the Swedish-American 
Line collided near Nantucket Lightship 
on the night of July 24, 1956. The Andrea 
Doria, pride of the Italian merchant 
marine and supposedly unsinkable, went 
to the bottom of the sea with a toll of 
50 lives. 

A gripping story of what happened in 
both ships, with individual experiences 
of passengers chronicled, and quoting 
testimony in the court hearings about 
responsibility as given by the. ships’ 
officers and crew members has just been 
written by Alvin Moscow. He is a gen- 
eral reporter for the Associated Press 
who was assigned to cover the hearings. 
They lasted four months. Mr. Moscow’s 
daily reports were of such an impartial 
“expert” nature that he was asked to 
write a book which he did under the 
title “Collision Course.” Well qualified 
for the task, he for years has been 
aboard every luxury liner plying the 
North Atlantic interviewing captains 
and celebrities arriving in New York. 
Furthermore, he had covered many 
front page court trials for the Asso- 
ciated Press before getting the collision 
assignment. 

The book took him 18 months to write. 
The research was not an easy job as 
in gathering the material he reviewed 
more than 6,000 pages of testimony, in- 
spected more than 200 exhibits, sailed to 
Europe on the Stockholm and returned 
on an Italian ship. He interviewed crew 
members of both the Stockholm and 
Andrea Doria as well as captains of 
other ships at the scene of the disaster, 
scores of passengers and also mz iritime 
experts. It is logical that a splendid 
job was turned out by him. 

Mr. Moscow is a graduate of the 
School of Journalism of University of 
Missouri (which school is celebrating 
its 50th anniversary). During World 
War IT he was a U. S. Navy radio man 
aboard an attack troop transport. He 
lives with his wife, Deirdre, and two- 
year-old son Andrew in Rye, 

_ There had been an impenetrable fog 
just before the collision. The Andrea 
Doria with its twin turbine engines full 
speed ahead, was making 23 miles an 
hour, it being about an hour behind 
schedule because of a storm two nights 
before. The Stockholm was carrying 534 
Passengers on a year-round transatlantic 
schedule to Scandinavia. Neither the 
Stockholm nor Andrea Doria were under 
any compulsion, legal or otherwise, 
Author Moscow writes, “to follow the 
So-called ‘recognized tracks’ across the 
Ocean for neither the Swedish nor 

















Italian lines were members of the North 
Atlantic Track Agreement.” Radar re- 
ported the ships two miles distant from 


each other. Suddenly, they could see 
each other’s lights. Finally, writes Mr. 


Moscow, the Andrea Doria’s captain 
decided he must outrace the other ship. 
There were some despairing maneuvers, 
but too late. 

The movement of both ships before 
the collision, what happened to many 
of the passengers, the great rescue work 
by Ile de France and some other ships 
are described, 

Court action became swift. The Italian 
Line filed ‘suit against the Swedish Line 
for $25,000,000 which was later raised to 
$30,000,000 for the loss of the Andrea 
Doria. The Swedish Line sued the 
Italian Line for $2,000,000, half to cover 
the repairs for a new bow for the Stock- 
holm and the other half to cover the loss 


of business during the repairs. Each 
blamed the other for the tragedy. 
Writes Mr. Moscow: “Since neither 


the Italians nor the Swedes could claim 
an ‘act of God’ caused the collision, both 
did petition for the right to limit their 
liability. The Swedish Line put up a 
fund of $4,000,000 representing the ap- 
praised value of the Stockho'm at the 
end of that voyage, which was $5,000,000 
minus her $1,000,000 bow which had been 
shorn off in the collision. The Italian 
Line stated simply that the Andrea 
Doria at the end of the voyage was 
worth nothing. However, it posed a fund 
of $1,800,000 to pay death and personal 
injury claims for her passengers.” 

The settlement, as finally worked out, 
as described by Mr. Moscow, provided 
for both lines to drop their damage suits, 
ending ali legal action against each 
other. Thus, the Italian Line and the 
insurers absorbed the loss of the $30,- 
090,000 ship. In commenting on some 
later developments Mr. Moscow wrote: 

“The Swedish Line interests dropped 
their countersuit, absorbing the cost of 
the $1,000,000 new Stockholm bow and 
the estimated $1,000,000 loss of business 
during repairs. The personal injury lia- 
bility funds of both lines were available 
to cover the cost of all third party 
claims which included damage suits for 
deaths, personal injuries, baggage, cargo 
and mail losses. The Swedish Line put 
up its fund of $4,000,000 representing the 
value of the Stockholm after the col- 
lision voyage and the Italian Line put 
up its fund of $1,800,000, representing 
$60 per gross ton of the 30,000-ton An- 


drea Doria. The two steamship lines 
agreed to pool their funds and to co- 


operate in settling out of court the 
approximately 1,200 third party claims. 
It was believed that all these suits could 
be settled within the limits of the $5,000,- 
000 combined funds. Any costs beyond 
the funds would be shared equally. An 
integral part of the settlement agree- 
ment was that its terms were to remain 
secret and that there would be no assess- 
ment of blame for either the Stockholm 
or the Andrea Doria. ... Lawyers for 
both lines worked for another two years 
in investigating and settling the 1,200 
damage claims for deaths, personal in- 
juries and baggage, property and cargo 
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losses including both ships. The total 
figure for, all third party claims came 
to a sum approximating the combined 
liability of $5,800,000.” 

Nhat caused the collision and the 
later sinking of the Andrea Doria? 
Speeding through a fog was a factor. 
Mr. Moscow prints all the viewpoints. 
A report of the House of Representatives 
Committee on Merchant Marine and 
Fisheries, which later investigated the 
disaster, estimated that the Andrea 
Doria at the time of the collision had 


“perhaps only one-third” the stability 
required by her builders. The reason 
for not ballasting fuel oil tanks with 


salt water. was apparently a matter of 
saving money. “Putting salt water into 
fuel oil tanks pollutes the tanks and 
requires that they be scrubbed clean at 
the end of each voyage lest a diet of oil 
and salt water ruin the ship’s engines,” 
wrote Mr. Moscow among other com- 
ments. 

He is now covering the investigating 
hearings of the Coast Guard in reference 
to another collision at sea. That’s a re- 


cent one between the Santa Clara of 
the Grace Line, another luxury cruise 
ship, and the tanker Valchem. That 


occurred in a fog 22 miles east of At- 
lantic City at 3 o’clock in the morning. 
Four crew men were killed and both 
vessels are now in drydock for repairs. 


* * * 


Bank’s Protection Officer 


Gerald J. Van Dorn, protection officer 
of the Chase Manhattan Bank, largest 
bank in Greater New York, was an unusu- 
ally competent special agent of Federal 
Bureau of Investigation for a period of 
about 16 years. Born in Passaic, N. J., 
he is a graduate of Rutgers University 
and Southeastern University, Washing- 
ton. D. C. 

Joining FBI in 1940 and having head- 
quarters either in Washington, Chicago 
or New York City his duties were ex- 
clusively in the criminal division, He 
worked on many of the most dramatic 
crimes of the period including helping 
detect or defeat sabotage operations. 
When two enemies during World War II 
landed on the Maine coast after arriving 
¥: night on a German submarine Mr. 

Van Dorn was one of the agents engaged 
in the FBI’s identification and appre- 
hension of these men who were able to 
roam around only for a week after the 
clandestine landing and before discovery. 

In his last five years with FBI Mr. 
Van Dorn specialized on bank cases. In 
November, 1955, he left Government 
service and joined Chase Manhattan as 
protection officer in charge of security 


measures. In those matters he is 
ciated with Thomas F. Glavey, vice 
president of the bank under whose di- 
rection are both insurance and protec- 

tion. The bank’s protection staff is now 
in excess of 200 uniformed armed guards 
at head offices in New York and at 102 
branches of the bank, 

Asked by the writer if there is any 
particular newer trend noticeable in the 
pattern of bank robberies in the Greater 
New York area Mr. Van Dorn said one 
was the increase in bank holdups through 
presentation to tellers of hand-written 
notes. In these notes, some of which are 
crudely executed, demand is made that 
currency be immediately handed over to 
the bandit on threat of blowing up the 
bank, shooting the teller or throwing 
acid in his or her face. As an instance 
of growth of this type of holdup Mr 
Van Dorn said there were 30 such cases 
in 1958, but in the first three months 
of this year that number has almost 
been reached. 

Mr. Van Dorn 


asso- 


has appeared before 
banks and civic bodies explaining how 
bank officers or employes can aid law 
enforcement officers who are investigat- 
ing a robbery or an attempted one. This 
aid can best be given by furnishing an 
accurate and complete physical descrip- 
tion of the bandit or bandits. Mr. Van 
Dorn devised a descriptive folder, bear- 
ing the title, “Look, Listen and Re- 
member,” which has been and is being 
widely circulated among banking insti- 
tutions by Chase Manhattan. 

This folder leaves blank 
such physical descriptive 
color, sex, nationality, age, height, 
weight, build, complexion, color of hair 
and eyes, type of nose and ears, whether 
wearing ‘beard or mustache, has used a 
mask or false face or stocking, as well 
as description of clothing, type of 
weapon used in the threat to hand over 
the currency; nature of speech with 
description of accent if any, and man- 
nerisms. The bank is asked to fill out 
the form immediately after the robbery, 
doing so as completely and accurately 
as possible, and handing it over to the 
branch manager of the bank. All wit- 
nesses of the crime are asked to fill in 
the blanks, Emphasis is given to neces- 
sity of accurate observations. Concludes 
the folder’s instructions: 

“This folder is designed to guide you 
and to assist you to make a prompt and 
complete record of your observations. 
Do not omit any detail no matter how 
insignificant it may seem. On the other 
hand, if certain data has not been ob- 
served, leave those spaces blank. Do 
not guess. Our objective is a physical 
description of value—as complete as pos- 
sible, but accurate.” 


spaces for 
notations as 








Page 22 





April 10, 1959 











Eastern Agents Focus Interest On 


Commissions And Competitive Rates 


Brewer Defends N. Y. Assn. Efforts to Enact “Reasonable 
Compensation” Law; Neumann Urges Generous Ad Con- 
tributions; Forcier, Schwab Elected Top Officers 


By Epwin N. Eacsr 


Buffalo, N. Y., April 6—Commissions, 
public relations, compulsory automobile 
problems and more competitive facilities 
by stock insurers for school and munic- 
ipal risks were among major topics con- 
sidered by members of the Eastern 
Agents Conference at the 11th annual 
meeting here at the Statler Hotel. Lead- 
ers from 11 states and District of Colum- 
bia in the Eastern field participated in 
discussions and forum sessions, 

Chairman Charles H. Frankenbach, Sr., 
Westfield, N. J., presided, with Valmore 
H. Forcier, Danielson, Conn., first vice 
chairman, and Arthur L. Schwab, Staten 
Island, N. Y., second vice chairman, 
sharing in duties of conducting sessions. 

President Herbert S. Brewer of the 
New York State Association and Mr. 
Schwab, its past president and now legis- 
lative chairman, made a strong defense 
for New York agents’ efforts to enact 
law at Albany providing for reasonable 
compensation for producers when rate 
filings are made. This bill passed the 
legislature, but was vetoed by Governor 
Rockefeller. Mr. Brewer stressed that 
this bille was not a commission control 
measure and not intended to grant to 
the Insurance Superintendent any pow- 
ers to fix commissions; any more than 
he now has power to fix salaries of com- 
pany executives under the expense por- 
tion of rates upon which he passes. But 
the Department should have power to 
look into the reasonableness of compen- 
sation paid to producers, Mr. Brewer 
said, when rate filings are made. 

After stating the fight for this bill 
in Albany gained valuable prestige for 
agents among state assemblymen and 
senators, Mr. Brewer predicted passage 
of such a law sometime “is essential to 
survival of agents against 


safeguard 
commission reductions by 


progressive 
companies.” 

Mr. Schwab declared it his personal 
view that right of private contract be- 
tween an agent and his company on 
commission rates is not operative today 
in New York and that such a law as the 
New York Association sought would 
have restored that right. He feels this 
state needs such legislation. He holds 
commission rates are now being fixed 
by rate filings of rating organizations 
and not by companies in conference with 
their producers. Neither speaker indi- 
cated New York Association will cease 
to fight for enactment of legislation 
aimed at the general goal of the bill 
vetoed. 

Philips on Information Institute 


Strong belief that the proposed Insur- 
ance Information Institute will become 
an accomplished fact this year was ex- 
pressed by Harold K. Philips, manager, 
public relations department, Association 
of Casualty & Surety Companies, when 
he addressed convention today. It will 
combine, he said: “the strictly public 
relations activities of National Board of 
Fire Underwriters, Association of Cas- 
ualty & Surety Companies and other 
capital stock insurance organizations. 

“When the Institute gets into full 
operation,” continued Mr. Philips, “I 
predict you will see the most persistent 
and disruptive problems that have 





CHARLES H. FRANKENBACH, SR. 


plagued our business for many years 
quickly vanish. I predict you will see 
a general and adequate stepping-up of 
public relations activities on a_ broad 





front and enlargement in number of 
public relations field offices, establish- 
ment of active speakers bureaus in every 
state, selection of public relations spokes- 
men in every community having a news- 
paper and other essential steps.” 

He prefaced these remarks by stating 
that about a year ago companies, realiz- 
ing that fire and casualty insurers have 
many common problems, studied the 
wisdom of having a single public rela- 
tions operation, rather than separate 
ones which now exist. Out of joint 
meetings such an organization has now 
emerged. 

Neumann on NAIA Ad Campaign 

Joseph A. Neumann, past president of 
the NAIA and now chairman of its 
advertising committee, called upon agents 
in the EAC to fill their quotas for ex- 
penses of the national campaign. He 
said TV networks reached 971%4% of all 
television sets in the country, at mini- 
mum cost. Much money is still needed 
to complete the campaign and he urged 
prompt and generous action on contribu- 
tions. 

At this morning’s opening session, 
presided over by Chairman Frankenbach, 
Mr. Brewer, as president of the New 
York Association, and Richard Kresse, 
president of Greater Buffalo Association 
of Insurance Agents, welcomed the dele- 
gates. Secretary Frank J. Lowrey, Paw- 
tucket, R. I., announced the 1960 annual 
convention is scheduled for Boston in 
the spring, with Philadelphia selected 
for 1961 and Providence, R. I., for 1962. 

Named to nominating committee were 
Warren Bodwell, N. H., chairman, with 
Craig Thorn, New York, and Vernon 
Coblentz, Maryland. George J. Margraff, 
Pennsylvania, heads the resolutions com- 
mittee, with Henry Franz, New Jersey, 
and Arthur Fair, Massachusetts, also 
members. 

Mr. Frankenbach introduced two. past 
presidents of NAIA—David A. North, 
New Haven, and Mr. Neumann. 

Nelson I. Beers, Connecticut, offered 
a resolution that a special study com- 
mittee be appointed to consider pro- 
posals for modernizing the EAC set-up 
and to report at the EAC mid-year meet- 
ing at Chicago in September when the 
NATA convention is in session. This 
deferred action at this time on proposals 
to amend the EAC constitution and by- 
laws with respect to reducing number of 
officers and representation on commit- 
tees. The study committee is to be com- 


(Continued on Page 27) 
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C. V. Starr Retires as 
AIUC Group Chairman 

W. S. YOUNGMAN SUCCEEDS HIM 

Latter’s Distinguished Career in Govern- 


ment and Insurance; Starr Continues 
as a Director 





William S. Youngman has been elected 
board chairman of American Interna- 
tional Underwriters Corporation. In that 
post he succeeds Cornelius Vander Starr 
who founded the first of the American 
International Insurance Groups 40 years 





WILLIAM S. YOUNGMAN 


ago, has long been a noted world insur- 
ance figure and is most widely traveled 
insurance man. 

Both announcements were made by 
E. A. G, Manton, president of AIUC. 
While Mr. Starr will relinquish admin- 
istrative responsibilities he will remain 
as a member of the board and continue 
his services to the Group in an advisory 
capacity, particularly in the foreign life 
insurance and investment fields. 

The AIU Groups manage the foreign 

(Continued on Page 33) 





Excelsior Not Reducing 


Homeowners Commissions 
The Excelsior Insurance Co. of Syra- 
cuse, N. Y., is making no commission 
reductions on the new Homeowners 
policies, President Forrest H. Witmeyer 
reveals. In a statement to producers 
he says: 

“Several of our agents have been 

asking what we propose to do regarding 
commissions on the new Homeowners 
policies that are now being written in 
your territory. It seems that some com- 
panies have been announcing a reduction 
in commissions, 
_ “The answer as far as the Excelsior 
is concerned is that we contemplate 
making no commission changes on this 
class of business—at least not until such 
a time as experience might force us to 
do so. In other words, our experience 
on the Homeowners class so far has 
been good enough so that we are not 
considering a reduction of commissions 
despite the lower premium rates that 
prevail on these new coverages.” 
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O’Connell Holds Costs of Operation 
Must be Reduced to Sell Auto Risks 


Cincinnati Agent Cites Selection of Preferred Risks, Commis- 


sion Rates Based on Services Rendered, Continuous 
Policies, Direct Billing i —— 


Buffalo, N. Y., Apr. 7: Regardless of 
sacrifice, stock insurers and their agents 
must make and sell a competitive prod- 
uct if they wish to continue writing auto- 
mobile insurance in the future and re- 
capture much of the large volume lost 
in recent years to cut-rate insurers, 
Arthur M. O’Connell, prominent Cin- 
cinnati local agent and former member 
of the executive committee of the Na- 
tional Association of Insurance Agents, 
told the EAC meeting and Buffalo In- 


surance Day gathering today. The 
Greater Buffalo Association of Insur- 
ance Agents is sponsoring the 11th 


annual Buffalo “I” Day program on this, 
the second day of the EAC convention. 

Mr. O’Connell, widely known for both 
his keen wit and ready willingness to 
express frank and strong opinions on 
many problems, said that in light of 
new developments “there is no doubt 
that our cost of operation must be re- 
duced, and many labor saving devices 
and practices, which we now view with 
suspicion, will become standard procedure 
within a few years, brought about by 
the necessities of cruel competition and 
the instinct of self-preservation.” 

Specific Recommendations 

Specifically Mr. O’Connell supported 
selective underwriting of auto risks by 
deliberately seeking preferred risks and 
avoiding others, thus matching the prac- 
tices of the independent i insurers; backed 
payment of commissions to agents on 
basis of services rendered, rather than 
a flat rate to all, regardless of qualifica- 
tions, and supported use of continuous 
policies, direct billing by companies and 
other devices to lower costs and give 
more time to agents to sell insurance 
at competitive rates. 

“If we flounder around the next ten 
years as we have for the last ten, the 
great majority of us will be writing 
automobile business only as a side line, 
if at all,’ Mr. O’Connell stated. “We 
may advertise all we please, we may 
recommend ourselves very highly, we 
may glorify our knowledge, our exper- 
ience and our devotion to the public 
welfare but we can’t stand this weekly, 
daily, hourly harangue of the selective 
underwriting by means of radio, news- 
papers, magazines, billboards and every 
other conceivable media, offering sub- 
stantial discounts and attracting the 
very finest present and potential risks 
from the agency system. 

“We must never forget that practically 
no one really wants to buy what we sell 
and we can’t compete against a prom- 
ised 38% discount, simply by, telling how 
good we are and we can’t expect a 
‘clean’ driver to pay us a surcharge for 
something he doesn’t expect to happen, 
simply to aid us in the preservation of 
our American Agency System. He 
doesn’t know that much about it and 
he cares even less. 

Direct Billing 

“We will never reassert ourselves as 
a power in the industry as long as we 
the agents, either singly or collectively, 
set up imaginary boundaries, which our 
companies may not cross if they wish 
to avoid our displeasure. Back when we 
had things pretty much our own way, 
we established a prohibition against di- 
tect billing by insurance companies. We 
didn’t know exactly what it meant, but 
a couple of companies we didn’t like were 
dabbling with it and we wanted to make 
Sure the vicious virus would never in- 
fect our hygienic premises. 

“In one form or another, the practice 
must have money saving merit because 
it is standard procedure among our 


ARTHUR M. O’CONNELL 


most successful competitors, but whether 
it is good, bad or indifferent is now a 
moot question, since it has been adopted 
by at least six of our finest companies 
and enthusiastically approved by thou- 
sands of their agents, most of whom are 
members of our local boards, state and 
national associations. 

“If you doubt me, I refer you to the 
advertising of The Travelers, the Insur- 
ance (Company of North America, Amer- 
ica Fore Loyalty Group, Continental Cas- 
ualty, National of Hartford and Home 
Insurance Co. It is time now to drop this 
pretense, this avoidance of the status 
quo. The companies have not approached 
us because of our inflexible, official stand 
but we have committees galore and they 
must be instructed to join in the develop- 
ment of these direct billing processes 
which whether we like them or not are 
now a part and parcel of the American 
Agency System. 

Continuous Policy 

“In like manner, we have been officially 
flint-like in our opposition to that phe- 
nomena known as ‘continuous policies.’ 
We don’t know exactly what we're talk- 

(Continued on Page 35) 





Frankenbach Calls for 
Adequate “Assigned” Rates 


Buffalo, N. Y., April 7—Auto liability 
coverage placed in Assigned Risk Plans 
should be surcharged sufficiently so they 


pay their own way, Charles H. Franken- 
bach, Sr., retiring chairman of the 
Eastern Agents Conference, today told 
the convention here, augmented by sev- 
eral hundred local insurance men who at- 
tended the Buffalo “I Day” celebration. 
He feels there should be an analysis of 
losses by types of risks submitted, not 
by rating classes; then apply large 
enough surcharges ‘so that the excessive 
losses of recent years can be greatly 
reduced or eliminated. He cited over-age 
drivers and occupational hazards as fac- 
tors to be considered as well as previous 
loss records, 

A definite refinement of rating meth- 
ods is needed Mr. Frankenbach told the 
large audience. Agents can be of as- 
sistance in their own states in helping 
supervisory officials come to decisions 
that assigned risks business must pay its 
own way. In achieving this goal the lead 
should be taken by rating organizations, 
supported by companies, with help from 
agents. “Then we will have made a con- 
tribution that will be to our everlasting 
credit,” he declared. 

At present assigned risk drivers are 
having their insurance paid for in large 
part by the general auto business of 
insurance companies, and agents get a 
very small compensation for handling 
assigned business. He called for a stop 
to the “give-away” program and fixing 
of surcharges as nearly as possible to a 
break-even point. 





Backs NAIA Ad Campaign 


Buffalo, N. Y., April 7—By resolution 
today the Eastern Agents Conference 
“enthusiastically endorses the advertising 
program of the National Association of 
Insurance Agents and urges its members 
who have not yet given their full support 
to do so at once.” 


Buffalo Insurance Week 
Mayor Frank A. Sedita of Buffalo 


proclaimed this week “Insurance Week” 
in Buffalo “in recognition of its value 
to our community and to our system of 
free enterprise.” He stated that “a large 
part of Buffalo’s impressive improvement 
program, which has earned us the dis- 
tinction of being one of America’s most 
dynamic cities, has been made possible 
through investments by far-sighted in- 
surance companies.” He spoke at the 
luncheon session Tuesday of the Eastern 
Agents Conference and the Buffalo In- 
surance Day meeting. 


New Chairman of EAC 





VALMORE H. FORCIER 


Buffalo, N. Y., Apr. 7—Valmore H. 
Forcier, Danielson, Conn., who today 
was elected chairman of the Eastern 


is also serving as a 
member of the executive committee of 
the National Association of Insurance 
Agents. He has been an officer of the 
EAC several years and for the last 12 
months was first vice chairman. 


Agents Conference, 


Born February 20, 1909 in Rogers, 
Conn., Mr. Forcier attended the Killingly 


Elementary Schools. He graduated in 
1927 from the Mt. St. Charles Academy 
and in 1929 graduated from Bryant 
Stratton College. He was field auditor 
of St. John Baptist Society from 1929 
to 1940. He established the Forcier 
Insurance Agency at Danielson. 

He is a member of Elks, Knights of 
Columbus, Rotary and St. John Baptist 
Society. He is vice president of Union 
of Franco Americans of Connecticut and 
was a former director of Franco Ameri- 


can Historical Society of New England. 
He Was made an officer of L’Ordre 
Academic” a coveted honor among 
Americans of French descent. He was 


first president of Mt. St. Charles Alumni 
Association, first president of Danielson 
Industrial Foundation and first secretary 
of Danielson Chamber of Commerce. In 
April, 1958, he was awarded Danielson 
Chamber of Commerce “Civic Achieve- 
ment Award.” Mr. Forcier is past presi- 
dent New England Association of Insur- 
ance Agents, past president Connecticut 


Association of Insurance Agents, and 
state national director of Connecticut 
Association. 
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Great American Post 


WAS CHAIRMAN OF THE BOARD 





Newcomb Will be Peesident, Chairman 
and Chief Administrative Officer; 
McMaster Senior Vice President 


Daniel R. Ackerman retired April 1 
as chairman of the board of the Great 
American and American National Fire 
and was elected honorary chairman. Mr. 
Ackerman served the companies for more 
than 51 years, and was respected as an 





DANIEL R. ACKERMAN 


executive and as an authority in the field 
of insurance accounting. He held a num- 
ber of important positions with industry 
organizations, 

William E. Newcomb was elected chair- 
man to succeed Mr. Ackerman. The 
former will continue as president and 
be the chief executive officer. Mr. New- 
comb, a native Californian, entered in- 
surance in 1927 at San Francisco. After 
some years of office and field work, le 
was appointed assistant manager of the 
Western Underwriters Associati ion in 
Chicago. In 1946 he joined the Great 
American organization and in 1949 was 
named vice president and western man- 
ager of the fire companies. Later he 
was transferred to the home office in 
New York where he served as executive 
vice president, then president. 

He is active in industry affairs and 
currently is chairman of the American 
Insurance Association. 

John McMaster has been elected senior 
vice president. He joined Great Ameri- 
can in 1928 as financial secretary and in 
1942 was named vice president. He is 
in charge of the company’s investment 
department. 


Bishop, McChesney, English Advanced 


Leonard A, Bishop was advanced from 
assistant secretary to secretary. Since 
joining the company in 1930, his entire 

areer fo been in the accounting de- 
ooiituaindl For several years, prior to 
his transfer to the home office in 
January 1959, he had been in charge of 
ccounting in the Western department, 
Chicago. 

Leonard W. McChesney, Jr., was pro- 
moted from assistant secretary to secre- 
tary. A graduate of Dartmouth College, 
Mr. McChesney entered insurance in 
1938 and served as an underwriter and 
as a fieldman. More recently he has 
heen executive agency superintendent 
in the Pacific department, San Francisco. 

James English was named assistant 
secretary. He entered insurance in 1933 
as a casualty underwriter. In 1946 he 
joined the Great American organization. 
After several years of field experience 
he was advanced to agency superin- 
tendent and later to assistant manager 
of the Pacific department, 





organiza- 


Mutual Agents’ 1959 years state associations have offered the Daniel Mm Sheehan of I 


programs of individuals and 


tions in their localities. 


Prevention Contests The state association which the judges 
; ; safety pro- 

The 1959 Fire and Accident Preven- gram will receive the Westbrook Trophy, 
tion Contest of the National Associa- named after a former NAMIA president. 
The association selected by the judges in passed away recently at the St. Francis 
the fire prevention field will receive the Hospital in Hartford. 


select as having the finest 


tion of Mutual Insurance Agents has 
been streamlined to develop official par- 


London & Lancashire Dies 


Daniel J. Sheehan, assistant secretary 
of the London & Lancashire Group, 





Thompson Trophy, also named after a : tr 
+s : P : Jy als « < . > rc 
ticipation by the 33 state Mutual Agents former president. Messrs. Thompson and Mr. Sheehan joined the London & bu 
associations, Chairman Claude V. Hyson Westbrook are both deceased. Lancashire Group in 1921 and was in in 
of Bethesda, Md., has announced that Judging will be by outside experts in charge of the automobile department be 
; ; § : the field o 2 sinc 5: yas s 

dics dates: diiaiien Wall lan daltabeesinh Sis e field of fire and accident prevention since 1953, He was | pi ist president of pre 
ene ania ; , ~ and announcement of the winners will the Automobile Underwriters Club of sta 
state association projects in the field of be made at the annual convention of Hartford, a member of the Elks and pal 
fire and accident prevention. In former NAMIA in St. Louis on October 22. the Laymen’s Retreat League. Ea 
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his free Kit will help you 


Sell MORE Policie 





MORE POLICIES—A recent survey shows 
that two out of three homeowners and 
motorists are now requesting monthly pay- 
ment plans. Some agents say that as many 
as nine out of ten ask for such plans. 


Do you want to sell more policies? Do 
you want to hold on to business that 
may otherwise go to another agent who 
provides a convenient payment plan, or 
to a direct writer? If you want to sell 
more policies, start offering Afco pre- 
mium budgeting to your insureds with- 
out delay. Send for your Afco Kit now. 
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Hartelius Sees School, City Risks 
oni As Profitable and Aid to Prestige 


NCis 
Buffalo, N. Y., Apr. 7—Agents con- meeting is held jointly with the Buffalo 

i trolling municipal and = school board Insurance Day program. 

& business attain thereby added prestige Agents should study municipal and 
» in in their communities which is not to school coverage carefully, Mr. Hartelius 
lent be underestimated Paul V. Hartelius, vice said. It is generally profitable business 

of president, America Fore Loyalty Group, and worthwhile obtaining. Companies 

of stated today when participating in a are willing and able to render much 
and panel discussion on this subject at the valuable assistance to producers, he 


Eastern Agents Conference here. This stressed. From the standpoint of local 


authorities “a sound and complete in- 
surance program assumes a most im- 
portant part in fulfilling the obligations 
both moral and factual of the adminis- 
trators of public funds and public prop- 
erty. 
Self-Insurance Unsuccessful 

“Self-insurance funds of political sub- 
divisions, which have been analyzed by 
competent people in our business are 
found, in most instances, to contain many 
inequities, inconsistencies and_ serious 
shortcomings,” Mr. Hartelius stressed. 
“In one instance losses over a two year 
period exceeded the capacity of the fund 
by over 300%, much to the dismay of the 
taxpayers who made up the difference 
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CUT YOUR OPERATING COSTS—Afco 
minimizes your bookkeeping and collec- 
tion headaches. You eliminate open 


are Ie 
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accounts—giving free credit can cost 


sluabl you much more than you realize. 


MORE THAN 480 LEADING INSURANCE 
COMPANIES make Afco’s facilities available 
to their agents. Afco is the only insurance 
industry premium budgeting organization 
that has branch offices throughout the country 
to give local service to independent agents 
and brokers. What’s more, Afco lets you 
budget all of an insured’s policies—not just 
those of a particular company or group— 








olicies Every day you postpone sending in one package. 

ossmelf for this Kit, you are losing out on 

whic} new and more profitable business. and ony ELIGIBLE TO USE AFCO IMME- 
yeniell You sign no agreement with Afco and incur no 


The free, easy-to-use Afco Kit gives all financial obligation. 


} the facts. 
30% 0 


dge of 


You do not have to obtain the insured’s sig- 
nature to submit a budget account to Afco. | 
You get the full premium from Afco in cash. 
Monthly, quarterly, semi-annual, annual and 
even tailor-made plans are available. 











Mail this coupon today for your Kit. 
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PAUL V. 


HARTELIUS 


of over $5,000,000. It was difficult enough 
to make up this deficit in 1952. In the 
year 1959 it would be far more difficult 
as those who pay taxes in New York, 
for example, may well understand. 
“There are eight states presently oper- 
ating under self-insurance plans. None 
of them are in the territoy represented 


by this conference. The eight states 
remain on that basis out of 20 states, 
which have tried self-insurance in one 


The others have abol- 
ished their self-insurance funds and are 
now generally insured through private 
carriers, some of them after disastrous 
experiences. 

“A survey made of 738 cities of over 
19,000 population shows that 723, or 
98%, insure municipal properties against 


form or another. 


fire losses with insurance companies, 
although some exclude water works, 
sewage treatment plants and_ similar 


units from the coverage. 


Agents’ Services Many and Valuable 
“The services which the independent 
agent and his company make available to 
the custodian of taxpayer’s property are 
many, varied and valuable. These serv- 
ices are essentially prerequisite to the 
establishment of an intelligent and effec- 


tive insurance program and what is 
equally important, the maintaining of 
such a program on a current basis at 


the changing needs 
They include the 
property. engin- 
field of fire and 


all times to meet 
of the exposures. 
evaluation of insurable 
eering service in the 
accident prevention, resultant establish- 
ment of favorable rates and the lessen- 
ing of loss and personal injury through 
the development of safety consciousness,” 
Mr. Hartelius revealed. 

“The time to make a school building 
or other public building safe from fire 
and accident is when the ple ins are on 
the drawing board. This is where the 
agent can clearly and concisely demon- 
strate his value to his client and the 
public by mé aking available the engin- 
eering services of his companies, at no 
cost to the insured. Such service will 
result in safer buildings and jower in- 
surance costs. Wise planning at this 
time will produce benefits of a lasting 
nature and enhance the agent’s position. 

“Changes that can easilv be made in 
the blueprint stage are often expensive 
or impracticable when construction is 
completed. Prompt and equitable ad- 
iustment and payment of claims and 
losses are also an integral and important 
part of these services and a yardstick by 
which every policyholder evaluates his 
insurance, 


Sound Insurance Program Needed 


“The careful development and manage- 
ment of a sound insurance program helps 
to give the public a feeling of confidence 
in the public administrator and further- 
more is indicative of the level of steward- 
shin being accomplished. All of this 


adds up to better public relations, the 
(Continued on Page 32) 

























Eastern Agents 


Sedtibactiie Meets 


At 


Buffalo, 


Be cutis 





Windsor Reports on Progress Made 
In Eastern Underwriters Assn. Field 


Conference Chairman, on Meeting with EUA, Cites Move for 
Consolidation of Forms, Clauses, Endorsements; Deferred 


Premium Payments; School Risks; Lightning Deductible 


Buffalo, N. Y., Apr. 6—Current devel- 
opments in the ‘property insurance field 
were outlined by E. Stuart Windsor, Bal- 


timore, chairman of the Eastern Agents 
Conference conference committee, when 
he addressed the convention this morning. 
He cited results of the meeting recently 
of the 


conference committee with a 





E. STUART WINDSOR 

similar committee of the Eastern Under- 
writers Association. Leading subjects 
discussed were a new move toward con- 
solidation of forms, clauses and endorse- 
ments; revision of the installment prem- 
ium payment plan; flat cancellations; 
proposed study of sccienss associated 
with underwriting and marketing dwell- 
ing risks; school coverage competition; 
lightning loss deductible, and other 
matters. 

Members of the EAC conference com- 
mittee attending the recent EUA meet- 
ing, in addition to Mr. Windsor were 
Joseph A. Neumann, Jamaica, N. Y.; 
H. Earl Munz, Paterson, N. J.; Elzey 
Walters, Jr., Stamford, ‘Conn: and as 
éx officio members, Charles H. Franken- 
bach and Valmore Forcier, chairman 
and vice chairman respectively of the 
EAC 

Company Representatives 

Company representatives were: chair- 
man, Charles M. Close, executive vice 
president, Great American; Sidney G. 
Behlmer, vice president, Hartford Fire; 
Charles P. Jervey, vice president, Trav- 
elers, represented by Paul W. Newman, 
and George C. Peacock, vice president, 
Agricultural. Also present was Fred W. 
Doremus, manager, EUA 

“Tt was suggested by the agents com- 
mittee,” Mr. Windsor said, “that an 
invitation be extended through the 
agents committee to a state association 
president whose associaton is not repre- 
sented either regularly or ex officio by 
one of its members, on the Eastern 
Agents Conference at meetings with 
the EUA conference committee. By 
rotating attendance in this manner, each 
state association president not other- 
wise represented would gather first hand 
impressions of the value of these con- 
ference meetings. 

“While it was recognized that usually 
there are only two such meetings a year, 
nevertheless such invitations rotated 


among the state associations not serv- 


ing on the committee would be of 
real value to the overall program. A 
method for selecting additional repre- 


sentatives will be determined at the 


Buffalo convention. 
Consolidation of Forms, Clauses and 
Endorsements 


“It was reported that for years the 
Eastern territory has been the ouzly 
one tO maintain separate forms, clauses 


and endorsements throughout the seven 


rating organizations. In the Midwest, 
South and on the Pacific Coast there 
has been reasonable uniformity, plus 
central printing and distributing of 
forms, all of which contributed to 
economy of operations. 
“ a ~ * > 
Recently, the American Insurance 


Association, through its committee on 


ways and means of reducing costs of 
operations, and the Inter-Regional In- 
surance Conference committee on cost 
reduction both recommended a consoli- 
dation of the current multiplicity and 
duplication of forms, endorsements, and 
clauses, particularly in the Eastern area 
where the greatest lack of regional 
uniformity exists,” Mr. Windsor stressed. 

“This subject had previously been 
studied by the rating methods research 
committee, and its latest review in 
November, 1955, indicated 308 forms and 
423 clauses and endorsements are now 
in use. Some forms reflected local word- 
ing used for many years, and some 
clauses and endorsements varied in 
language from the recommended wording. 

“Tt was recognized that consolidating 
forms in use, introducing common lan- 
guage as to coverage, establishing uni- 
form identification, inserting permissive 
clauses in all forms, and creating a 
common format as to location of coverage 
wording, exclusions, permissive or neces- 


sary clauses, should lead to reduced 
costs and other benefits. 

“Preliminary work was. started in 
January, 1959, to include economies of 


central bulk printing by competitive bid, 
plus the creation of a central distributing 
unit in a low rent area where orders 
for supples from agents can be processed 
for the entire territory. 

“A start has already been made toward 
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Insurance to your client, you have not completed your 
responsibility as an insurance agent. The choice is his— 
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For in an emergency your 
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uniform identification of forms and 
standard wording with the introduction 
of the new business interruption insur- 
ance forms previously reported to the 
conference committee. The New York 
Fire Insurance Rating Organization has 
adopted a time element section of its 


rule book, using the new forms and 
uniform identification recently recom- 
mended for the several time element 


coverages. 
Flat Cancellations 

“There was considerable discussion of 
the NAIA report on flat cancellations 
including a review of its scope and 
methods of developing the data, parti- 
cularly with respect to the states in the 
Eastern territory. 

“Discussion revolved around the use 
of money endorsements as a factor in 
the flat cancellation study together with 
a comparison of flat cencellations for 
fire insurance versus casualty policies, 
At the conclusion of the discussion, it 
was recognized that flat cancellations 
are a continuing problem and the ulti- 
mate solution rests with both organized 
agents and the companies who are 
interested in containing the source of 
the difficulty. 

“It was suggested that study within 
company ranks be continued to segregate 
those agencies or situations where com- 
mon practices create a high percentage 
of flat cancellations of either fire or 
casualty insurance policies and where 
corrective measures in specific instances 
might be used when unusual situations 
are indicated,” continued Mr. Windsor. 

Profit and Commissions Insurance 

“It was reported that the rating 
methods research committee of the 
EUA has recommended withdrawal of 
profits and commission coverage because 
study indicated that there was practically 
no sale of these forms largely because 
the coverage is now available through 
the use of the selling price clauses. 

“Casualty endorsements attached to 
fire insurance policy covering dwellings: 
Several years ago, prior to the days of 
the so-called package policies, certain 
casualty endorsements such as, residence 
glass, personal theft and comprehensive 
liabilty, were recommended for attach- 
ment to fire insurance policies covering 


dwelling property. Because these en- 
dorsements now have very limited use 
and the Homeowners policy has filled 


the need, it has been recommended that 
they be withdrawn. 
Dwelling Study 

“It was reported that a study has been 
recommended in connection with the 
dwelling class which will be beamed 
toward underwriting and marketing to 
involve such factors as? 

“Insurance to value, multi-occupancy 
of older dwellings, new real estate devel- 
opments, blighted areas in large cities, 
expansion of suburban and semi-subur- 
ban areas including water supply and 
water protection plus modern use of 
new materials and methods in construc- 
tion. 

Effective Salesmanship Program 

“The public relations committee of the 
EUA is exploring the possibility of 
supplementing the educational features 
of ‘Effective Salesmanship’ including pur- 
chase of appropriate sound films devoted 
to the four cardinal principles of sales- 
manship — approach, interest, action, 
close,” Mr. Windsor told the convention. 

“It was suggested by the agents’ 
committee that consideration be given 
to applying these four principles of 
salesmanship to several classes or kinds 
of insurance being offered, in an effort 
to stimulate sales-minded agents to 
expand their knowledge of sales points 
inherent to these types and would im- 
prove their sales techniques. 

“This type of sales promotion material, 
if properly developed, could be made 
available for meetings of state associa- 
tions, local boards and field clubs. 


School Insurance 


“Considerable discussion was had with 
regard to school insurance, a good patt 


(Continued on Page 28) 
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Eastern Agents Conference Meets At Buffalo, N. Y. 





EAC-EUA PR CONFERENCE 





Excellent Cooperation of Field Clubs and 
Local Agents Cited; Public Relations 
Programs Outlined 

Buffalo, N. Y., April 7—Reports on 
excellent cooperation between company 
field clubs and local agents’ associations 
and development of closer contacts with 
local newspaper editors highlighted the 
breakfast conference this morning spon- 
sored by the Eastern Underwriters As- 
sociation public relations committee dur- 
ing this convention of the Eastern 
Agents Conference. Vice President 
George C. Peacock of the Agricultural, 
chairman of EUA public relations com- 
mittee, presided, assisted by Secretary- 
Manager Frederick W. Doremus of EUA. 

Other members of the company PR 
committee present included Vice Presi- 
dents William G. Vanderbilt of the Hart- 
ford Fire and Harold Gee of the America 
Fore Loyalty Group and Secretary Mar- 
tin J. Bardorf of the New Hampshire 
Group. Agents on the dais included E. 
Stuart Windsor, Baltimore, chairman ot 
EAC conference committee; Charles H. 
Frankenbach, New Jersey, chairman oi 
EAC, and Valmore H. Forcier, Connecti- 
cut, chairman-elect of EAC and member 
of executive committee of National As- 
sociation of Insurance Agents. 

Mr. Peacock stressed need for con- 
tinuing efforts to have the public get 
real and full facts on insurance changes. 
He commended highly the proposed In- 
surance Information Institute which is 
expected to start this year as a Joint 
effort of the National Board of Fire 
Underwriters and Association of Casu- 
alty and Surety Companies. This insti- 
tute, he continued, should have full co- 
operation of agents and fieldmen at local 
levels. 

Reports on PR activities of state asso- 
ciations were outlined. Craig Thorn, Jr., 
Hudson, N. Y., chairman of the PR com- 
mittee of his local board, and past presi- 
dent of the state association, told of 
development of confidence by local edi- 
tors in insurance men, so that now when 
insurance stories arrive from press asso- 
ciations, editors call him to check on 
accuracy of information. A lot of ground 
work is needed, he conceded, to create 
this confidence. 

Milton Grannatt, Jr., Trenton, N. J., 
president of his state association, cited 
the importance of contact between local 
agents and local authorities and editors. 
He spoke of the personal presentation by 
agents of the town safety awards at local 
meetings. Also of the success achieved 
by sponsoring committees on fire pre- 
vention, for year round work, which 
include top local business and civic lead- 
ers, and likewise an insurance agent. He 
stressed unselfish efforts to aid safety in 
all fields, with the results beneficial to 
local agents as well as to communities. 

Reuben K, Dyer, Maine executive sec- 
retary, said field clubs in that state are 
most cooperative in aiding regional 
meetings of agents. George Hughes, 
Rhode Island executive secretary, told 
how fieldmen gave excellent assistance in 
educational sessions on the new Home- 
Owners policies, and in other ways. 
William H. Wiley, Connecticut execu- 
tive secretary, revealed his association 
has retained a public relations expert 
on part-time basis to aid in fire and 
accident safety programs, to develop an 
economic survey of agents in the state, 
and to handle other PR activities. Paul 
J. Trimbur, Pennsylvania president, cited 
value of the Insurance Information Bu- 
teau in that state. It has a full-time 
Newsman to handle the PR work. 

Mr. Doremus told of a new National 
Board of Fire Underwriters folder on 
Need for increasing insurance to value 
Which will go to agents. Also the “Slow 

own and Live” campaign for 1959 is 
about to start and he said that in the 

ast “agents and field clubs have done 

4 top-notch job on this in the past and 
will again this year.” 


OPTIMISTIC ON FUTURE 





Middendorf, Security Analyst, Sees Car2- 
ful Underwriting, Qualified Fieldmen 
and Agents Producing Profits 

Buffalo, N. Y., April 7—An optimistic 
future for agents and companies which 
combine careful selection of risks, high 
quality field forces and qualified pro- 
ducers was made here today by J. W. 
Middendorf, II, member of Wood, 
Struthers & Co., members of the New 
York Stock Exchange. Addressing the 
Eastern Agents Conference and several 
hundred Buffalo insurance men _ and 
women here in celebration of “I-Day” 
he said there is a definite correlation 
between companies with superior under- 
writing policies, fieldmen and agency 
representation and the next decade 
should see substantial progress for them. 

The period ahead should be more 
profitable for companies than the years 
just past, Mr. Middendorf stated. He 
feels premium volume for fire and casu- 
alty companies may double in the next 
decade from the present $12 billion plus 
to more than $25 billion. While there 
will be fewer companies, with perhaps 
less than 50 carrying the vast bulk of 
the business, progressive and qualified 
agents should have little to fear from 
the competition of direct writers. He 
cited expansion of property insurers into 
the life insurance field and acquisition 
by life insurers of property insurance 
companies, and finds that many general 
insurance agents and life agents are 
licensed to write the full ranges of cov- 
erage. This trend will continue as mul- 
tiple line operations progress. 

Mr. Middendorf sees substantial earn- 
ings for top quality companies in coming 
years. He feels that whereas fire and 
casualty companies generally may earn 
an average of 2% to 3% on underwriting 
in years ahead, as the long expected 
improvement in underwriting becomes 
a reality, the better companies should 
show a 5% average. 


EAC Study Committee 


(Continued from Page 22) 





posed of a representative from each 
state association, plus officers of EAC, 
past chairmen and a few others. As 
attendance at these annual meetings has 
not been as large as expected, the com- 
mittee probably will consider the question 
as to whether conventions should be 
continued on same basis as in past decade 
or whether some revision is in order. 

Doremus on Consolidation of Forms 

After E. Stuart Windsor, Baltimore, 
had presented his report as chairman of 
the EAC conference committee—which 
report is published elsewhere in this 
issue—Frederick W. Doremus, secretary- 
manager of the Eastern Underwriters 
Association, amplified and stressed some 
points in this report. On matter of 
consolidation of insurance forms and 
endorsements Mr. Doremus said one of 
major benefits would be evident in case 
of another major hurricane disaster. 
Then adjusters, brought in from outside 
areas to expedite settlement of claims, 
would deal with modernized, standard 
forms and would not, as in past disasters, 
be faced with a confusing multiplicity 
of forms and clauses, which delayed 
speedy adjustments. 

On radioactive contamination assump- 
tion endorsements Mr. Doremus urged 
agents to check with hospitals and in- 
dustrial plants which may use radioactive 
isotopes so that this coverage can be 
sold where essential. Rates are neces- 
sarily based in part on judgment and 
will be furnished on application, with 
coverage good at the given rate for one 
year, Losses can be severe and he cited 
one $243,000 claim which developed when 
a radium needle was dropped in a hos- 
pital, stepped upon by an employe and 
contamination spread through numerous 
corridors. High expense of washing 
down entire building to remove danger 
developed the large loss cited. 

Replying to a query by Earl Munz, 
New Jersey, Mr. Doremus said with 


respect to the transportation risks, for 


cargo or trucks, that the IMUA is now 
working on this very problem. 

With reference to the new single de- 
ferred premium payment plan Mr. 
Doremus said it had been enthusiastically 
received by agents in California, then 
tried successfully in Virginia before the 
EUA adopted it in December. The rat- 
ing organizations will soon distribute an 
eight-page booklet to agents describing 
the plan which is not in use here yet. 

Mr. Frankenbach recalled to the con- 

(Continued on Page 30) 


Forum Reports Next Week 


Coverage of some of the forum ses- 
sions at the Buffalo “I-Day” meeting 
during the Eastern Agents Conference 
convention at Buffalo will appear in 
these columns in next week’s issue. In- 
cluded will be the forum on deductibles 


and more on the school coverage forum. 
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Mr. Broker: 


HERE IS THE WAY! 
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fill these needs. 





There never was a better time than now—in a period of keen 
competition—for you to emphasize to your clients the advantages of 
having the LATEST and BEST in modern, streamlined coverage for their 
homes, their businesses, and for their personal insurance needs. 


An increasing number of brokers are finding that W. L. Perrin & 
Son, Inc. with its multiple line facilities (including Life Insurance) 


ALL UNDER ONE ROOF enables them to render helpful service to 


Not only will you bring security and peace of mind to your clients 
but you will add materially to your commission earnings . . 
particularly to make up commission reductions in some other lines. . . 
by emphasizing the sales advantages of these up-to-date coverages: 


HOMEOWNERS A, B and C FORMS 
COMPREHENSIVE DWELLING (TENANTS) 
PERSONAL PROPERTY FLOATERS 
NON-CANCELLABLE A. & H. 

OLD AGE (OVER 60) HOSPITALIZATION 
OVER-AGE A. & H. DISABILITY INCOME BENEFITS 
SUBSTANDARD A. & H. 

LIFE INSURANCE—PAR. OR NON-PAR. 
LAWYERS LEGAL LIABILITY 

EMPLOYEE GROUP—A. & H. OR LIFE 
ASSOCIATION GROUP—A. & H. 


Test our service today! Compare it with others with whom you 
have been dealing . . . ENJOY THE SECURITY OF EXPERIENCED, 
COURTEOUS HELP FROM OUR STAFF OF SPECIALISTS. 


Remember, Mr. Broker, the extra service rendered by the General 
Agent benefits you and your clients at NO EXTRA COST. 


Yours sincerely, 


eae sident 
WL Perrin & Son 


General Agents and Underwriters 


FIRE - BONDS - CASUALTY - 


75 MAIDEN LANE, NEW YORK 38 
HAnover 2-4044 


Member of New York City Insurance Agents Associaion Inc. 


and 


DISABILITY - MARINE - LIFE 
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Eastern 


Buffalo Insurance Agents Active in EAC Gathering 





RICHARD F. KRESSE 


Members of The Greater Buffalo Asso- 
ciation of Insurance Agents, Inc., played 
a leading role in arranging for the 
Eastern Agents Conference meeting and 
also the program for the 11th annual 
Buffalo Insurance Day on Tuesday, 
April 7. Leaders in that group include 
among others, President Richard F. 
Kresse, Vice President C. Morgan Epes, 
Les who served as chairman of the local 
committee for the EAC gathering, and 
Ray C. Biondolillo, chairman of the 
“1” Day committee and a past president 
of the Buffalo association. 

Mr. Epes is well known as vice presi- 
dent of the Armstrong-Roth-Cady Co., 
Inc., of Buffalo and has been active for 
years in Buffalo Association and New 
York State Association affairs. 

President Kresse, a native of Buffalo, 
was born September 30, 1925, attended 





Complete Program For 
NAIA Session at Phoenix 


The program is complete for the meet- 
ing in Phoenix, Ariz. of the national 
board of state directors of the National 
Seg nergy of Insurance Agents and the 

‘ar West Agents Conferences. The two 
Silos will be held jointly at the 
Hotel Westward Ho April 26 through 
28. 

The business sessions of the directors 
‘will include subjects of vital interest to 
the agents and a full program has been 
planned by the Far West Agents Con 
ference. Frank Middleton, Lynn Hester 
and Paul Van Leer, co-chairmen of 
the mid-term meeting, have been busy 

with the final arrangements. 

The NAIA executive committee, under 
chairmanship of Paul Jones, CPCU, 
Tucson, will hold sessions prior to the 
meeting of the national directors. 

Members of the executive committee 
in addition to Chairman Jones are Archie 
Slawsby, NAIA president, Nashua, N. H., 
and Committeemen Cooper Cubbedge, 
Jacksonville, Fla.; Porter Ellis, CPCU, 
Dallas, Tex.; Valmore Forcier, Daniel- 
son, Conn.; Howard Fullington, Wichita, 
Kan.; Hayne P. Glover, Jr., Greenville, 
» C., and William Grandy, Sioux City, 
owa. 


BALTIMORE RESIDENT V. P. 


Gilbert S. Hildebrandt has been named 
resident vice president at the Baltimore 
branch office of Standard Accident. He 
started in bonding career in 1911, joined 
Standard Accident in 1923 and was pro- 
moted associate manager in Baltimore in 
1957. Earlier he had served in Syracuse 
and Buffalo. 
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Conference 


C. MORGAN EPES, JR. 


ciation. 
Buffalo 
gained 


the University of Iowa and was gradu- 
ated from the University of Buffalo in 
1949. He entered insurance with the 
E. T. Clauss Co. Inc., in Buffalo in 


secretary in 1951. He holds the same 
post with Worthington Sills Morgan, 
Inc., which became es ated with Clauss 
agency in 1956. Kresse was elected 
to the board of aicciies of the New 
York State Association of Insurance’ of the 
Agents in 1957 and then also became a 
regional vice president of the state asso- in 


Morris, 


insurance 


City 
been active in the 
Catholic Charities. 


Meets 


At 


RAY C, BIONDOLILLO 


When elected president of the 
Association last re: 
the honor } 
president of what is rated as the ‘oldest 
1949. as office manager and became _ local board in the United States. 
Chairman Biondolillo was born in 
N. Y., in 1907 and f 
25 years has operated his own general 
agency in } 
years he was Registrar of Vital Statistics 
of Buffalo. 


Catholic Church and 


being 


Buffalo. 


Buffalo 
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THE 
PROPERTY 
INSURANCE 
COMPANY 
THAT AGENTS 


ARE BUILDING 
FOR 
THEMSELVES 


EXCELSIOR 


INSURANCE COMPANY OF NEW YORK 
SYRACUSE N.Y. 

















AMERICAN FIRE & CASUALTY COMPANY 


HOME OFFICE © ORLANDO, 


NATION-WIDE 
CLAIM 
SERVICE 
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Windsor Report 
(Continued from Page 26) 


of which included rate competition in 
connection with new modern schools in 
the Eastern area. Your committee again 
stressed the seriousness of this problem 
and expressed the hope that some assist- 
ance would be forthcoming to help retain 
this and other desirable classes of 
business. 

“Tt was indicated at this meeting that 
this subject is being discussed by the 
property insurance committee of the 
National Association of Insurance Agents 
on a national level. For the benefit of 
those agents who may be interested in 
school insurance, we recommend a _ book- 
let titled ‘An Insurance Program _ for 
the Guidance of School Boards.’ This 
booklet was prepared by the New York 
State School Boards Association, Ine. 
and copies are available through that 
association’s office at 170 State Street, 
Albany 10, N. Y., at $1 per copy. 

“Russell M. L. Carson of Glens Falls, 

Y., a former member of our confer- 
ence committee, has served as chairman 
of the insurance committee of the New 
York State School Boards Association 
since 1935. 


School Inspections for Fire Safety 


“Following the disastrous school fire 
in Chicago, it was reported that there 
were Many requests for fire safety in- 
spections of schools. The National 
Board of Fire Underwriters has had an 
excellent school fire safety inspection 
program in effect for many years ani 
described in their booklet ‘Fire Safe 
School Buildings.’ This booklet contains 
the most effective recommended method 
for developing a program of local i 
spection by school authorities in  con- 
junction with local fire departments. 

“An excellent printed inspection report 
is available from the National Boar 
and many thousands have been dis- 
tributed to agents and school authorities 
since the Chicago fire. It was recom- 
mended that all local agents become 
familiar with this program and informa 
tion in connection therewith is available 
either through their fieldmen or Dy 
direct contract with the National Board 
of Fire Underwriters. 


Lightning Loss Deductible 


“The growing trend in certain areas 
where a_ sizeable number of alleged 
lightning claims for damage to electrical 
appliances, devices and fixtures in dwell- 
ings were made when such damage re 
sulted from other than natural causes, 
caused an Inter-Regional pecouirnallle 
tion calling for the countrywide use 0 
a mandatory $50 lightning deductibte 
clause to eliminate the problem,” Mr 
Windsor revealed. 

“The agents conference members ind 
cated that this situation had not bee 
prevalent in their respective communities 
and urged that reconsideration be give! 
to the use of a mandatory deductible. 
but instead substitute appropriate wort: 
ing in the electrical apparatus clause thal 
would specify that no claim would he 
recognized if repairs had been made an! 
the adjuster could not verify by exam 
nation of the electrical appliance 
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device that an actual lightning loss had 
occurred based upon their knowledge of 
how lightning affects wiring and other 


portions of electrical appliances or 
devices. 

“While we realize there have been 
some abuses of the lightning coverage, 
we do not agree that all legitimate 
lightning claims should be placed on a 
deductible basis, until a reasonable 
effort has been made to screen out 


claims not covered by our existing policy. 


Annual Public Relations Breakfast 
Meeting at Buffalo 

“It was recommended by our committee 
that the public relations committee of 
EUA continue its previous policy of 
holding a breakfast meeting at our 
annual meetings for the purpose of 
discussing local public relation projects 
with their committee members and our 
state association presidents and secre- 
taries, state public relations committee 
chairmen and local board public rela- 
tions committee chairmen. 

“These sessions have been very helpful 
in conso:idating company and agent 
multiple line public relations at the local 
level. 

“Scholarship program at University of 
Maryland: Following introduction of 
this program in December of last year, 
the EUA reported that 40 preliminary 
applications had been received from 
eligible high school students from which 
the scholarship committee will select 15 


qualified applicants to fill the quota 
entering the 1959 fall semester at the 
university. 


“From all indications the committee 
will have more than the 15 desirable 
applicants needed to fill the 1959 quota 
and will therefore select candidates in 
order of application date after checking 
all other factors,” stated Mr. Windsor. 

“Special mention was made of the 
cooperation accorded the program by 
local boards and state associations in- 
cluding the publicity given by state 
associations in their monthly bulletins. 

“Two local boards, one in Washington 
County, R. I., and one in Fitchburg, 
Mass., arranged through their public 
relations chairmen to make personal 
delivery of the scholarship material to 
the high schools in their respective areas. 

“Preliminary applications have been 
received from high school students in 
the following states: Pennsylvania 14, 
New York 7, Vermont 4, Maryland and 
Massachusetts, three each, Connecticut 
and New Hampshire, two each, New 
Jersey and Rhode Island, one each. 

“Stock insurance companies repre- 
sented by the Eastern Underwriters 
Association are contributing $22,500 each 
year to maintain this program. This 
looks like good public relations to us. 


Radioactive Contamination 
Assumption Endorsements 

“At the September meeting in New 
Orleans, development of the Nuclear 
Exclusion Clauses was reviewed. Sub- 
sequently a recommendation was made 
by the Inter- Regional Insurance Con- 
ference in connection with coverage 
for radioactive contamination. This is 
done through the medium of two en- 
dorsements: Endorsement A limits cov- 
erage to perils in the policy and Endorse- 
ment B extends to all risk type of 
coverage. Both endorsements apply only 
tO premises containing radioactive ma- 
terial. 

“A separate signed application is 
required, and after an inspection, a rate 
quotation will be made for both property 
damage or business interruption cov- 
erage. These rate quotations will be an 
Mcrement added as part of the fire 
Msurance rate of the property involved. 


Pending further developments in the 
field, it is not intended that the rate 
card will be published to include the 


mcrement for Radioactve Contamination 


Assumption coverage. We assume this 
information will be furnished to the 
broker of record who filed the signed 


application. 

“The increased use of radioactive 
isotopes in manufacturing processes 
Plus the additional medical uses being 





Philips Sees Public Relations Soon 
Asa Major Principle of Insurance 


3uffalo, N. Y., April 6—Harold K. 
Philips, manager of the public relations 
department of the Association of Casu- 
alty and Surety Companies, today urged 
a stepped-up, all-embracing information 
program to increase public awareness of 
the problems confronting the insurance 
industry. 

In an address before 
Agents Conference, Mr, Philips said it 
is imperative that the casualty and 
surety business clear up oubiie misunder- 
standing on such matters as rising rates 
in automobile liability insurance by sup- 
plying facts through broadened public 
relations efforts. 

Mr. Philips said he is “hopeful that 
we shall shortly see public relations take 
its place beside indemnification and pre- 
vention as one of the major principles 
of sound insurance.” He was assumed 
to be referring to the proposed insurance 
information division to include both 
casualty and fire stock insurers. 

He pointed out that he was referring 
to the kind of public relations that 
“gives the facts and the truth about 
this business to a public that literally 
is thirsting for more and more informa- 
tion; the kind that knows how to con- 
vince a complaining public what causes 
those automobile rates to go up and up, 
and what the self-same public can and 
must do if those rates are to be brought 
back down.” 


Press and Public Do Support Insurance 


Mr. Philips cited instances when the 
nation’s press and the public rallied to 
the support of the insurance industry 
when they had been adequately informed 
of the true conditions that exist. 

“We have seen the press of the nation, 
with less than a handful of occasional 
exceptions,” he continued, “turn from 
uninformed criticism and attack to en- 
lightened support and _ wholehearted 
assistance.” 

Mr. Philips said that legislative investi- 
gating committees during the past year 
have been telling the people that they 


the Eastern 


are not being overcharged for their 
automobile liability insurance. These 
committees, he added, have told the 


public the primary causes for rate in- 
creases are mounting accident tolls, gen- 
eral economic inflation, increased and 
padded claims and high jury verdicts. 





that agents check 


developed suggests 
food processing, 


their manufacturing, 
hospital and college risks to offer this 
new coverage. Incidentally, radium pre- 
viously used for various treatments in 
hospitals or doctors’ clinics comes within 
the term of radioactive materials,’ Mr. 


Windsor told the EAC. 
Deferred Premium Payment Plan 


“In December of last year, a country- 
wide revision in the present installment 
premium payment plan was recom- 
mended. In the future, there will be 
a single deferred premium payment plan 
which simplifies calculation of install- 
ments and makes it easy to sell term 
instrance on an annual payment basis. 

“An explanatory booklet will be pre- 
pared bv the rating organizations for 
distribution to agents when the plan 
is filed and: becomes effective in the 
various states. This: booklet will also 
outline the methods. of adjusting pay- 
ments based -ttpon subsequent’ revisions 
in amounts or rdtes which heretofore 
have been a. source of considerable diffi- 
culty in handling under: the previous 
installment: premium payment. plans. 

“Tt was also ‘reported that: a new 
general endorsement will | incorporate 
adjustments made under deferred prem- 
ium payment plans and ‘will -be avail- 
ahle when ‘the new program: becomes 
effective.” 





Blackstone Studios 


HAROLD K. PHILIPS 


Mr. Philips noted these achievements 
and said the outlook for the future is 


promising, with prospects for an even 
more vigorous presentation to assure 
sound educational results. He told his 


audience that in the past the insurance 
industry “waited until. we were all but 
overwhelmed by a problem before going 
out and mobilizing the public support 
that was indispensable to its correction, 
whereas we should have brought our 
public relations guns into action the 
instant we saw the first shadowy threat 
of trouble.” 

Mr. Philips declared that in the past 
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few years the industry has made a good 
start and now must step up its activities 
to do a sound, adequate, consistent and 
effective public relations job. 

“Our job is to give the nation’s editors 
and the public the facts, all of the 
facts,” he said. “We must tell them why 
rates are where they are, why the public 
alone can bring them dow n and why our 
business operates the way it does. 


Madama Asst. Fire Mgr. 
Aetna C. & S. in New York 


Edward A. ‘Madama has been appointed 
assistant manager of the fire division 
at the New York office of Aetna 
ualty and Surety and Standard 
He Clifford J. Smith, who is 
retiring under the companies’ retire- 
ment plan after 38 years with the organi- 
zation. 

Mr. Madama joined the companies at 
the home office in Hartford in 1936 and 
subsequently served as a special or 
in Ohio before coming to the New York 
office as superintendent three years ago. 


Cas- 
Fire. 
succeeds 








®> "WANDA" 


Wohlreich & Anderson 
Ltd. 


55 JOHN STREET 


NEW YORK, N. Y. 
DIGBY 9-3020 





VALUED U. & O. 


How would you like to tell 
your client he would be paid 
$2,000 * per day if his business 
is interrupted by an insured peril? 


And, the insured perils can be 
the broadest in "All Risk" forms. 


All forms of business are eligi- 
ble—every venture is vulnerable. 


There are definite tax advan- 
tages and no headaches in ad- 
justment. 


* Proper amount is established 
in writing the policy. 





Please give me full information on 
your facilities. 


Name 


Address __ 








Mail to "WANDA" 
55 John Street, N. Y. C. 


“Wanda solves your problems” 
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Atlantic Nat’] Names 
4 Gen’l Agents in N. Y. 


PART OF EXPANSION PROGRAM 


Miami Co. in Siew Executive Offices 
in Midtown N. Y.; President Carl 
Harber Reveals 1958 Results 


As part of its expansion program the 
Atlantic National of Miami, which has 
its: executive New York, has 
appointed four well-known metropolitan 


offices in 


agencies as general agents for fire and 





Blackstone Studios 
CARL HARBER 


automobile lines. These offices are 
Joseph Golub 54 - year - old 
agency, headed by Bert Golub; Hall & 
Henshaw, 70 years of age, headed by 
William A. Waters; Hendrik Agency, 
Inc., and Lumley, Dennant & Co. Inc., 
headed by Rex Dennant, which are 
specialists in excess and surplus business 
in the London market. These appoint- 
ments became effective March 15, it 
is announced by Carl Harber, president 
of Atlantic National. 
week or so ago Mr. Harber re- 

vealed the results of the company’s 1958 
operations. Premium volume for the year 
totaled $5,800,000 of which 50% was in 
Hertz rent-a-car premiums and _ the 
balance largely in automobile insurance. 
Assets as of last December 31 amounted 
to $6,418,838, capital paid-up $1,000,000, 
surplus $1,001,000, giving a surplus to 
policyholders of $2,001,000. An under- 
writing profit of $96,339 and net invest- 
ment profit of $61,999 were made, and 
net income for the year was $158,338. 

In the New York market since 1957, 
the company writes automobile, fire and 
surety lines, the last named being pri- 
marily self-insurers bonds. New execu- 
tive offices were established a few weeks 
ago at 11 West 42nd Street where sub- 
stantially larger space is occupied than 
in the former headquarters at 221 West 
57th Street. 


Agency, 


Officers of Company 
President Harber obtained control of 


New York Federation’s 
Scholarship Closing Date 


Craig Thorn, Jr., prominent Hudson, 
N. Y., insurance agent, also president 
of Insurance Federation of New York, 
announces that closing date is almost 
here for entries in Federation’s annual 
Scholarship Award Program. The 1958 
winner was Linda A. Davis, Paul D. 
Schreiber High School, Port Washing- 
ton. Albert E. Mezey, president, Hoey, 
Ellison, Frost, Mezey, Inc., New York 
City agents, sponsored Miss Davis. By 
unusual coincidence the runner-up, 
Brenda Lee Phillips, was from the same 
high school. Miss Phillips’ sponsor was 
Allen H. Harris, state agent (L. I.) for 
Agricultural. Other senior students mak- 


ing up the top ten 1958 finalists, and 
their sponsors, were: 
Donald Sadkin, Buffalo, Elfric Even- 


Albert G. Ertel, 
David Hall, 


son, U.S. Fs Gis 
Buffalo, James T. Clauss; 
Syracuse, James E. Burke, Continental ; 
John H. Adee, West Hempstead, Ber- 
nard G. Werbel, Werbel Institute; Elaine 
M. Krantz, Tonawanda, John N. Walsh, 
Ir.. Norman Duffield Co.; Judy S. Lord, 
Potsdam, Robert B. Douglass Insurance 
Agency; Linda Hyde, Saratoga Springs, 
John L. Davison, J. E. Roohan, Inc.; 
Robert B, MacDougall, Freeport, Robert 
B. Poggenburg, Valentine, Ittner & 
Poggenburg. 

The scholarship program calls for an 
award each year to the student writing 
the best essay on “What the Private 
Enterprise System Means to the U.S.A.” 
This scholarship contest is open to all 
senior class students of the 1,200 sec- 
ondary schools, public and_ private, 
throughout New York State. Further 
information may be obtained from In- 
surance Federation of New York, Inc., 
offices at 116 Nassau Street, New York 
38, N. Y., Russell Edgett, secretary. 





Atlantic National in 1953 and was elected 
president that year. He was formerly 
president of the Service & Adjustment 
Corp. of New York and vice president of 
Tannenhaum-Harber Co., also of New 
York 

3ernard Close, vice president, was also 
connected with Tannenbaum-Harber Co. 
and prior to that he was in a managerial 
capacity with Seaboard Surety. His 
career started in 1936 with the Aetna 
cei ance Co. in its Newark office. In 
his 16 years with that company he served 
in managerial capacities in New York, 
Chicago and Hartford. 

E. A. Pallot, secretary of Atlantic 
National. is an attorney in Miami. 

Peter L. Taormina, treasurer, was for- 
merly insurance manager for U. S. 
Industries, Inc. New York. Prior to 
that he was with the American Plan 
Corp. as office manager and chief ac- 
countant. His first insurance post back 
in the 1940’s was with Appleton & Cox, 
Inc. as supervisor in its accounts de- 
partment, 

As of March 1 the company opened 
a fully equipped branch office in Miami 
with Raymond Gilson as underwriting 
manager and H. E. Ulrich as claim 
manager. 

President Harber is proud of the fact 
that Atlantic National was admitted to 
Alaska the day after its statehood was 
granted recently, being the first foreign 
fire-casualty company, according to In- 
surance Commissioner Ross P. Duncan 
of the new state, to receive its license 
so soon after Alaska became a state. 


Pollard Executive Secretary 


NAIA; Hanson Genl. Counsel 


William A. Pollard of Chicago was 
named executive secretary of the Na- 
tional Association of Insurance Agents 
this week. George S. Hanson, who has 
served as both general counsel and ex- 
ecutive secretary for four years, will 
devote his entire effort to legal affairs 
of the association, 

Archie Slawsby, NAIA president, said 
Mr. Hanson had asked to be relieved of 
the executive secretary duties so he 
might devote his entire time to legal 
affairs. Mr. Pollard will assume his new 
duties April 15. Before accepting the 
NAIA position Mr. Pollard was produc- 
tion supervisor of branch offices for the 


Zurich American of Chicago. As pro- 
duction supervisor Mr. Pollard was 
responsible for sales leadership and 


promotion and formulation and interpre- 
tation of company policy in the Zurich 
branch offices under his direction. He 
also acted as a liaison between his com- 
pany and the branches and agents in 
these areas. 





R. B. STILLMAN PROMOTED 





Named by General of Trieste and Venice 
as Underwriting Mer. at U. S. Branch 
Formerly with INA in Holland 

The appointment of Robert B. Still- 
man as underwriting manager of its 
United States branch in New York is 
announced by General Insurance Co. of 
Trieste and Venice of which Ottocaro 
Weiss is United States manager. 

Mr. Stillman, a graduate of University 
of Wisconsin and Yale School of Law, 
was formerly secretary of the General’s 
United States branch. He joined the 
company last November, having previ- 
ously served as European treaty: re- 
insurance manager of the Insurance Co. 
of North America in the Hague, Holland. 





EAC Meeting 


(Continued from Page 27) 


vention resolutions passed at a prior 
meeting asking that stock companies, 
through the Factory Insurance Associa- 


tion or other channels. offer competitive 
rates for school and municipal risks, 
which are classed as preferred. He said 
agents are steadily losing these lines 
to mutual companies which offer low 
rates. While FIA has indicated its 
inability to extend facilities beyond 
classes of risks now serviced Mr. Frank- 
enbach believes there is reason to hope 
for some other medium for acceptance 
of such risks. Contacts have been made 
with company presidents. He indicated 
agents would accept lower commissions 
just as they would if the FIA did go 
into school and city risks. 


Forcier Elected EAC Chairman 


Mr. Forcier was elected chairman of 
the EAC for the coming year to succeed 
Mr. Frankenbach at the close of this 
meeting. Mr. Schwab becomes first vice 
chairman, William A. D’Espard. District 
of Columbia, second vice chairman; 
Frank J. Lowrey, Pawtucket. R. I., 
treasurer, and William J. Graul, Allen- 
town, Pa.. secretary. Mr. Graul is a 
past president of the Pennsylvania 
Association. 

Presidents of state associations in the 
EAC this afternoon outlined major prob- 
lems and achievements in their states. 
Mr. Beers, Connecticut, said his associa- 
tion is working with the Insurance Com- 
missioner On securing more difficult 
licensing tests for agents. Also with new 
surcharges on assigned risks, assureds 
are now paying fairer charges for auto 
liability coverage. Agents get 8% flat 
commission on the entire premium in- 
volved, including surcharge. 

On homeowners’ commissions Mr. Beers 
said 32 members of the Hartford Board 
had received notices of reductions, while 
over 40 members were told by their com- 
panies there would be no cuts. As to 
compulsory automobile insurance he does 
not expect this bill to pass. 

Edwin T. Gammons, Rhode Island, 
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cited introduction of a bill, which was 
opposed and died in committee, to form 
an assigned risk pool for fire and cas- 
ualty risks generally. This was to take 
care of market shortages as some com- 


panies were terminating agency con- 
tracts. 
Paul J. Trimbur, Pennsylvania, cited 


good relations with the Insurance De- 
partment in helping to keep insurance 
in private hands rather than gravitate 
toward government operation. He does 
not expect enactment of any compulsory 
auto law for at least three years. 

Milton H, Grannatt, Jr., New Jersey, 
outlined highly successful safe driver 
award program designed to reduce auto 
accidents. He told of wide public and 
official acceptance of this program and 
said: “We are certain we will be in 
the forefront of traffic safety movements 
in New Jersey. This has paid off hand- 
somely for the agents as well as 
benefitting the public and insurance 
companies.” 

Herbert W. Chalmers, Maine, sees the 
compulsory auto bill there unlikely to 
pass and Eugene P. Soles, New Hamp- 
shire, told of presumably successful 
efforts there to keep state fleet coverage 
in agency companies by showing the 
state government the economic impor- 
tance to the state of successful agents. 
The state association there is against this 
fleet coverage being given to non-agency, 
out-of-state insurers, he said. 

Clifford E. Dunn, Massachusetts, re- 
viewed recent recess commission report 
on compulsory auto experience in the 
Bay State. He cited general inadequacy 
of auto liability rates there and the high- 
way safety law enforcement recommen- 
rations. 
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Agency Seminar of N. Y. 
Assn. Set for June 21-24 


JACK HOLAHAN ITS CHAIRMAN 





Risk Analysis, Office Procedures, Excess 
and Surplus and Production Ideas 
to be Featured Topics 





Jack Holahan of Rochester, chairman 
of the education committee of the New 
York State Association of Insurance 
Agents, has announced the program for 
the fifth annual agency seminar of the 
state association. It will again be held 
at Sagamore Lodge, Raquette Lake, June 
21-24. 

Mr. Holahan points out that the lodge, 
formerly the Vanderbilt estate, now run 
by Syracuse University, has proved to 
be an ideal place for study, recreation 
and exchange of ideas between fellow 
insurance agents. The format of the 
seminar, he says, will be slightly changed 
from previous years with the program 
slanted to agency principals and those 
in executive positions in agents’ office. 

Enrollment will again be limited to 
50 students and Mr. Holahan indicates 
that advance popularity for this year’s 
seminar made early registration impera- 
tive. 

The seminar will begin Sunday after- 
noon, June 21, with registration and a 
get-acquainted cocktail party followed 
by dinner. 

Monday morning Herbert Cox, CPCU 
of Aldrich & Cox, insurance consultants, 
Buffalo, N. Y., will discuss “Risk Analy- 
sis. 

Featured that afternoon will be “New 
Techniques in Office Procedure” which 
discussion will be led by William J. 
Obrist, assistant manager of the Syra- 
cuse branch of General Accident. The 
ever popular Monday evening “bull ses- 
sion,” will give the attending agents a 
chance to talk over and argue about 
points developed during the day. 


Tuesdays and Wednesday Speakers 


Tuesday morning Russell Bond,, an 
excess line broker from Buffalo, will dis- 
cuss the placing of sub-standard, extra 
hazard and other problem risks. This 
will be followed by a discussion of “Tax 
Aspects of Various Forms of Agency 
Organizations” which will be led by a 
member of the faculty of Syracuse Uni- 
versity. 

Tuesday afternoon agents attending 
will be encouraged to present their own 
pet ideas on the handling of the insurance 
business through the medium of a swap- 
shop called “Unique Ideas for Produc- 
tion of Business.” This will be moder- 
ated by Robert S. Boothroyd of the 
Boothroyd Agency, Ithaca, 

Wednesday morning the students at 
the seminar will have a chance to look 
at “The Face of Tomorrow” which dis- 
cussion will be led by Dr. Edwin S. 
Overman, assistant dean of the Amer- 
ican Institute for Property and Liability 
Underwriters. 





Richmond County Assn Forum 


Set for Apr. 15; Murray Chr. 


Allen C. Bentson, president of the 
Richmond County (N. Y.) Assoication of 
Insurance Agents, announces that the 
1959 Insurance Agents Forum sponsored 
by that association, will be held at the 
Embassy Restaurant, Staten Island, on 
April 15th. The Forum will consist of 
two morning sessions, a luncheon and the 
two afternoon sessions. 

Agents in attendance, Mr. Bentson 
advises, will have a chance to pick four 
ot the six available discussion topics. 
These topics are comprehensive, gen- 
eral liability, storekeepers’ liability, fire 
schedules and fire rating, proposed home- 
Owners policy and comprehensive dwell- 
Ing forms, major medical, hospitalization 
and life insurance. 

The Richmond County Assoication has 
held three previous successful forums 
and Mr. Bentson stated that he expected 
4 record turnout for this year’s program. 
The forum chairman js John Murray of 
Kolff & Kaufman. 


FIREMAN’S FUND CHANGES 





Oldreive Assigned to Executive Duties 
in N. E. Dept.; Freeman and 
Helstrom also Promoted 
George F. Oldreive of Fireman’s Fund 
has been advanced to executive duties 
in the company’s New England depart- 
ment at Boston, it is announced by Vice 

President John H. Dillard. 

Edward H. Freeman, Jr., has been 
appointed to succeed Mr. Oldreive with 
full responsibility for fire operation of 


The Fund’s Syracuse office under Group 
Manager J. J. Rooney. 

Mr. Freeman joined the company in 
1952, following graduation from Boston 
University. After apprenticeship in var- 
ious underwriting capacities he was 
assigned in 1954 as fire special agent in 
Connecticut. 

Edward Helstrom has been placed in 
full charge of The Fund’s Newark office 
bond and burglary operations, succeed- 
ing John O’Hea, who recently retired. 
Mr. Helstrom has more than 30 years 
experience in these lines. 


Ins. Society of N. Y. to 
Observe Nat'l Library Week 


In celebration of National Library 
Week, the Library of the Insurance So- 
ciety of New York, Inc. is holding a 
week-long open house April 13-17, The 
librarian, Harry S. Weeks, will be host 
to all people in the insurance industry 
who desire to visit their library during 
the week. 

National Library Week, sponsored by 
the National Book Committee ‘in co- 
operation with the American Library 
Association, was originated in 1958. 





THE NAME 





INSURANCE COMPANY 








a ndependent 
Insurance Mf /AGENT 


... has for 140 years been identified 


with the independent local agent. It 


was the first company in 


America to authorize an agent to 


countersign an insurance policy, 


thus pioneering the American Agency System. 


HOIST YOUR SALES! 


One of the biggest years in boating history is on the horizon. 
Make it one of your best years for marine insurance with our 
up-to-date Yacht Policy. Ask your Aetna fieldman for our 
“Information for Yachtsmen’’ booklet and illustrated literature 


for yacht insurance prospects. 
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GAB CHANGES ARE ANNOUNCED 


Perkins Executive General Adjuster in 
Eastern Dept.; J. C. Howard Suc- 
ceeds L. B. Howard in Maine 
The. General Adjustment Bureau, 
Eastern department, announces four 
changes. Russell G. Perkins has been 
designated executive general adjuster. 
He will continue to make his head- 
quarters at the New York departmental 
office, and his administrative duties will 
include the supervision of business in- 

terruption losses. 

Mr. Perkins joined the bureau in 
December, 1923. He served in several 
branch offices and also as branch man- 
ager at Jamaica and Hempstead, N. Y., 
and Philadelphia. Since 1953 he has 
been serving as general adjuster, with 
headquarters in New York. 

Lester B. Howard retired April 1. For 
many years he served as branch man- 
ager of the Bangor, Me. office and as 
general adjuster for Maine. He was 
succeeded as manager of the Bangor 
office by John C. Howard. 

Stanley F. Hanson has been appointed 
general adjuster succeeding Mr. Howard. 
Mr. Hanson graduated from the Univer- 
Maine and had insurance com- 
previous to joining the 
bureau in January, 1930. He served in 
the Bangor and Portland offices and 
Was appointed branch manager at Port- 
land in February, 1946. Mr. Hanson 
will continue as branch manager of 
Portland, where he will make his head- 
quarters. 

John ic: 


sity of 


sity of 
pany experience 


Howard attended the Univer- 
Maine, joining the bureau at 


Bangor in 1941. Before assuming the 
managership of Bangor, he served for 
many years as senior adjuster in that 


office. 
Lester B. Howard graduated from the 
University of Maine as an_ electrical 
engineer and served with the Granite 
State Fire and the Fidelity Phenix Fire 
before joining the bureau in April, 1926 
He served for several years as senior 
adjuster at Bangor and in 1932 was 
made branch manager of that office. In 
1946 he was appointed general adjuster. 





1958 CPCU Seminar 
Proceedings Published 


The Society of C PCU has published 
the 1959 issue of “The Annals,” the 
official CPCU publication. This edition 
primarily includes the papers presented 
at the CPCU Seminars in New Orleans 
in October, 1958. The general theme of 
the 1958 Seminars was “The Search for 
Intelligent Insurance Responses to Social 
and Economic Transitions.” 

Papers in this issue describe the origin 
and nature of economic and _ social 
changes; the economic, governmental 
and social changes affecting the insur- 
ance business; the financial aspects of 
insurance operation; the lack of public 
-understz nding of the insurance function; 
an analysis of high loss costs; an 
analysis of the expense portion of the 
premium dollar and a special research 


study on the theory and technique of 
proof. 
Three CPCU Chapter special study 


projects deal with the subject of the 
practical aspects of contractual liability, 
insurance problems in leases and the 
place of self insurance in the insurance 
business. 

This 1959 issue (195 pages) of “The 
Annals” is available at the rate of $3 
per copy. Requests should be sent to 
the Society of Chartered Property and 
Casualty. Underwriters, 3924 Walnut 
Street, Philadelphia 4, Pa. 


To Allstate Calif. Posts 


The Allstate recently announced ap- 
pointments and promotions at two of its 
California offices, At Menlo Park, Paul 
G. Johnson was named underwriting 
manager; Baird E. Mcllroy, sales de- 
velopment manager and George H. Pom 
eroy Jr, district sales manager. 

At the Passadena office Jack Hale was 
appointed sales development manager 
and William Schoephoester, underwrit- 
ing manager. 


Hartelius Talk 


(Continued from Page 25) 
importance of which | to the public 
official is of special significance. 

“In most states competitive bids are 
not required for the purchase of in- 
surance by schools and municipalities. 
Purchase of insurance can be made on 
a negotiated basis. The underlying 
reason for this is that the law in most 
states does not apply to ‘service con- 
tracts.’ This in itself gives recognition 
to the principle that contracts ‘of in- 
demnity in themselves do not qualify 
for this treatment without the pro- 
fessional service which continues on 
the part of the 'ocal agent. 

“The many valuable services that a 
fully qualified locai agent representing 
leading stock companies can place at 
the disposal of a municipality or Board 
of Education gives him an advantage 
over non-stock competition and con- 
stitutes a compelling reason for giving 


him favorable consideration. 
“The agent should periodically see 
that rates are kept at lowest possible 


level by frequent review of rating data 
and physical inspection of properties. 
It is presumed that upon acquisition 
of the business all practicable means 
were utilized to establish rates at 
lowest level obtainable, but changes in 
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the physical aspects of a risk and is the uniformity of coverage thus 
achieved. 


changes in rating procedures make fre- 


quent reviews essential if the agent 
is not to be caught ‘asleep’ by his 
competitors,” warned Mr. Hartelius. 
“There are advantages in the use 
of a ‘tailored’ form for fire insurance 
policies where multiple locations are 
involved. Not the least among them 
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GENERAL 
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John A. Heinze, Chairman of the Board 
Paul R. de Magnin, President 


Theodore Neocleus, Secretary 
Gilbert Kingan, Jr. Asst. Sec'y 


Leo C. Shanosky, Asst. Vice President 


STATEMENT AS OF DECEMBER 31, 1958 
ASSETS 


*U. S. Government Bonds . 
*Other Bonds 

Common Stocks . 

Cash in Banks and office 
Balances under 90 days 


Interest due and accrued and other paren 


$ 3,540,232.30 
2,812,401 .03 
2,470,550.00 
707,481.65 
535,462.36 
582,674.51 
$10,648,801 .85 





LIABILITIES 


Reserve for Outstanding Losses 
Reserve for Unearned Premiums 
Reserve for All Other Liabilities 
Capital Paid Up , 
Surplus Over All Lidilities 
Surplus to Policyholders 


$ 1,192,149.26 
2,926,328.29 
3,264,346.67 


$1,000,000.00 
2,265,977 .63 


$10,648,801 .85 


*Bonds as above valued on amortized or investment basis. Securities and cash carried at $2,153,361.87 
in. the above statement are deposited for purposes required by law. 





Use of One Agent of Record 


“There is a distinct advantage to 
the insured in designating one agent 
to be agent of record and responsible 
to the municipality or Board of Edu- 
cation, although it may be found neces- 
sary or expedient to divide the coverage 
or the commission among others. The 
agent can and should be helpful to 
the public body at budget preparation 
time when estimates of probable insur- 
ance expenditures for the coming fiscal 
year are needed. 

“Of particular significance to the 
school board and municipal insurance 
program is the replacement cost en- 
dorsement and increased cost of con- 
struction insurance. Operating on a 
prearranged budget basis, no funds are 
available on short notice, to replace 
the depreciation factor in any property 
loss adjustment nor the substantially 
increased cost of the type of structure 
now required by State Departments of 
Education for public school occupancy. 

“The insurance recovery after loss 
to an older type structure, although the 
adjustment is completely equitable, will 
not provide funds for facilities of equal 


capacity of the construction required 
by modern minimum standards. The 
result may be a reduction in capacity 


of already overcrowded facilities with 
the alternative of higher taxation and 
increased bonded indebtedness,”  con- 
tinued Mr. Hartelius. 


Profitable Classes of Risks 

“Municipal and school properties are 
among the classifications of business 
which still remain profitable to your 
companies. Generally speaking, the class 
is written liberally and the premium 
volume involved is considerable. Firewise 
the premiums written by member com- 
panies of National Board of Fire Un- 
derwriters for the five year period, 1953- 
1957 inclusive, exceeded $51,000,000 in 
the 11 states and District of Columbia 
represented by Eastern Agents Confer- 
ence and the ‘experience was favorable. 
Premiums in other forms of insurance 
for these risks are correspondingly sub- 
stantial and the coverage usually desir- 
able. Premium volume for municipal 
properties, other than schools, is not 
readily ascertainable due to the diversi- 
fication of risks involved.” 





Vincent and Lawrence 


Are Advanced by Aetna 


Appointment of Joseph T. Vincent as 
assistant controller of the Aetna_Insur- 
ance Co. is announced. George E. Law- 
rence has been promoted to manager of 
Aetna’s internal audit department in the 
controller’s division. 

A native of Athol, Mass., Mr. Vincent 
began his insurance career in 1940. He 
joined the Aetna in February, 1953, as 
a supervisor of general accounting ‘and 
advanced to manager. 

Mr, Lawrence was born in Newark, 
N. J. Before joining Aetna in September, 
1952. he was office manager for a Man- 
chester, N. H., insurance agency and 
later was associated with a firm oa 
certified public accountants in Manches- 
ter as an auditor. 
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Starr Retires as Chairman 


(Continued from Page 22) 





CORNELIUS V. STARR 


business of 13 prominent U. S. property 
and liability insurance companies. Other 
companies in the world-wide American 
International network provide both life 
and property insurance in virtually all 
countries of the free world. 


Career of Mr. Youngman 


Mr. Youngman had already had a dis- 
tinguished career in law, business admin- 





Home Insurance Co. 


(Continued from Page 1) 


totaling $13,075,865 as compared with 
$13,179,794 in the previous year. Policy- 
holders’ surplus increased by $64,955,587 
to total $275,327,257; assets increased 
to $516,740,166 from ‘$450,774, 193 in the 
same period. Total premium income of 
the Home for 1958 was $186,705,800. 
Home Indemnity Premiums Increase 
In commenting on the casualty side 
of the business Mr. Black said that 
despite poor experience in the writing 
of automobile physical damage and 
liability insurance the underwriting re- 
sults of the Home Indemnity, its casualty 
affiliate, improved in 1958, that company 
showing a $1,407,145 reduction in its 
underwriting loss, which totaled $5,181,- 
094. “However,” said Mr. Black, “in 
1958 The Home Indemnity’s unearned 
premiums and loss and _ loss expense 
reserve increased by $4,900,155. It is 
hoped that rate increases on this class 
of business—which has been generally 
unprofitable for the entire industry for 
many months—will help check mounting 
loss ratios and improve our writings in 
this area in the future. In 1958 The 
Home Indemnity increased its premium 
writings to $43,906,848 from $41,844.843 
in 1957.” 
Consolidated Figures 

On a consolidated basis, The Home 
Insurance Co. and The Home Indemnity 
Co. showed an underwriting loss of 
$4,750,171 as compared with a loss of 
$15,389,099 in 1957. Premium volume was 
$230,612,707 as compared to $231,340,439 
in 1957 and net earnings from invest- 
ments totaled $14,746,291 as compared 
With $14,725,537 in 1957. These figures 
do not include profit from sales of 
securities which amounted to $9,649,441 
in 1958 and $3,442,961 in 1957. Assets 
Tose to $575,008,189 from $504,014,555 and 
policyholders’ surplus to $275,327,257 
from $210,371,670. 

During 1958 the Home acquired a life 
insurance affiliate, the People’s Life of 
tankfort, Ind., name of which has been 
changed to People’s- Home Life. It at- 
tained last year all time highs for it 
of insurance in force, assets and surplus 
to policyholders. In 1958 after paying 
taxes the Peoples-Home produced a 
Profit of $420,635. Its total assets are 
7,740,215, 


iatenine and government when he joined 

V. Starr & Co, inc., in 1949. Named 
eet of that company in 1950 he will 
ronan to fill that position. He will 
also continue as board chairman of the 


American Home Assurance Group of 
multiple line companies operating in 
North America, and as chairman of 


two of the largest life insurance com- 
panies in the Far East, American Inter- 
national Assurance Co., Ltd., Hongkong, 
and Philippine American Life, Manila. 

Graduated from Harvard College in 
1929 and Harvard Law School, with high 
honors, in 1932, Mr. Youngman was law 


secretary to Judge Learned Hand, senior 

S. judge in New York City, for a 
year thereafter. He belongs to the 
Massachusetts and the New York State 
bar associations; has been admitted be- 
fore the U. S. District Court of District 
ot Columbia and the Supreme Court of 
the United States. 

In 1939, he was named chief counsel, 
power division, Public Works Adminis- 
tration, Washington, D. C., and a year 
later became general counsel and liaison 
officer of Federal Power Commission. 
At the request of President Roosevelt he 
left government service early in 1941 to 


become the president of China Defense 


Supplies, Subsequently he was named 
general counsel in the U. S. of the 
National Resources Commission of 
China, These organizations were respon- 


sible for administering lend-lease to the 
Chinese Government and for conserving 
and coordinating the resources and ac- 
tivities of China in World War II, in- 
cluding General Clair Chenault’s Flying 
Tigers Air Force. Mr. Youngman spent 
considerable time in China and India 
and was decorated for his services by the 
Chinese Government. A member of the 
(Continued on Page 42) 
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“tuetaiby I$ BUSINESS ABROAD 


IMMUNE FROM DISHONESTY ? 


At home and overseas, losses are climbing steadily. Why not 
let your clients know that you can protect their foreign inter- 
ests against financial loss from dishonesty of employees, 
forgery, burglary, theft and mysterious disappearance 
through the American Foreign Insurance Association. 

It’s good business — profitable business — for you to be 
identified with AFIA. Then your clients know you have 
world-wide facilities and can handle all of their overseas 
insurance needs, except life, in all parts of the world. 


Our nearest office will be glad to give you full help. 















AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street * New York 38, New York 
CHICAGO OFFICE . . Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
DALLAS OFFICE......... . 400 Vaughn Building, 1712 Commerce Street, Dallas 1, Texas 
LOS ANGELES OFFICE .........--- 3277 Wilshire Boulevard, Los Angeles 5, California 
SAN FRANCISCO OFFICE. .Russ Building, 235 Montgomery Street, San Francisco 4, Calitornia 
WASHINGTON OFFICE. ... Woodward Building 733 15th Street N. W., Washington 5 D.C. 


An association of leading American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 












HULLETT SUCCEEDS SEARS 


Becomes Chairman of Board of Colum- 
bian National Life Which Joined 
Hartford Fire Group This Year 

James C. Hullett 

Fire as a director and 


Election of President 
of the Hartford 
chairman of the board of the Columbian 


National Life is announced, At the 
same time directors elected Francis P. 
Sears, former board chairman, to the 
newly created position of honorary 
chairman of the board. 

Columbian National became a_ member 
of the Hartford Fire Group in February 
through acquisition by Hartford Fire of 
more than 98% of Columbian capital 
stock. 

Columbian stockholders at the annual 
meeting also elected five other officers 
of the Hartford Group to vacancies on 
the Columbian board. They are: Vice 
Presidents Roland H. Lange, Barnard 
Flaxman and Philip S. Brown; Manning 
W. Heard, vice president and general 
counsel, and Harry K. Haag, vice presi- 
dent and comptroller. 

Four Columbian directors 
elected. They are Julian D. 
Columbian National president; Frederick 
Ayer, a director of the First National 
Bank of Boston; Francis P. Sears, Jr., 
of Paine, Webber, Jackson and Curtis, 
Boston; and Theodore L. Storer, presi- 
dent of R. M. Bradley and Company, 
Inc., Boston. 

Mr. Sears, one of the incorporators 
of Columbian National in 1902, has been 
closely associated with the company for 
57 years. He served successively as 
treasurer, vice president, and vice presi- 
dent and comptroller until his election 
to the presidency in 1933. He served as 
president from 1933 to 1947 when he was 
elected chairman. 


were re- 
Anthony, 





Smith Boston Fire Mgr. 
New Hampshire Group 


The New Hampshire Fire Insurance 
Group announces promotion of State 
Agent Ralph T. Smith to manager of 
the fire division, Boston office. Mr. 
Smith has traveled throughout New Eng- 
land as a fieldman, and has been located 
in Boston for many years. He will be 
assisted by State Agent Walter Craw- 
ford, who was at one time with the 
New England Fire Insurance Rating 
Organization, and Special Agents Charles 
A. Proctor and Paul N. Goyette. 

Special Agent Proctor will cover the 


Rhode Island and southeastern Massa- 
chusetts territory, working from the 
Providence office, and Special Agent 


Goyette will be assigned to the Boston 


office. 





Johnston GAB Manager at 
New Philadelphia Branch 


John Johnston has been named by the 
General Adjustment Bureau as_ branch 
manager of the newly opened office at 
1831 Cottman Avenue, Philadelphia. This 
office will service the northeastern sec- 
tion of the city and will also include 
3ucks County with the exception of the 
area handled from Trenton. Mr. Johnston 
joined the bureau in 1937, served in the 
New York metropolitan adjusting office 
and the White Plains branch. He became 
manager at_ the Monticello, N. Y., 
branch in 1950 and in 1954 became man- 
ager at Johnstown, N. Y. 

Nicholas F. Macrina succeeds Mr. 
Johnston as manager at Johnstown. A 
native of upper New York State, he was 
in the agency business before joining the 
GAB at Utica in 1948. Recently he has 
been senior fire adjuster at Utica. 


DONAHUE MICH. STATE AGENT 

Jerry W. Donahue has been named a 
state agent in Michigan for the Boston 
Insurance Group. He will service Boston 
and Old Colony agents in northern 
Michigan under the direction of William 
D. Cameron, assistant secretary and re- 
gional manager at the Lansing regional 
office. 


Loyalty Cos. Promote Four 
In N. Y., Brooklyn Branches 


Four promotions in the New York and 
Brooklyn branch offices of the Loyalty 
insurance companies of America Fore 
Loyalty Group are announced by Wil- 
liam B. Rearden, Loyalty’s chairman and 
chief executive officer. They are as 
follows: 

Horace A. Moodie, who has been with 
the Loyalty companies for 19 years, has 
been named manager of the New York 
branch office succeeding the late Edmund 
J. Donegan. Joseph D. McNally, for- 
merly casualty superintendent, succeeds 
Mr. Moodie as assistant manager. Mr, 
McNally is an 18-year veteran with the 
Loyalty companies. 

Allan Knapp becomes manager of the 
3rooklyn branch office succeeding Fred 
J. Minton who retired March 31 after 
40 years in the insurance industry, 30 
of which were with the Loyalty com- 
panies. He had been manager at Brook- 
lyn since 1940. With the Loyalty com- 
panies 32 years, Mr. Knapp has been 


assistant manager at Brooklyn since 
1954. 
David A. Wesley, with the Loyalty 


companies 23 years, becomes assist: int 
manager at Brooklyn. He has served in 
various capacities in different territorial 
fields and offices, 


McConnell Still in Office 





Insurance Commissioner F._ Britton 
McConnell of California has been re- 
quested by Governor Edmund Brown 


of that state to continue in office until 
May 1, although his term expired March 
15, 1959. A report earlier this year that 
Edmund Cooke of San Francisco had 
been appointed Commissioner was pre- 
mature. Governor Brown decided to 
postpone the appointment so as to give 
the matter further consideration. 





Iowa Confirms Timmons 

The Senate of the Iowa legislature has 
confirmed appointment of William Ed- 
ward Timmons, 34, of Dubuque, as Iowa 
Insurance Commissioner. Democratic 
Iowa Governor Herschel Loveless had 
sent up the name of Mr. Timmons, also 
a Democrat, almost three weeks ago. 
He will succeed Oliver C. Bennett, 
Mapleton, la., attorney as Commissioner 
on July 1. The appointment is for a 
four-year term. 

Mr. Timmons was born at Stanley, 
Wis., and received his B.A. degree at 
Loras College in Dubuque and his Bache- 
lor of Law degree at Georgetown Uni- 
versity, Washington, D. C. He served 
one year as an insurance adjuster and 
practiced law at Dubuque for eight years. 
He also served as an assistant county 
attorney for six years, 





Mutual of Hartford Gains 


The Mutual Insurance Co. of Hart- 
ford reported in its 127th annual report 
to policyholders on April 2 that total 
assets of $15,517,780 at December 3l, 
1958, showed an increase of $2,795,697 
or 22% over 1957. Policyholder’s surplus 
was $11,905,085, up $2,136,352. Net prem- 
iums earned in 1958 totaled $2,630,389, 
up $534,820. There was a net under- 
writing gain of $32,767. Net investment 
income, excluding capital gains, rents 
from and expense of home office build- 
ing, but after all investment expenses, 
came to $234,154. The underwriting 
profit, plus regular net investment in- 
come and net capital gain, less all in- 
come taxes and other items, provided 
an operating income of $464,372 which 
was carried to surplus. 


SETS MAY 22 FOR GOLF MEET | 

The Underwriters Golf Association ol 
New York will hold its spring tourna- 
ment on Friday, May 22, at the Garden 
City (N. Y.) Golf Club. The guest fee, 
as in previous years, will be $15. 

DEPEW, N. Y. BROKER DIES 

Walter Schultz, 68, an insurance broker 
in Depew, N. Y., for more than 48 yeats, 
died April 
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Larger Markets For Inland Waiting 


Three reasons why the average local 
agent or broker should write more inland 
marine coverage, and how this can be 
done, are related by Assistant Secretary 


Philip May of the Aetna Insurance 
Co. in “The Messenger,” publication 
of the Aetna Insurance Co. of Hartford. 
These reasons with the “how to write” 


the business Mr. May outlines as 
follows: 
“1. Inland offers volume. Hardly a 


piddling figure is inland marine’s annual 
$366,000,000 countrywide premium vol- 
ume. Aetna’s tape shows $13,533,200 and 
it’s approximately 10% of our total 
writings. How does the percentage of 
your office measure up? Are you miss- 
ing or achieving? 

“2. Inland has variety. Inland is of 
many things. The movement of personal 
property is basic. All transportation 
policies and floaters are inland. Just for 
confusing inconsistency, there are a few 
‘sitters,’ too, like bridges and television 
towers involving real property. Inland 
is property damage and liability; named 
perils and ‘all risks’; necessities and 
luxuries ; $10 premiums and $75,000 
premiums (a recent Aetna large one was 
$84,000—but they are sparse); trip poli- 
cies and continuous policies; can’t-get-it 
elsewheres and hasn’t-been-done-befores. 

“The pre-Christmas Atlas satellite, or 
just the transmitter in it sending forth 
the President’s message of peace to man- 
kind, can be written as inland including 
the business interruption. Inland marine 
is everything from accounts receivable 
to a Zulu’s bangle. 


Better Earnings 


“3. Inland means earnings. Because the 
commissions on inland’s $366,000,000 are 
also in dollars. Because inland is a 





Murphy Special Agent 


Resolute Insurance Co. 


D. D. Murphy, former South Carolina 
Insurance Commissioner, has been named 
special agent for the Resolute Insurance 
Co. of Hartford. Mr. Murphy served as 
executive director of the National Asso- 
ciation of Life Companies from 1954 
until 1956 when he resigned to enter the 
general agency business in his native 
Charlotte, N. C. For 10 years, 1944-54, 
he was Commissioner for South Carolina, 
and in 1953 was elected president of 
the National Association of Insurance 
Commissioners. 

He began in the insurance business 
as an agent for Carolina Life in 1928. 
In July, 1938, he became a chief inspector 
of field forces for the Insurance De- 
partment of South Carolina. Two years 
later he was named Deputy Commis- 
sioner and became Commissioner in 
September, 1944. He gained national 
prominence in 1947 when he was elected 
president of the National Association 
of Securities Administrators. 





Morris Personnel Head 


Of Aetna Insurance Co. 
Appointment of Joseph S. Morris as 
personnel director of the Aetna Insur- 
ance Co, is announced, Until July 1, 1959, 
Mr. Morris will be associated with the 
present personnel director, E. Wallace 
Champion, who retires at that time. 
Born in Belmont, Mass., Mr. Morris 
was educated in Belmont schools and was 
graduated from Duke University in 1941. 
He joined the Aetna in 1954 as an ex- 
Pense analyst and was appointed man- 
ager of the expense recording and _re- 
Porting department in September, 1955. 
In October, 1957, he was promoted to the 
Position of manager of the expense con- 
trols and internal audit department. 


badge of professional competence that 
every producer advertises and is proud 
of in his own fashion. Because you can’t 
sell on an account basis without rounding 
out in inland. Because the variety and 
flexibility of inland makes it a ‘sneaky’ 
attacker—if you don’t employ it, you 
may be sure it will be used against you 
to pinch off inland, fire and casualty. 
Because diversification is obvious strategy 
and business sense. Today the sore 
thumb is automobile—tomorrow, some- 
thing else. But right now there’s a 
little more capacity for you if you’ re 
solid in fire and marine. 

“4, And How!—Use a simple plan; a 
list of prospects, a conception of the 
operations and needs of each prospect, 
recognition of what inland can do and 
finally the presentation. Your first list 
of prospects is your own clients. The 
next list is the ‘customers you'd like 
to have.’ Research them beforehand 
through mutual friends, their account- 
ants or employes. Look for openings 
whereby thoughtfully designed inland 
covers reduce non-insurance operational 


costs—such tricks make vital impres- 
sions. ; * 
What about inland recognition or 


know-how? Encourage your staff, every- 
one, to take the Aetna marine corres- 
pondence course—17 concise lessons in 
booklet form with the student setting 
his own pace and no cost or obligation. 

“But with a plan in motion, the re- 
search completed and the _ prospects 
lined up in a row, someone has to give 
the order to fire the number one gun— 
that’s you.” 





Elect Jervey Treasurer 


Of the National Board 


Charles P. Jervey, vice president of 
Travelers Indemnity, has been elected 
treasurer of the National Board of Fire 
Underwriters, effective April 1. He suc- 
ceeds Daniel R. Ackerman, who had 
served as treasurer since 1954. Mr. Acker- 
man resigned as treasurer because of 
his retirement as chairman of the board 
of directors of the Great American. 

Jervey, who is a member of the 
National Board’s executive commiittee 
and member and former chairman (1954- 
1957) of the actuarial bureau committee, 
also has served on the following: 

Adjustments committee, 1948-49; laws 
committee, 1948-49; executive committee, 
1949-52; actuarial bureau committee, 
1952-54; chairman, construction of build- 
ings committee, 1952-54; member same 
committee, 1954-57. 

Mr. Jervey, who entered insurance in 
1914, joined Travelers Fire in 1925. He 
was made assistant secretary of its 
Southern department in 1927, secretary 
in 1934, and was elected vice president 
in 1946. 





(Connell on Auto 


(Continued from Page 23) 

ing about but we do envisage wholesale 
pirating of our expirations by some mal- 
evolent force should the policy come 
equipped with an anniversary date or a 
billing date rather than become com- 
pletely and wholly extinct as of one 
minute past a stipulated moment after 
midnight or lunch time, as the case may 
be,” Mr. O’Connell said. 

“Actually, there are few agents who 
do not have some forms of continuous 
coverage in their portfolios, contracts 
that have been automatically renewed 
for so many years that the original rec- 
ord is fading and torn, but seldom if 
ever, is there cause for apprehension or 
complaint, As a matter of practice, all 


Jann Joins Atlantic in 


Midwest Claims Dept. 


Robert F. Jann has joined the Atlantic 
Companies (Atlantic Mutual and Centen- 
nial) Midwest division as assistant man- 
ager of the claims department. Mr. Jann 
is well known in insurance circles in 
Chicago where he has been supervising 
adjuster for one of the company groups 
for some years. He has also served in 
production and underwriting capacities 
in Ohio, Michigan and Illinois. Mr. 
Jann is a director of the Association of 
Fire Insurance Examiners of Chicago, 
a member of the Western Loss Associa- 
tion and of the Blue Goose. 

In his new duties he will be.assistant 
to Frank V. Schepis, claim manager in 
the Midwest division offices at Chicago. 


Atlantic branch and service offices in 
the Midwest division are located in 
Cincinnati, Columbus, Detroit, Grand 


Rapids, Indianapolis, Milwaukee, Minne- 
apolis and St. Louis. 





of us consider our policies to be con- 
tinuous in effect and we pride ourselves 
on assuring our customers that as long 
as they deal with us they need never 
fear an expiration. 

“We will never reassert our leading 
position in the industry by constant de- 
fensive action. No matter what the cost. 
we must discontinue our practice of es- 
tablishing ‘average’ rates, from which our 
competitors alone may deviate, wher- 
ever they advertise and promise a reduc- 
tion we must be equipped to make a 
similar promise. 


Seek Preferred Risks 


“We must go on the offensive through 
the sale of automobile insurance to pre- 
ferred risks at such cost as will be be- 
yond the reach of any direct writing 
competitor and in order to do this we 
must establish a classification system 
which will take into consideration every 
conceivable element of driving history, 
so that even though it takes ten or 
fifty or a hundred classifications, we will 
discontinue the practice of taking sub- 
standard or relatively substandard risks 
at standard rates, because of the inflex- 
ibility of our rating schedule. 

“The absolute rock bottom rate must 
be made available to the highly de- 
serving, accident free, violation free risk 
and his cost must be increased, depend- 
ing upon his driving experience or lack 
of it, his attitudes, his inclinations, his 
associates, the number of operators, their 
experience, their background and their 
history. Few risks of good moral char- 
acter need ever be shunted to an As- 
signed Risk Plan if our system of rating 
were fair and just and equitable. While 
we recognize those who are accident 
free and who achieve that status we 
must at the same time provide a system 
of penalties and surcharges for those 
whose experience and attitude would 
ordinarily justfy declination at an estab- 
lished rate. Only then, will we be able 
to advertise that ‘good drivers,’ ‘safe 
drivers,’ are entitled to ‘substantial dis- 
counts under our careful driver plan,’” 


asserted Mr. O’Connell. 


Commissions Based on Service 

“We will reassert our position in the 
industry when the companies we repre- 
sent choose to sell their product in ac- 
cordance with their own cost of manu- 
facture, their own method of distribution, 
their own extension of service and their 
net cost. Also when each company 
executive bases his acquisition cost on 
the nature of the services his agents 
must give, on the portion of his expenses 
they will bear, on the type and class 
of business they produce, on their will- 
ingness and their ability to keep proper 
books and records, on their willingness 
to issue their own policies, on their 
willingness and their ability to code and 
otherwise prepare their records for auto- 
matic handling, on their willingness to 
handle their own losses or a great ma- 
jority of them, on their willingness to 
waive the insane luxury of flat cancella- 
tion, on their willingness and ability to 
collect their proper premiums and to pay 
their accounts with a minimum of delay. 

“We will reassert our position when 





every company executive says to his 
agents, ‘we want to pay you top dollar 
but those are the rules and we're going 
to dock you for every one you violate. 
When we tell you that we want a com- 
pleted application on new risks we mean 
exactly that and when we say we want 
a risk classified every year or two years, 
that’s exactly what you must do. We 
know that somehow or other very few 
of your drivers ever experience those 
thrilling years between 16 and 25 and 
that none of your assureds ever drives 
more than three miles to work. If you 
want to play that way you'll have to 
pay for it out of your own pocket.’ 


Flat Cancellations 

“We will reassert our position in the 
industry when the companies have nerve 
enough to say to their agents, ‘I don’t 
care what your surveys show, any idiot 
knows that you can’t give complimentary 
insurance for 30, 60 or 90 days or even 
for five minutes, without losing some 
money. You know and so do we that 
90% of your flat cancellations would be 
el cadicaiad overnight, if you had to pay 
for them and if you want top commission 
dollar with our outfit, that’s exactly what 
you'll have to do,’ 

“Many of these practices are at vari- 
ance with established agency policy. 
Some of them involve problems that are 
deep and fundamental to our independ- 
ence of thought and action. All of them 
require tolerance and good faith and 
complete understanding between us as 
agents and our principals. 

“Agents do not have the privilege of 
sitting on the side lines, while insurance 
companies cut each others’ throats,” Mr. 
O’Connell stated. “The throat cutting 
goes on just the same, but now the agent 
too has an exposed jugular vein. Now-a- 
days, all of us, agents, Bureau companies 
non-Bureau companies, non-affiliated 
companies, agency stock and agency mu- 
tual are all fighting bitterly but aimlessly 
among ourselves, seeking to preserve the 
remnants of a defeated, outmoded rat- 
ing system and a cumbersome, moss- 
backed sales system, while the ‘smart 
money, the merchandising experts, are 
slashing away at our soft under belly, 
as dollars stained with our life’s blood, 
go into their treasure chests.” Mr. 
O’Connell declared. 

“Someday, perhaps sooner than we 
think, the same problems will confront 
the agency system with respect to every 
other line of business in our sample 
case. Those organizations which bypass 
the independent agency system and are 
contemptuous of its value can never be 
satisfied with their achievements, can 
never reach an ultimate goal. Even now 
they reach toward the other lines we 
control and if experience is any criterion, 
if we, agencies and companies alike, con- 
tinue to cower and flinch and retreat and 
avoid the issues on other lines, as we did 
and as we are doing in automobile mat- 
ters, the agency system and the agency 
companies as we know them, face a 
tough and uncertain future. 
~— 

Selective Underwriting 

“The selective underwriting system, 
the preferred risk system, discriminatory 
though it may be is not dishonest, not 
illegal, not the work of enemy agents. 
Even though it has prostituted the orig- 
inal meaning of the term insurance and 
has siphoned a vast quantity of desirable 
risks into channels other than our own, 
it has met with public approval and will 
be with us until the very end of time. 

“Tf we have been stubborn and in- 
different as we have been, our companies 
have been equally so. If anything, theirs 
is the greater fault because they have the 
power of creation, the power of initiative 
which we do not enjoy. We have had 
the right to expect from them the ingen- 
uity and the leadership which comes 
from any creative authority, but instead, 
they have preferred to huddle together, 
members, non-members and subscribers 
alike, under the protection of a shelter- 
ing system, alike as peas in a pod ex- 
cept for a few externals, fearful and 
suspicious of each other, while the real 
dangers came from those outside their 
fold, those who were contemptuous of 
their statistics and who entirely ignore 
their agency system of distribution.” 
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Ralph Neely Elected President At 
NASBP Annual Meeting In New York 


Oklahoma City Agent Succeeds Wm. R. Phillips, Now Board 
Chairman; Cushman and Phelps Smith Reelected; T. L. 
Sedwick and Alfred G. Mansfield Among Speakers 


would probably experience failure and, 


Ralph Neely of the Ball & Neely 
Agency, Oki: thoma City was elected pres- 
ident of the National Association of 
Surety Bond Producers at its three-day 
17th annus il meeting in the Hotel Plaza 
here, last week. The selection of Mr. 
Neely was acclaimed a good one, by dele- 
gates. He succeeds William R. Phillips 
of Birminghz um, Ala., who now becomes 
chairman of the board of NASBP. : 

Donald H. Denton, Charlotte, N. C., 
was elected first vice president; Malcolm 
Dunlap, Auburn, Me., second vice presi- 
dent, and Victor Risley, Portland, Ore., 
third vice president. 

H. Phelps Smith, Nashville, was re- 
elected executive director, and Edward 
H. Cushman, Philadelphia, was re-elected 
secretary and general counsel. 

Me rs il vice presidents elected were: 

L. Carr, New York; Charles Carroll, 
ae John J. Curtin, Cambridge, 
Mass.; Jack East, Jr., Little Rock: 
T° << Meld TH. “St. Paul: James. B. 
McKee, Nashville; Joseph H. Miller, San 
Francisco; C. H. Ritter, Denver, and 
James A. Vaughan, Columbia, S. 

Elected to the board of directors were 
Travis Bailey, San Antonio, Texas; 
Robert K. Cope, Milwaukee; T. W. 
Foran, Toronto; R. Lewis Patton, Char- 
lotte, N. C.; Thomas D. Rutherfoord, 
Roanoke, Va.; Walter Schilling, Wash- 
ington, D. C., and M. L. Taylor, Los 
Angeles. 

Cushman Moderates Panel 


Edward H. Cushman, Philadelphia, 
secretary and general counsel of NASBP, 
moderated a panel on “The Relationship 
between Contractors, Subcontractors, 
Credit Men pes Sureties.” This was held 
Friday, April 3 

One of the panelists, James W. Caw- 
drey, president, Associated General Con- 
tractors of America, declared: “The cost 
of the surety bond between owner and 
general contractor and between general 
and subcontractor is, like the 
fee, a sound business invest- 
ment reasonably priced.” 

Mr. Cawdrey, who is from Seattle, 
said “I think it would be very fortunate 
indeed, if a universal plan could be 
adopted whereby all general contractors, 
as a matter of policy, would require 
that a performance bond be furnished 
by each and every subcontractor when 
he is awarded his subcontract. If the 
subcontractor knew when he bid the 
job that he would be requested to pro- 
duce financial statements and prove his 

capabilities and experience and to secure 
a performance bond in connection with 
his subcontract, I am sure that he would 
take a second look before taking a care- 
less chance on getting the job. I feel 
that there are too many unqualified 
irresponsible subcontractors bidding on 
the various items of work, as well as 
there are too many general contractors 
bidding on work that they are not capable 
of handling, organizationally, financially, 
or experience wise. 

There are many of the larger general 
contractors who, because of policy in 
their company, request a performance 
bond from each and every subcontractor, 
said Mr. Cawdrey, adding, “However, we 
all know that in too many cases genera! 
contractors require a performance bond 
from the sub only when the sub is 
substantially low and it looks like he 


contractor 
architect’s 


therefore, leave the bonding company 
holding the bag. This, I am sure, we 
all agree is not fair or just or proper. 
“General contractors firmly believe in 
pre-qualification and, certainly, the bid 
bond is, in a sense, pre- -qualification. Why 


then not require a bond for all sub- 
contractors?” he asked. I , 
Stressing that methods of handling 


bond credit could be improved by some 
companies and their agents, and that the 
need is imperative to develop greater 
unity among all segments of the con- 
struction industry and to build a strong 
cohesive organization for the largest 
industry in the country, Mr, Cawdrey 
said: “All of us, as representatives of 
this Number One Industry, certainly 
have a responsibility to the’ public, as 
well as to ourselves and the younger 
generation to follow us, to carry on the 
contract method of construction which 
historically has proved to be the only 
method of obtaining the most for the 
construction dollar.” 

Reporting to the surety bond _ pro- 
ducers that on last February 5 the Comp- 
troller General issued a ruling to the 
Secretary of the Army, changing a pre- 
vious position of his Agency, authorizing 
rejection of bids submitted without bid 
security on invitations issued after April 
6th of this year, Mr. Cawdrey said, 
“This has been a subject of Seetcendl 
protest from the AGC for many years. 
The AGC has a recommendation from 
our Joint Cooperative Committee with 
the American Institute of Architects that 
a contractor should be allowed to select 
the surety of his choice. The sense of 
this recommendation is now included in 
the recently revised ‘Suggested Guide 
to Bidding Procedures’ jointly developed 
by the AIA and AGC. This guide basi- 
cally spells out the recommended ground 
rules for fair bidding procedures on 
private work.” 


Remarks of Standard Accident’s 
L. Sedwick 


The importance of the subcontractor 
in the construction field is as great today 
as it ever was, said T. L. Sedwick, vice 


(Continued on Page 37) 





Established 1923 
Confer 
with us 








Tel.: Mitchell 2-0963-4-5 
New Jersey 
Risks 


A. W. MARSHALL & CO. 


One of New Jezsey’s Leading General Agencies 
744 BROAD STREET, NEWARK 2, N. J. 





Memphis Business Men 
Buy Monticello Ins. Co. 


JAMES O. GARNER NEW PRES. 


Financial Control Previously Held by 

Morris Turetzky of New York; To 

Establish Home Office in Memphis 

A group of Memphis business men 
have brought controlling interest in the 
Monticello Insurance Co.,  formeriy 
located in Nashville, and are = iblishing 
its home base in Memphis. A. I. Davies, 
president of the Memphis Chamber of 
Commerce, hailed the purchase of con- 
trol in the Monticello as “a major new 
asset to the city.” He said the Chamber 
has long been actively interested in 
getting a fire and casualty company 
located in Memphis. 

The Monticello, which began business 
in Tennessee in March, 1954, has been 
up to this time owned, controlled and 
operated by New York interests. Ac- 
cording to Best’s Insurance Reports the 
financial control has been held by Morris 
Turetzky, president, and Estelle Saitz, 
secretary-treasurer. Mr. Turetzky, who 
formerly operated a general agency in 
Monticello, N. Y., is affiliated with Excess 
Associates, Inc., an excess line organi- 
zation in New York. He is also an 
attorney. 


New Officers ofthe Company 


The newly elected officers of the 
Monticello include president—James O. 
Garner, insurance attorney, formerly 
connected with National Surety Corp.; 
vice president in charge of claims—E J. 
Smythe, formerly with General Motors 
Insurance Co. and Smythe Adjustment 
Service; vice president and agency 
director—Harold A. Mann, an insurance 
veteran of 20 years’ standing, and gen- 


eral counsel—Walter C. Chandler, former 
mavor of Memphis. 
The new board of directors is com- 


prised of these officers plus Arthur R. 
Davant Jr., realtor and mortgage loan 
banker; Chris H. Fiedler, roofing and 
cold storage contractor; William N. Fry 
Jr. president of Fischer Lime & Cement 
Inc.; A. D. McClellan, president of 

in Bie Securities Investment Co.; Jeans 
W. Pattinson, vice ey of Memphis 
Bank & Trust Co.; R. C. Shannon 

of Dresden, Tenn., lie and director 
of Weakley County Bank; Walter R 
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Rate Making Next 

For Insurance Probe 
McHUGH TELLS NAIC MEET 
O’Mahoney Senate Investigation Seeks 


Data on Rate Techniques, Operations 
From Insurance Departments 





Donald P. McHugh, counsel of the 


U. S. Senate subcommittee investigating 
insurance industry, revealed at the recent 
zone 2 NAIC meeting in White Sulphur 
Springs that the next area for scrutiny 
will be rate making techniques and regu- 
lation. He said the subcommittee has 
already circulated questionnaires to the 
state Insurance Departments. 

“It is hoped,” Mr. McHugh said, “that 
the statistical data compiled will afford 
a reasonably accurate basis for measur- 
ing the extent of competition.” 

Although, the speaker said, the 
Supreme Court has “largely demolished” 
threat of Federal intervention if state 
regulation is effective, “areas remain 
where no cases have been brought test- 
ing the outer limits of Federal jurisdic- 
t.on. 

_ Mr. McHugh is staff director of the 
investigation headed by Wyoming Demo- 
cratic Senator Joseph C. O’Mahoney. 

[hese questionnaires are the second of 
a series being sent to the state Insur- 
ance Commissioners. The first dwelt on 
insurance department functions and 
operations, 

How Much Actual State Supervision 


In addition to the information sought 
with regard to rating, Mr. McHugh said, 
the questionnaire, “because of the (E ighth 
Circuit Court) decision in the Travelers 
Health case and the broad claims to 
regulation by certain States—attempts 
to ascertain what supervision in fact is 
maintained by the State over the busi- 
ness done by mail in other States of a 
company licensed in that State. It is 


important that the Congress learn 
whether such statutes have the effect 


only of divesting the Federal Govern- 
ment of jurisdiction, or whether they 
can and do effectively curb improper 
mail order practices outside the State.” 

In the Travelers Health case, the 

circuit court ordered dismissal of a Fed- 
eral Trade Commission cease and desist 
order barring use of advertising found 
to be deceptive, on the grounds that 
Federal jurisdiction was precluded by 
the McCarran Act. 
_ Points with which the questionnaire 
is concerned include: 1. The methods by 
which standards that rating laws require 
Commissioners to apply in order that 
rates are not excessive or discriminatory 
are employed in making decisions on rate 
filings. “The central issue is whether or 
not such a vague standard of rate review 
is adequate for effective administration,” 
Mr. ge lee declared. 

2. A determination of the “full nature 
and extent of the Commissioner’s power 
to control the rate level within his juris- 
diction,” including an analysis of the 
power to initiate rate level changes. 

3. The extent of the Commissioner's 
authority over dividends which can be 
paid for various classes of business, re- 
gardless of actual or projected loss 
experience and cost of administration. 

4. A measurement of the workload of 
Insurance Departments in the handling 
of rate matters and complaints upon a 
prospective basis. To accomplish this, 
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Neely Heads NASBP 


(Continued from Page 36) 


president of Standard Accident, in dis- 
cussing surety aspects on the panel. 
“General contractors are becoming more 
aware of their responsibility for sub- 
contractors’ bills. And the practice of 
bonding subcontractors seems to be be- 
coming more widespread. 

“There are many specialists operating 
as subcontractors whose skill and finan- 
cial strength are such that they present 
no bonding problems at all, but there 
are plenty where all underwriting con- 
siderations need be most carefully con- 





defaults and failures occur mainly among 
new and inexperienced contractors who 
have entered the field since World War 
II and many | within only the past, three 
to five years,” Mr. Roper stated. “Since 
experienced and qualified contractors are 
forced to bid competitively against the 
inexperienced and unqualified, the stand- 
ards of the entire construction industry 
are forced downward.” 


On all construction jobs there must be 
a far greater degree of cooperation be- 
tween credit men, bonding companies, 


contractors and subcontractors than there 
has been, 
pected, 
company’s 


if improvement is to be ex- 
said Mr. Roper. “If a bonding 
representatives are given 


Left to right—Francis L. Madden, V. P., American Insurance Co.; C. W. Olson, Jr., 
Chicago, president, National Assn. of Casualty & Surety Agents; Ralph Neely, 
Oklahoma City, newly elected president, National Assn. of Surety Bond Producers; 
T. L. Sedwick, V. P., Standard Accident, and Harold W. McGee, Los Angeles. 
Photo taken at NASBP annual meeting in N. Y. by Will Moore, Wichita. 





sidered and expertly appraised. The 
sub’s finances must be strong for at 
least two reasons. His retainage is 
usually held out until the general gets 
his. A controversy between the general 
and the owner on matters entirely aside 
from the sub-contract can hold this up. 
Changes involving extra costs are another 
problem. The sub is at the mercy of 
the general in the development and pay- 
ment of these additional costs. Too 
often the sub-contract itself, subject to 
no required formality, lacks precision 
and leaves all parties, including the 
surety, in a state of real doubt as to 
whether the performance demanded was 
contemplated and included.” 

As for the surety, Mr. Sedwick stated 
“We act within a contractual framework; 
not seeking loopholes but seeking con- 
firmation of respective rights and re- 
sponsibilities. To that end where we, as 
an industry, have had an opportunity to 
express our agreement of obligation we 
have endeavored in the bonds we have 
drafted to spell out what we are willing 
to do. We endeavor to convey clearly 
a realistic obligation in plain language. 

“Many represented here are in the 
business of providing suretyship. I 
think we will endorse the proposition 
that a bonded subcontractor does add 
to the security of the general contrac- 
tor’s engagement, The subcontractor able 
to present a bond has met the qualifica- 
tions of the surety, and should adversity 
befall him the assets and experience of 
a sound financial institution properly 
called upon are much more comforting 
than a tax deduction.” 


Credit Men’s Viewpoint from 
Robt. L. Roper 


The credit men’s viewpoint was pre- 
sented by Robert L. Roper, assistant 
secretary, National Association of Credit 

anagement, New York. Construction 

Rilores in 1958 were five times more 
humerous than they were ten years ago, 
said Mr. Roper, and liabilities involved 
Were eight times higher. Recent experi- 
ence indicates that this trend is con- 
tinuing, 

“Individual records on contractor de- 
faults and construction failures indicate 
Overwhelmingly that the bulk of such 


warning by the contractor’s or sub- 
contractor’s creditors at the first sign 
of trouble, they can often go in and 
correct a situation while it is still in 
its early stages. A credit man whose 
company is supplying material on a 
bonded job should have the assurance 
that the bonding company has made an 
adequate preliminary investigation before 
it grants the bond.” 

Credit men hold a high regard for 
bond protection and surety practices gen- 
erally, said Mr. Roper, who also felt 
that “higher standards are needed in 
the bonding of contractors and subcon- 
tractors, in the awarding of contracts 
by owners and architects, and in the 
extension of credit by suppliers.” 

The suppliers’ viewpoint was offered 
by Harold A. Webster, vice president, 
National Electrical Contractors Associa- 
tion, who said that “the relationship 
between contractors, subcontractors, their 
suppliers and those who back them with 
credit and bonds must be that of mem- 
bers of the same team whose primary 
objective is to make a dollar by serving 
the customer well. The relationship be- 
tween a prime contractor and the sub- 
contractors on a job is essentially that 
of a joint venture. The setting of the 
price for the job is a joint venture in 
which their estimating ability is brought 
into play to provide one of the big pius 
services of the contract method of con- 
struction — the ability to price a job 
before the customer commits a_ cent 
beyond the cost of the design. This is 
a very delicate relationship and it is 
exposed to all sorts of pressures and 
influences.” 


On Over-Extension of Credit 
By Suppliers 


Commenting on the over-extension of 
credit by manufacturers and distributors 
to contractors without adequate financial 
capacity, the credit problems brought 
about by the misuse of retentions and 
other faults, Mr. Webster said, “Our 
view is that these malpractices can best 
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The satisfaction that agents feel 

in dealing with Public Service is not built 
on one factor. It takes a healthy combination. 
It takes confidence — speedy and sufficient 
service — and a pricing structure that has’ 
agent success in mind. Give us a call 

and let us discuss ways of making your 
satisfaction perfect. 


20% DEVIATION 
General Liability All Forms 


15% DEVIATION 

Fire and Allied Lines 

10% DEVIATION 

Auto liability, other than private vehicles 


DIVIDEND PAYING 
Workmen’s Compensation 


our deviation arrange- 
ment and liberal 
commission make 
Public Service insurance 
easier to sell. 


MUTUAL INSURANCE CO. 

35 years of public service 

HOME OFFICE 

10 Columbus Circle, New York 19, N.Y. 


C. H. Ritter, Denver G. A., 
Recognized by U. S. Casualty 


The officers and department heads of 
the United States Casualty gave a dinner 
April 3 in honor of C. H. 
agent in Denver, Colo., 
his 25th anniversary with the company. 
He was presented with a clock, 

At this affair, held at Hotel Pierre, 
New York, the toastmaster was Frank 
M. Bullen, vice 
the main speaker was George E. Day, 
president of the company, 
appreciatively about Mr. 
ful service over the 


Ritter, general 
in recognition of 


president-secretary, and 
who spoke 
Ritter’s faith- 
years. He stressed 
the warin feeling that exists between the 
home office and the Ritter General 
Agency. 

As one of the leading agencies repre- 
senting the United States Casualty, the 
Ritter office does a sizeable 
Ritter, its president is a 
member of the National 


volume of 
business. C, H. 
Assoication of 


Surety Bond Producers and attended 
its annual meeting last week in New 
York. He also belongs to the National 


Association of Casualty & Surety Agents 
which meets annually at White Sulphur 


Springs. 





be ci ther as close to the point where 
they begin as possible. This is difficult 
and will require those farther out on the 
line of activity to observe prudence and 
restraint. That is to say that the over- 
extension of credit by a supplier who 
wants the order more than anything 
else is something the credit man himself 
must stop. He owes that to this indus 
try. The writing of a bond for a marginal 
or ‘shaky’ or over-extended contractor 
is something the bonding company must 
avoid. 

“The bonding companies owe that to 
the industry. The opportunities for 
reasonable profit in too many jobs these 
days are being destroyed by incompetent 
or over-extended contractors whose only 
real qualification is that somebody was 
willing to bond them.” 

A further discussion of suppliers’ 
problems was offered by John M 
Rhoades, Sarasota, Fla., president of the 
National Association of Plumbing Con- 
tractors, who advocated certain standards 
in the bonding of subcontractors and in 
the interrelations between general con- 
tractors and subs. 

Following the panel discussion, William 
Stanley Parker, FAIA, Boston, who has 
held a number of official positions in 
the American Institute of Architects, 
discussed various bonding developments 
from the architect’s viewpoint. 


Heard Alfred G. Mansfield of 
Portland, Ore. 


The producer’s view of the surety 
business was presented during the meet- 
ing by Alfred G. Mansfield, Portland, 
Ore., a member of the bond producers’ 
association, who commented on the fan- 
tastic growth of population and_ said 
that businesses have grown equi ally 
rapidly, “some of them too fast, with 
management unable to keep pace with 
growth, particularly in the Northwest 
area, 

“The surety business, especially agen- 
cies,” added Mr. Mansfield, “has been 
unable to keep pace through existing 
personnel facilities. The success of a 
business depends so largely on the people 
who run it.” He decried the attempts 
of some companies to compel agents to 
get business at lower rates or to write 
too much business for contractors, there- 
by over-extending them. 


“Loss prevention experts, rather than 


adjusters or claim experts,” Mr. Mans 
field said, “are of more value to the 
surety business, especially since the 


growth of the construction business and 
the influx of new contractors will bring 
in many borderline cases, and that would 
increase the loss and expense ratios of 
the surety companies.” 
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Responsibility of State Governments In 
Auto Ins. Problems Seen by Dorsett 


Washington, April 9—J. Dewey Dor- 
sett, general manager of the Association 
of Casualty and Surety Companies, 
served notice today that the time has 
come for the insurance industry to “stand 
up and fight” and to boldly answer 


attacks and damaging in- 
rate trends in 


unwarrented 
about 
liability 


rising 
insurance. 

address before the Kiwanis 
Mr. Dorsett said it is the 
industry to clear up public 
misunderstanding by presenting hard, 
solid facts. He declared that it will be 
necessary to increase automobile liability 
long as conditions 
continue. 

is unfair “to deny 
sake of political 
a clear show- 


accuracies 
automobile 
In an 
Club here, 
duty of the 


insurance rates as 
forcing such rises 

Mr. Dorsett said it 
an increase for the 
expediency, in the face of 
ing that the insurance companies are 
operating their business soundly and 
still losing millions of dollars year after 
year on existing rates.” 

He told his audience it is untrue that 
insurance companies seek higher rates 
because they want to soak the public, 


and he listed five major reasons—all 
beyond the control of the companies— 
which make it imperative to increase 


liability rates. He said the 
“steadily increasing num- 
accidents, general economic in- 
flation, rising jury verdicts, rising costs 
to repair both vehicles and people fol- 
lowing accidents and padded and fraudu- 
lent claims.” 


automobile 
hive tactors are 
bers of 


Comment of State Regulation 
“For a great many years insurance 
has been subject to some forms of 
supervision and regulation by the several 
Dorsett told 


state governments,” Mr. 
the audience. “Following the United 
States Supreme Court’s decision that 


is in interstate commerce, our 

price we must charge for 
sound insurance protection—have been 
subject to very close supervision and 
regulation by each of the state govern- 
ments, this in lieu of overall regulation 
by the Federal government. 

“Let me make it clear beyond mis- 
understanding that we do not resent or 
oppose proper state regulation of our 
rates. We recognize that, perhaps to 
a greater degree than any other business, 
insurance deeply and profoundly affects 
the public interest and welfare. To a 
very great extent, the people of the 
United States depend upon insurance 
for economic security against the perils 
of fire and accidents and sudden per- 
sonal disasters. It is greatly to be 
doubted that the economic system on 
which you and all business depend could 
survive without the protection and 
strength of free enterprise insurance. 
We accept, therefore, the principle that 
government has a duty to protect the 
people as a whole, against rates that 
are either excessive, inadequate, or dis- 
criminatory. 

“But we do resent, and we are now 
compelled very forthrightly to oppose, 
the more recent injection of sheer poli- 
tical fears, timidity, expediency and plain 
selfishness into the sound and legally 
correct state government regulation of 
the great and vital business of insurance. 
We equally resent, and shall now vigor- 
ously and publicly answer, the latter day 
habit of some holders of high public 
office in some states to fly into print 
with unwarranted and untrue attacks on 
insurance rates as a means of capturing 
headlines designed to prolong their own 
tenure on the public payroll. 


insurance 
rates—the 


Rate Making and Politics 


“It is one thing to enact wise and 
fair laws that provide for the manner in 
insurance companies shall submit 
for changes in rates, either up 
the examination of such filings 
duly constituted states super- 
authorities, and the conditions 


which 
filings 
or down; 
by the 
visory 


upon which the Insurance Commissioner 
shall approve or disapprove those rates, 
or, perchance, demand additional data. 
But it is quite another thing for the 
Governor or the Insurance Commissioner 
of a state to dictatorially order a rate 
filing denied, not because there was the 
slightest evidence that the proposed rate 


was unjustified, but solely because the 
public official in question feared approval 
would mean reprisal at the polling places 
on next election day. 

“Consider,” Mr. Dorsett asked, “what 
has happened in the field of automobile 
liability insurance, which you and the 
public hear and read more about these 
days than any other line of insurance. 
There are now between 65 million and 
75 million motor vehicles on the streets 
and highways of America, and it is 
conservatively estimated that from 80 
to 85 per cent of those vehicles are in- 
sured. That is a lot of votes and, as 
one who spent some years in public 


office, I can sympathetically understand 
why any public office holder would want 
to be sure of his facts before approving 
an increase in the price those 65 to 75 
million owners will have to pay for their 
insurance,” the speaker remarked. 
“But to deny an increase for the sake 
of political expediency, in the face of a 
clear showing that the insurance com- 
panies are operating their business 
soundly and still losing millions of doll: irs 
year after year on existing rates, is not 
a service to the voters. It is a distinct 
disservice, and at least an evasion of the 
rating statutes, which provide that 
though rates must not be excessive, 





*Unforeseen events... need not change and shape the course of man’s affairs’’ 





One’s enough 


One good watchdog can usually protect your home. And so can one good insurance 
policy—when it’s a complete package. A Maryland Homeowners Policy can protect 
you against financial loss from fire, windstorm, theft, and personal liability... 
against loss from many hazards. It’s convenient and this ONE policy in most cases will 
cost you less than if you purchased the same broad coverage in separate policies. 
You can get this modern protection from your local independent insurance agent or broker. 
Remember: because he knows his business, it’s good business for you to know him. 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


4 Maryland Homeowners Policy is only one of many forms of Maryland protection for business, industry, and the home. 
G asualty Insurance, F ‘édelity and Surety Bonds, and Fire and Marine Insurance are available through 10,000 agents and brokers 





Another striking advertisement to help build more business for the local agent or broker 
by dramatizing the importance of insurance to value. 
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neither shall they be inadequate, lest 
a day may come when the companies 
will no longer have enough money left 
in their reserves to pay the rising, 
rising, rising claims that pour in.” 

He added that “the question of why 
rates are where they are and where 
they are going, begins with traffic acci- 
dents.” The whole enormity of the 
trafic accident tragedy is untold, he 
said, and that up to now safety organi- 
zations have been arriving at conflicting 
toll approximations. 

Mr. Dorsett declared the insurance 
companies estimate that there are be- 


tween 11 million and 12 million traffic 
accidents—fatal, personal injury and 
property damage combined—annually. 





When the figures for 1958 are available, 
he continued, “the total may be more 
like 12 to 13 million.” He said estimates 
of the economic loss from traffic acci- 
dents range from $5.3 billion annually 
to more than $7.25 billion annually. 


Rates Lag Behind Claims Cost 


Mr. Dorsett pointed out that the com- 
panies’ underwriting losses in automobile 
insurance from the end of World War II 
to January 1, 1958 were $494 million and 
it is estimated that the losses through 
1958 brought this figure up to $600 
million. He cited figures showing that 
automobile liability insurance rates still 
lag far behind the rise in the cost of 
living and particularly the rise in the 
cost of those commodities and services 
that are involved in paying claims. 

United States Department of Labor 
statistics, converted to a 1935-39 base, 
show that hospital rates have gone up 
313%, medical care has gone up 112%, 
the prices of new automobiles have gone 
up 147% and automobile repair costs 
have gone up 95%. During this same 
period, Mr. Dorsett said, automobile lia- 
bility insurance rates have gone up 
only 86%. 

Mr. Dorsett declared that the main 
responsibility for solving the rate prob- 
lem “rests squarely on the shoulders 
of the state governments.” He added: 
“The insurance companies have spent 
millions of dollars trying to persuade 
the public to drive more carefully. Only 
recently, ACSC, the American Mutual 
Insurance Alliance and the National As- 
sociation of Independent Insurers, whose 
companies together write the vast ma- 
jority of automobile insurance, joined in 
establishing the Insurance Institute for 
Traffic Safety. 

“Thus, we shall make a combined 
effort to show how traffic accidents can 
be reduced, so that insurance rates may 
follow. But I must tell you that per- 
suasion alone will never get the job 
done,” he added. 

“Only the state government can make 
people drive more carefully. Only state 
governmeits can enact adequate motor 
vehicle laws. Only the state govern- 
ments can put enough policemen on 
the streets and highways to assure full 
and impartial law enforcement. Only tlic 
state governments can insist that the 
courts punish drivers according to the 
severity of their crimes. 

“Only the state governments can stop 
ticket fixing and put off the road those 
who will not obey the law. Only the 
state governments can maintain adequate 
reporting systems that will show the 
true enormity of our traffic accident 
scandal and thus arouse the people to 
demand corrections in words and tones 
that will be heard and heeded by those 
who hold high public offices. 

‘These are matters beyond the control 
of the insurance companies. And | 
would be less than honest if I did not 
tell you, in all candor, that until state 
sovernments do their part, until they 
stop treating a major disaster so casually 
that the great majority of them don’t 
tven have adequate and accurate acci- 
dent reporting systems, until they bring 
public opinion to their support by mak- 
mg the whole truth known, the insur- 
ance companies must demand rates that 
Will take them out of the red and give 
them a small profit for the services 
they render,” 


Wise and Swanson Named 


AMIA Assistant Managers 


Two assistant managers, Henry F. 
Swanson and Paul S. Wise, have been 
named on the staff of the American 
Mutual Insurance Alliance, it was an- 
nounced last week by Newell R. John- 
son, general manager of AMIA. Both 
are AMIA staff members. 

Mr. Swanson, with the Alliance since 
1927, was made assistant secretary in 
1948 and secretary in 1954. He also is 
secretary of three associations affiliated 
with the Alliance—the Federation of 
Mutual Fire Insurance Companies, the 


National Association of Mutual Casualty 
Companies and the National Association 
of Automotive Mutual Insurance Com- 
panies. 


ACSC Safety-Aid Leaflets 

The Association of Casualty & Surety 
Cos. recently published two interesting 
pamphlets. The first leaflet, “The Drink- 
ing Driver, Traffic Safety Delinquent 
No. 1,” re-emphasizes the need to correct 
the evil of motorists who drive under 
the influence of alcohol. The other pam- 
phlet, “Your Youth Traffic Safety Con 
ference,” is designed as a guide for 
conferences in which young drivers from 
various schools and communities get 
together to identify common traffic acci- 
dent problems and endeavor to provid 
solutions for these problems. 


Mr. Wise has been with the Alliance 
staff since 1952 and manager of its legis- 
lative bureau since 1956, heading up a 
legislative staff which annually screens 
between 9,000 and 13,000 Federal and 
state bills affecting insurance. Prior to 
that, he was commissioner of workmen’s 
compensation in Kansas and before that 
had been Kansas Assistant Commis- 
sioner of Insurance for four years. Dur- 
ing that period he also was a university 
lecturer on insurance !aw. 








NORTH AMERI 


REINSURANCE 


Fire * Casualty * Surety 


CAN REINSURANCE CORPORATION 


161 East Forty-Second Street - New York 17, N. Y. 










Page 40 





April 10, 1959 








Marketing Problems 
Topic for AMA Meet 


SPRING CONFERENCE ON MAY 6 


Buyers to Hear Brice A. Frey, Jr., H. L. 
Kennicott, Paul V. Hartelius, Victor 
A. Lutnicki, Robt. K. Thompson 


mesic an 
will be 


Problems in tee and British 


insurance markets reviewed at 


the opening session of the American 
Management Association’s spring insur- 
ance conference May 6 at the Hotel 
Roosevelt here. The three-day meeting 


is expected to attract some 500 insurance 
executives from all parts of the country. 

Brice A. Frey, i, vice president, Gen 
eral Reinsurance Corp., New York, N. Y., 
will discuss problems that the American 
risk manager may expect to encounter 
in purchasing protection David V. 
Palmer, vice president, Lumley Dennant 
and Co., New York, N. Y., will analyze 
present plans and prospects for the 
future in the London market 

Two views of today’s insurance man- 
that of top management and of 
the insurance manager himself—will be 
presented by Elliott A. Johnson, vice 
president-finance, and W. Howard Clem, 
manager of insurance and_ banking, 
Schlumberger Well Surveying Corp., 
Houston, Tex. 

Taking part in a panel discussion of 
loss prevention programs will be Robert 


ager 


|. Ruppel, assistant secretary and in- 
surance manager of Joseph E. Seagram 
& Sons, Inc., New York, N. Y., chairman; 
Dr. John V. Grimaldi, consultant, safety 
and plant protection, General Electric 
Co.. New York, N. Y.; Charles H 
Martin, insurance manager, American 
Cvanamid Co., New York, N. Y.; T. V 
Murphy, manager, insurance department, 
Marvland Shipbuilding & Drydock Co., 


and William K, Ousley, 

vice president, Boston Manufacturers 

Mutual Insurance Co., Waltham, Mass 
Panel on Insurance Markets 

deal with 

insurance 


Baltimore, Md., 


Another panel session will 
communicating the risk to 
markets. Participants will be Edwin T. 
Berquist, insurance manager, The Pure 
Oil Co., Chicago, Ill.; Hiram L. Kenni- 
cott, Jr., second vice president, Lumber- 
mens Mutual Casualty, Chicago; Paul 
V. Hartelius, vice president, America 
Fore Loyalty Group, New York, N. Y 
and Ewald R. Zimmerman, director of 
insurance, American Bakeries Co., Chi- 
cago, Ill 

C. Stanley Hamilton, insurance 
ager, J. P. Stevens & Co, Inc., New 

N. Y., will analvze cost versus 
need for benefits for retired em- 
ployes. The insurance industry’s view 
of the new Disclosure Law covering wel- 
fare and pension plans will be presented 
by Victor A. Lutnicki, vice president, 
John Hancock Mutual Life, cong 

Retrospective rating as an aid to the 
risk manager will be explained by Bion 
H. Francis, insurance consultant, Mil- 


man- 


ford, Conn. Robert K. Thompson, assist- 
ant secretary, Seaboard Surety, New 
York, N. Y., will discuss advertisers’ 


liability. 

The ag ag 
be made by Foster ( 
deputy manager and 


address will 
assis stant 
preseident, 


luncheon 
>. Greene, 
vic > 


Employers Group, Boston. Mr. Greene 
will present a progress report on mul- 
tiple line underwriting. 


“Cover” Gone with the Wind 


American Casualty recently paid a 
New England municipality the sum of 
$4 under the company’s money and 


securities policy. The town’s paymaster 
accompanied by two police officers almost 
lost $23,000—gone with the wind. 
The paymaster alighted from his car 
when a gust of wind caused him to be 
thrown aside and the money bag ripped 
open. The wind-ward dollar bills were 
recovered by frantic police, the chauffeur 
and helpful bystanders. Most of the 
currency was re-captured and the broad 
form contract made up the difference. 
It covers loss by dishonesty, disap- 
pearance or destruction, 


Liggett Rules Missouri 
Rates of NBCU to Stand 


Missouri Superintendent of Insurance 
C. Lawrence Liggett this week an- 
nounced official approval of the private 
automobile personal injury and property 
damage increase of 11.1% put 
into effect December 17 by the National 
Bureau of Casualty Underwriters. 

The filing was the subject of a public 
hearing February 27. The hearing, asked 
for by Governor Blair, was conducted 
by Superintendent Liggett to determine 
whether the rates of December 17 should 
be allowed to stand. 

The Superintendent’s 
week is understood to 
Governor’s full approval. The rates were 
found to be reasonable and fully sup- 
ported by the statistical data, and had 
been conservatively calculated. The com- 
mercial vehicle rate reduction 2.77% 
effective December 17 will continue in 
effect also. 


coverage 


statement this 
have had the 


S. DAKOTA RATE INCREASE 

The Mutual Insurance Rating Bureau 
announced increased auto B.I. and P.D. 
rates in South Dakota for commercial 
cars (22.2%) and division 1 garage risks 
(8.4%). Effective date is April 8. 


Frank W. Armour Succeeds 
Chester Bogert at Aetna 


Frank W. Armour has been appointed 
superintendent of underwriting at the 
New York office of Aetna Casualty and 
Surety Co., succeeding Chester H. Bogert 
who is retiring after 45 years with the 
company. 

Mr. Armour, superintendent of under- 
writing at the Brooklyn-Long Island 
office since 1951, is being succeeded by 
Frederick R. Weisbrod, former superin- 
tendent of automobile underwriting at 
the Newark office. 

Mr. Armour joined Aetna Casualty at 
New York in 1925 and was transferred 
to Brooklyn-Long Island in 1928. Mr. 
Weisbrod served at Newark from 1944 
until last year when he came to the New 
York office as a member of the planning 
staff. 


GUARANTEE CO. RE-ELECTIONS 

All officers and directors of the Guar- 
antee Co. of North America (Montreal) 
were continued in office at the recent 
annual meetings of the company held at 
its head office, 1111 Beaver Hall Hill, 
Montreal. In addition two new directors, 
J. N. Cole and J. M. Walls, were elected 
by the shareholders. President of the 
company, which is 87 years old, is H. 
M. Rawlings who is also managing di- 
rector. 











Accountants 


Attorneys 


Barbers 


Beauticians 


Chiropodists 


Dentists 


Doctors 


Druggists 


Insurance Agents 


Morticians 


Nurses 


Opticians 


Optometrists 


Osteopaths 


Surgeons 


Telephone Secretarial Firms 


‘i 


Veterinarians 





Specialists 
in 
Professional 


Liability 


Coverages ... 


For the agent who likes to 
offer professional insur- 
ance service to profession- 
al men and women, Ameri- 
can Casualty offers a 
unique selection of cover- 
ages. Included among Ac- 
co’s professional liability 
contracts are the 17 poli- 
cies listed at the left. They 
are available in most 
states. 


If you'd like more information about American Casualty’s pro- 
fessional coverages—and our outstanding multiple-line port- 
folio, write, on your letterhead, to the home office agency de- 


partment, Reading, Pa. 


AMERICAN CASUALTY 


59 Branch and Service Offices Coast to Coast 


HOME OFFICE—READING, PENNSYLVANIA 
SINCE 1902 








Managing Gen’l Agents 
Ready with Program 


FOR ANNUAL MEETING IN N. Y, 





Attractive Lineup of Speakers Arranged 
for May 18-20 Sessions at Essex 
House; Slawsby Lead-off Man 





An attractive program has been ar- 
ranged for the 33rd annual convention 
of the American Association of Manag- 
ing General Agents, to be theld May 18- 
20 at the Essex House, New York City, 
under the general chairmanship of A, 
W. Marshall of Newark, N. J., president 
of the association. 
Lead-off speaker at the first session, 
May 18, will be Archie M. Slawsby, 
Nashua, N. H., president of the National 
Association of Insurance Agents. Prior 
to his address the delegates will be 
welcomed by E. S. Cowles, Jr., prominent 
AAMGA member in Hartford, and with 
response to the welcome by John W. 
Morrison, head of McManus & Co., also 
of Hartford. 
Two other speakers on the first day 
will be W. Rankin Furey, president of 
Berkshire Life of Pittsfield, Mass., who 
will speak on “Life Insurance in the 
General Agency Picture,” and Harold 
K. Philips, public relations manager, As- 
sociation of Casualty & Surety Com- 
panies. His subject will be “Strength 
Through Sound Communications.” 


Second Day’s Program 


Featured the second morning will be 


a development panel discussion, “What 
iS =a Modern Managing General 
Agency?” Its moderator will be Barney 


Vanston, head of his own agency in Dal- 
las, Tex., who is a former AAMGA 
president. Development committee for 
this panel consisted of Edward F. Van- 
ston, also of the Dallas agency, and 
John Crowther, vice president of Cullen 
& Crowther, Minneapolis. 

Guest spez ikers the second morning will 
be George Faunce, III, president of 
Afco, Inc., New York, who will discuss 
“Today’s Premium Budgeting and How 
It Affects the Managing General Agent,” 
and Gilbert L. Kerr, vice president, Re- 
cording & Statistical Corp., New York, 
who will tell the AAMGA delegates 
about “Electronic Accounting in Insur- 
ance.” 

For the final session, Wednesday 
morning, May 20, the two speakers 
selected are Lothar Sudekum, United 
States manager, Union Reinsurance Co, 
New York, who will discuss “The Func- 
tion of the Reinsurer in a General 
Agency,” and William H. Brewster, spe- 
cial assistant for public relations to the 
general manager, National Bureau of 
Casualty Underwriters. Mr. Brewster's 
topic will be “The National Bureau—the 
Stabilizer of Casualty Insurance.” 

An attractive entertainment program 
has also been arranged for the delegates 
and their wives. 





Zurich-Amer. Change Titles | 
Of Branch Sales Managers 


The Zurich-American Companies at- 
nounce the promotion of H. K. Mills, 
San Francisco, and Robert J. Coyne and 
William A. Pollard, Chicago, to division 
sales manager. Simultaneously it was 
announced that additional impetus is 
being given to sales and sales mindedness 
under the slogan, “Tomorrow’s Business 








Today.” 

Supervisors of sales 
branch offices will be designated as 
“branch sales superintendents.” All field 
representatives including casualty, 
fire, boiler and machinery and grou) 
and individual accident & sickness . -, 
will be known as “sales representatives 
and will relinquish incidental duties for- 
merly performed in favor of increase! 
concentration on sales. 


development it 


SURETY ASSN. MEETING MAY # 

The annual meeting of the Surety 4S 
sociation of America will be May 144 
the Hotel Astor, New York. A receptio! 
and luncheon will follow the busines 
sessions. 
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Amer. Fire & Casualty 
Gets Capital Increase 


VOTED BY ITS STOCKHOLDERS 





President Hays Reports on 1958 Progress; 
Company Made Underwriting and 
Investment Gains 


Walter L. Hays, president of the 
American Fire & Casualty of Orlando, 
Fla. told stockholders at their recent 
annual meeting that admitted assets of 
the company at the year-end stood at 
$11,134,711, an increase of $1,089,837 
over the previous year. 

Mr. Hays also reported that gross 
premiums written (less cancellations) 
during 1958 set a new record for the 
32-year-old company, totaling $11,560,230, 
an increase of $1,431,625 over 1957. 

The major order of business at this 
meeting was the amending of the charter 
of the American Fire & Casualty, in- 
creasing its capitalization from $1,000,000, 
divided into 200,000 shares of $5 par 
value common stock, to $1,500,000, divided 
into 300,000 shares of $5 par value com- 
mon stock. This increase in capitalization 
will permit the company to handle more 
business and continue its rapid growth, 
President Hays pointed out. 

The stockholders passed resolutions 
complimenting the executive officers, 
board of directors, agents, and employes 
on the results for 1958, 


Other Gains in 1958 


Mr. Hays’ annual report, which was 
attractively prepared in a 21-page bro- 
chure with “Little Red Schoolhouse” 
front cover in blue and red, also indi- 
cated that (1) the American made a 
statutory underwriting gain of $16,978; 
(2) net gain from investments of $337,904; 
(3) total gain from underwriting and 
investments of $343,464 before Federal 
income taxes, and (4) that on the ad- 
justed earnings basis, net gain from 
underwriting and investments before 
Federal income taxes, amounted to $464,- 
259 or $2.32 per share. 

After deducting taxes and amount paid 
in dividends to stockholders, the com- 
pany’s net surplus at the year-end stood 
at $1,995,230 while surplus to policy- 
holders (including $1,000,000 capital 
stock) amounted to $2,995,230. 

At the directors’ meeting in February 








HEADQUARTERS FOR 


A. & S. Excess and 
Surplus Facilities 


Here’s how Medill Agency, Inc. 
can help you in your risk place- 
ment problem by using the Lloyd’s 
of London concept: 


1. You can place with us A. & S. lines 
above the participation limits of your 
own company. 


2. We will write practically all phys- 
ically impaired risks through our sub- 
standard divisions. 


3. We are specialists in handling the 
unusual and the special risk that you 
cannot place with your own company. 


All carriers licensed in the 
State of New York 


Phone or Write ORegon 9-8150 
MEDILL AGENCY, INC. 
The Broker's Agency 
15 East 40th St. New York 17 


“Our 18th Year of Integrity and Service 
to Producers” 
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UM Coverage Rate Retained 


The six dollars Virginia motorists pay 
for liability insurance against unidenti- 
fied hit-and-run or uninsured drivers 
will not be increased July 1 whien state 
minimum automobile liability limits are 
increased. The State Corporation Com- 
mission’s insurance bureau reported both 
the Moasignal Bureau of Casualty Under- 
writers and the Mutual Insurance Rating 
Bureau have agreed to leave the $6 
rate as it is pending a review of the 
state’s auto insurance rate structure later 
this year. 





an annual cash dividend of $1 per share 
was declared on the outstanding capital 
stock, payable quarterly. The American 
F. & C. has paid cash dividends for 24 
years. At the same meeting W. J. 
Greer, president and treasurer of Texize 
Chemicals, Inc., Greenville, S. C., was 
elected to the company’s advisory board. 
Home office men promoted were Charles 
T. Williams, Jr.. agency manager, to 
assistant vice president, and Darrell G. 
Haass, bond department manager and 
personnel director, to assistant treasurer. 

All directors were re-elected at the 
annual stockholders meeting and_ all 
officers were likewise re-elected at the 
directors’ meeting. 


Alexander to Handle Only 
F. & C.’s Illinois Met. Areas 


Officials of the America Fore-Loyalty 
Group, which includes the Fidelity & 
Casualty of New York, and W. A. Alex- 
ander and Co., old Chicago insurance 
firm, have agreed to cooperate in the 
rearrangement of the F. & C.’s structure 
for handling the non-metropolitan area 
of business of the Fidelity and Casualty 
throughout downstate Illinois and north- 
ern Indiana. 

For nearly 75 years W. A. Alexander 
& Co., as general agent for the F. & C,, 
has managed the sub agency plant and 
supervised the sales and underwriting 
activities of that company throughout 
the entire state of Illinois, and two ad- 
jacent counties in northern Indiana. Only 
the non- -metropolitan parts of the area 
are involved in the current steps for 
realignment. The Alexander firm is con- 
tinuing as before in its activities for the 
* & C. in Chicago and the integrated 
business and commuting area eee. 
iately surrounding the city. The exact 
dividing lines have not yet been doves 
mined and are a part of the studies now 


being made. 


Executive V. P. Named 


H. ENsworth Miller, vice president in 
charge of claims for Maryland Casualty, 
has been promoted to the newly created 
position of executive vice president of 
the company. President William T. 
Harper also announced the elections of 
Joseph F. Glibert as vice president and 
Souil W. Garner as treasurer, 





Allstate Appointments 

Executive personnel appointments an- 
nounced by the Allstate include: Betty 
Stiney, assistant personnel manager, 
Pittsburgh; Carl E. Ewald, sales man- 
ager, Salem, Ore.; Neil Boucher, district 
sales manager, Roanoke, Va.; Louis A. 
Fisher, sales development manager, and 
John F. Berry, district manager, 
both in th Long Island, regional 
office. 


sales 


N.a% 


IASA ANNUAL MEETING 

The Insurance Accounting & Statistical 
Association will hoid its annual meeting 
May 17-20 in Atlantic City. The March 
20 issue of The Eastern Underwriter 
noting the May 5-8 conference of the 
Association of Casualty Accountants and 
Statisticians in Washington, D.C. inad- 
vertantly carried a headline on “IIASA.” 





You'll enjoy “THE TWENTIETH CENTURY,” 





Sundays, CBS-TV 


This booklet 
started a $50,000 


case! 
| 
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says Broker Louis R. Kozberg (r) as he and Scott Russel of Prudential’s Jack White Agency (1) 


close the sale with client Joseph Zackwin. 


“My Business Insurance client really became interested when Roe 
I showed him Prudential’s sales aid, ‘Your Partner Can Be Your £ 

Downfall.’ It was invaluable in getting my sales points across. : 
I got the facts I needed and Scott Russel of Prudential’s Brokerage . 
Service helped me prepare a specific proposal for Business % 
Insurance that ideally fitted the client’s situation. The rest was 
easy: the client could make no other decision. I wish I 
had taken advantage of this service sooner. Best of all, 
there was no split commission.” 


Prudential’s Brokerage Services can help YOU increase your Life 
Insurance sales with expert advice, special training and 

selling aids of all kinds. For information about Prudential’s 
Brokerage Service and for your free copy of “Your Partner Can 
Be Your Downfall”—send in this coupon today. 


LIFE INSURANCE +: ANNUITIES 


SICKNESS AND ACCIDENT PROTECTION 


os 1° THOSe 


<a G 
FE insunan® 


EU-75 


NAME 





TO: BROKERAGE SERVICE. 
THE PRUDENTIAL, NEWARK lI, N. J. 
[] Please send me a copy of “Your 


SS Partner Can Be Your Downfall.” 


C1 would like to know more about 
Prudential’s Brokerage Services 
and how they can make Life 
Insurance sales easier for me. 





CITY & STATE 


ADDRESS_____ 











GROUP INSURANCE 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 





GROUP PENSIONS 
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Starr Retires as Chr. 


(Continued from Page 33) 


of Corcoran & 
terminated 


Washington law firm 
Youngman, Mr. Youngman 
one of the outstanding law practices in 
the United States to enter the insurance 


field. 
Mr. Starr’s Career 

Mr. Starr, a native of California, es- 
tablished the first American International 
underwriting office in Shanghai, in 1919. 
In the years which followed he has 
pioneered in bringing services of both 
life and property insurance to the peo- 
ples of many countries. 

Philippine American Life of Manila, 
through application of American meth- 


ods, has built a number of industrial and 
commercial plants for both American and 
Philippine business. Its middle-income 
housing developments, unprecedented in 
the entire Far East, have become large 
factors toward solving one of the most 
serious socio-economic problems of 
Island Republic. American International 
Assurance Co. of Hongkong, last year 
opened a 12-story branch office building 
in Singapore. Other buildings of similar 
quality are being built by this company 
in the business centers of Malaya, Thai- 
land, and other areas where the com- 
pany operates. Other companies in the 
American International Groups have 
similarly identified themselves with the 
people and the economies of such widely 
Pakistan, Venezuela, 


the 


separate areas as 
Morocco, and other countries in all the 
continents of the world. 

The development of Mr. Starr's first 


American Asiatic Underwriters, 
led to the establishment of American 
International Underwriters Corporation 
in 1926, as a liaison between operations 
in the Far East and insurance company 
home offices in the United States. The 
corporation now has offices in 14 cities 
in this country and affiliates throughout 
the world. Headquarters of the corpor- 
ation are maintained at 102 Maiden Lane, 


New York City. 


Some Starr Activities Outside of 
Insurance Field 


company, 


In addition to his insurance interests, 
Mr. Starr has organized or given added 
impetus to both savings and commercial 
banks, land development companies, and 
other economic and cultural activities 
throughout thhe Far East, Europe, 
Latin America and in the U. S. He was 
one of the first American businessmen 
to get back to the Far East after World 
War II, returning to Shanghai in No- 


vember, 1945. For some years he was 
the publisher of the “Shanghai Evening 
Post-Mercury,” an _ English language 


His development of Mount 
Mansfield as a skiing center at Stowe, 
Vermont, is reflected in his interest in 
the development of skiing facilities at 


newspaper. 


Anton in the Austrian Tyrol. Long 
interested in the arts, Mr. Starr has 
given encouragement and assistance to 


both artists and organizations in a wide 
variety of fields, including the outstand- 
ingly successful restaging—in authentic 
Japanese sets, costumes and mz anners— 
of Puccini’s opera, “Madame Butterfly,’ 
in New York’s Metropolit: in Opera House 
last year. 


Public Service Mutual 
Reached New Highs in 58 


ASSETS, SURPLUS, PREMIUMS UP 


President Davis Reports Past Year's 
Results; Confident of Big Improve- 
ment in 1959 


Samuel Davis, president of the Public 
Service Mutual of New York, announces 
that in spite of the unfavorable trends in 
the company reached new 
surplus and premiums 


the industry, 
highs in assets, 
during 1958. 

Net premiums written in 1958 by the 
Public Service Mutual totaled $17,065,- 
662, an increase of 13.6% over 1957 
writings. Premiums earned were $14,988,- 
704, a gain of $2,202,263 over the previous 
Unearned premium reserve at the 
end of 1958 was $6,516,974, 
of $583,156. 

President Davis also reported that the 
company’s admitted assets increased by 
$4,771,910 during 1958 to a year-end total 
of $31,109,939. Net income 
for the year stood at $824,753, an increase 
of $189,631. Federal income taxes in- 
curred were $199,200, compared 
$186,866 in the previous year. 

Mr. noted that the com- 
bined losses and loss adjustment expenses 
incurred to premiums earned for 1958 
were 73.1% compared to 63.9% in 1957. 
U nderwriting expenses incurred to prem- 
iums written for 1958 were 31.9% com- 
pared to 30.8% in 1957. 

Surplus to policyholders as of 
December 31 totaled $5,185,319, an 
crease of $419,902. 

Mr. Davis indicated that a number of 
changes in both personnel and under- 
writing policies have been made in the 
Public Service Mutual since the end of 
1958. These have been made with the 
expressed intention to correct some of 
the difficulties encountered during 1958 
and he has full confidence that 1959 will 
show a considerable improvement for 
both his company and the mutual cas- 
ualty insurance industry, 


year. 


an increase 


investment 


with 


Davis also 


last 
in- 


Larson Aims at Safe Driver 


Auto Ins. Plan for Florida 


Florida Insurance Commissioner J. 
Edward Larson revealed this week that 
he is working on a plan to allow lower 
auto insurance rates for drivers with 
good records. It would be a modification 
of the California plan, he said. 

Florida Insurance Department lawyers 
have been directed to make a thorough 
study of the California plan with the 
aim of adapting it for Florida motorists. 


Mr. Larson said he was initiating con- 
ferences with representatives of the 
automobile insurance companies to win 
their approval, which he said would be 


necessary to make any incentive program 
successful. 

However, Mr. Larson said that while 
a program to reward safe drivers would 
be of great value, the key to overall 
reductions in automobile premium costs 
is a drastic slash in Florida’s accident 
ratio. 
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Four Oregon Agents Attend NASBP 
Meeting as “Greeks Bearing Gifts’ 





A. G. Mansfield (left) with Victor S. Risley, both prominent surety 


bond agents of Portland, Ore. 


Members of the National Association 
of Surety Bond Producers who attended 
the 17th annual meeting at Hotel Plaza, 
New York, April 2-4, are in an appreci- 
ative mood toward four Oregon agents 
who came to New York as “Greeks bear- 
ing gifts.” 

As their way of calling attention to the 
100th anniversary being celebrated this 
year by the state of Oregon, these agents 
—A. G. Mansfield of Mansfield & Co., 
Fred Reed of Wells, Reed Agency, both 
of Portland; Robert Cross of Eugene, 
Ore., and Victor S. Risley, head of his 
own agency in Portland—brought to the 
meeting a supply of Columbia River 
Chinook salmon and tuna as well as 
samples of the Tillamook cheese, also an 





Comp. Rates for Pa. Coal 
Mining Reduced by 2.93% 


Insurance Commissioner Francis R. 
Smith of Pennsylvania has approved a 
revision in the workmen’s compensation 
insurance rates affecting the state’s coal 
mining industry, the revised rates to be 
effective retroactively to January 1, 1959. 

Commissioner Smith stated that the 
new rating schedule reflects an over-all 
rate decrease of approximately 2.93% 
as compared with those in effect a year 
ago. The new rates for bituminous min- 
ing indicate a reduction of approximately 
3.0% ; for coke burning a reduction of 
9.09% ; and for culm recovery a drop 
of approximately 8.12%. 

An increase in the anthracite mining 
rates is approximately 1.38% ; in surface 
mining a rate increase of 165% is in- 
dicated. No changes have been made in 
the rates for anthracite mining occupa- 


Photo by Will Moore of Wichita. 


Oregon product. Everyone attending was 
invited to take home these “samples” 
with the compliments of the four agents. 

Mr. Mansfield who made a _ notable 
address on ‘What’s New and Different 
in the Surety Field” at the April 2, 
address on “What’s New and Different* 
at the close of this address: “Victor 
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Risley, regional director of our associa- 
tion, and two other associates from Ore- 
gon, join with me and the Governor of 
our state and all of its fine business 
people in inviting you all to come to | 
Oregon this summer or fall to take part | 
in our centennial celebration. We want 
you to see the natural beauty of our 
state, to enjoy our friendship, and also 
to spend a little of your money, Ki 





Oregon City Group Attacks ; 


Auto Insurance* Laws 


What is called “a special citizens’ com- 
mittee on insurance inequities and in- 
justices” has been organized and calls 
on the Oregon legislature to study 
phases of automobile insurance. The 
Oregon City group, reportedly spear- 
headed by union officials, has petitioned 
the legislature to “find a better solu- 
tion” to present practices. The group 
complains present laws permit insurance 
companies to surcharge insureds after 
they are involved in accidents which 
are not their fault——and this is ‘an 
“unwarranted and costly gouge of the 
good people of Oregon.” 





tional disease or in bituminous mining 
occupational disease. 

It is estimated that the revised rates 
will result in savings of approximately 





$137,700 to Pennsylvania employers. 
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Aecidents Health 


° 








A detailed examination of likely de- 
velopments in A. & H. during the next 
ten years, was the subject tackled by 
Gerald S. Parker, secretary-A. & H., of 
Guardian Life, in his address to Life 
Advertisers Association in Barbizon- 
Plaza, New York, last week. 

Mr. Parker predicted that in ten years 
time, 90% of hospital-surgical-medical 
coverages will have guaranteed renewals 
with premiums subject. to change by 
class. The greatest challenge will be 
faced in the field on non-cancellable. 

For about 20 years now, he said, non- 








Affiliated Photo—Conway 
GERALD S. PARKER 


can. policies and “commercial”, or op- 
tionally renewable policies, have been 
competing vigorously in individual A. & 
H. Non-can. thas been gaining, but is 
still only 10-15% on a countrywide basis, 
although the ratio favors non-can. better 
in the Northeastern states. 

The speaker believes non-can. growth is 
inevitable, and said: “In the hospital and 
medical care field, cancellations cannot 








1 aesanat 


long remain an important factor. If they 
aren’t an important factor, the premium 
differential between a good noncancel- 
lable policy and a good commercial policy 
iecomes relatively small. There’s quite 
an incentive to a company to swing over 
to the non-can. approach. The salesman 
tlemands it. Public opinion urges it. The 
modern development of policies non- 
cancellable, but subject to the company’s 


| ight to change premium rates by class, 


‘id and abet the trend.” 


Non Renewal on Health Grounds to 
Disappear 


He considers it unlikely that commer- 
cial policies will be frozen out during 
the coming decade. Practice of refusing 
renewal on account of deterioration of 
ealth is going to disappear completely. 
€ pointed out that in New York State 
as of July 1, it will be limited by law 
for hospital and surgical policies after 
they have been in force two years. Also, 
Mr. Parker commented, the HIAA reso- 
lutions of December 8 last have made it 
a nationwide goal for voluntary achieve- 
ment. 

As to prospects of enactment of stat- 





Predictions on Policy Trends in Next 
Decade Made by Gerald S. Parker 


utes in several states to prohibit refusal 
of renewal, Mr. Parker suggested the 
probability of other states’ statutes prob- 
ably along the lines of the New York 
law, “but more practical of execution.” 

‘Continuing he said that both non-can. 
and commercial will remain important: 
“Non-can. because it will continue to get 
a larger share of the market, and because 
it will have influenced the writing of 
commercial insurance to resemble non- 
can. underwriting; commercial because 
it will retain a substantial share of the 
market and will also earn for itself a 
new respect. This future depends on 
the alertness with which companies meet 
the challenge of the times. I believe they 
will meet it fully and very successfully,” 
he observed. 

More and more companies presently 
writing cancellable will experiment with 
non-can., loss of time coverages with 
premiums subject to change by class, he 
predicted, without, however, affecting the 
market for fixed premium non-can. to 
any great extent. 

“In the field of hospital and medical 
care insurance, the future of the fixed 
premium is extremely limited. The qual- 
ity and cost of medical care is so volatile, 
the methods of medical care are chang- 
ing so rapidly, that it’s extremely diff- 
cult to define a fixed hazard for which 

fixed premium can safely be charged. 


Sees Classification with 
Guaranteed Renewals 


“IT would expect that guaranteed re- 
newals with the premiums subject to 
change by class will become more and 
more important in this area. My guess is 
that pretty close to 90% of the hospital- 
surgical-medical and major medical ex- 
pense insurance being sold ten years 
from now will be on that basis.” 


The speaker than discussed the three 
types of hospital, surgical and medical 
expense insurance. 

1—“Basic benefits coverage” compris- 
ing daily hospital room benefits, miscel- 
laneous expense benefits, a_ surgical 
schedule and some limited medical bene- 
fits. 

2—Major medical with a_ substantial 
deductible and substantial coverage of 
large costs above the deductible. 

3—Comprehensive medical expense 
benefit with a low deductible and high 
unallocated limit for all expenses, sub- 
ject to 20-25% coinsurance. 

Mr. Parker, discussing these coverages, 
remarked: “Many of us would like to 
see less emphasis on the first dollar 
coverages. I don’t think we’re going to. 
I think they’re going to remain as strong 
as they are now, and possibly stronger. 
I don’t know how long this will go on, 
but I suspect that it will go on for very 
nearly another ten years. It will go on, 
because I doubt if we'll really have all 
the answers to the major medical and 
comprehensive medical questions in so 
short a time; because I don’t think we 
can un-sell first dollar coverage in ten 
years time. 

“T expect that the major medical plans 
will continue to be important. Especially 
in the field of individual insurance, major 
medical will probably be one of the most 
rapidly growing lines for most of the 
next ten years, possibly slowing down 
toward the end of the decade. If it 
slows down, it will not be because it is 
not a good coverage, but because some- 
thing even better may have come along 


(Continued on Page 46) 


Cont’l Casualty Advance 
Heth, Greenberg to VP’s 


LOUIS C. MORRELL ANNOUNCES 


Both Had Served in New York Metro- 
politan Branch of the 
Company 
Continental Casualty has _ elected 
Maurice R. Greenberg and Donald G. 
Heth to vice presidents. Both had for- 
merly been assistant vice presidents. 
The promotions were announced follow- 
ing a meeting of the board of directors, 





MAURICE R. GREENBERG 


by Louis C. Morrell, vice president-chief 
executive officer of the company’s A. & 
H. department. = 

Maurice R. Greenberg joined Conti- 
nental in 1952 as supervisor of the special 
risks division of the New York-Metro- 
politan branch office. Before becoming 
manager of this division, Mr. Greenberg 
served for two years with the United 
States Army in Korea having been three 
and a half years in the Army Signal 
Corps during World War II. Returning 
to Continental after the Korean conflict, 
Mr. Greenberg was named assistant 
counsel in 1956 and assistant vice presi- 
dent and counsel in 1957. In 1957 he 
returned to the home office. His new 
position makes Mr. Greenberg, at 33, 


one of the youngest vice presidents to 

be elected by Continental Casualty, 
Donald G. Heth came to Continental in 

manager of 


1952 as the New York- 


DONALD G. HE’ 


rH 


Metropolitan branch special risks divi- 
sion. He had served in the U. S. Army 
for five years, being discharged in 1946 
with the rank of captain. Mr. Heth’s 
education at Duke University and _ his 





BROKERAGE SUPERVISOR 


To operate in the metropolitan area 
and New Jersey out of a well established 
Agency writing Life, A. & A. and Group 
for a first line, aggressive company. An 
excellent opportunity to develop your 
own unit and be paid for it. Ali replies 
held in strict confidence. 

Write to Box 2694, The Eastern Under- 
writer, 93 Nassau Street, New York 38. 

















IAAHU in French Lick 
Shapes up as Family Date 


Early registrations for the 
tional A. & H. 
at French Lick, Ind., June 14-17, indicate 
it will be a family convention. R. W. 
Osler, general chairman, reports that to 
date, 352%4.% of registrations include 
wives, 24% 
ing from 19 down to two. 


Interna- 


Association convention 


and include children rang- 


The first general solicitation for regis- 
trations will go in the mail approximately 


April 15, according to Mr. Osler; but 
to date, a total of 142 have come in 
unsolicited. The figure does not include 


speakers. 
Largest single block of paid reserva- 
tions to date is from National Securities 


Life, Indianapolis: 13 men and three 
women. Associates Life, also of Indian- 
apolis, has requested a block of ten 


double rooms as prizes in a production 
contest. 

Mutual of Omaha, which is giving a 
reception for Oakley Baskin, member 
of its Buffalo agency and incoming IAA- 
HU president, has made reservations for 
seven; and Illinois Mutual Life and Cas- 
ualty, Peoria, Ill., four. Southland Life, 
Dalias, whose Glenn Brooks with Mrs. 
Brooks has already registered, has an- 
nounced it will give two free trips to 
the convention to its two leading A. & S. 
producers, 


Largest family group to register to 
date is Paul Klein, Mid-America Insur- 
ance Co., Kansas City, with Mrs. Klein 


and five ‘children, Second largest is W. 
Harold Petersen, superintendent of agen- 


cies, A. & S. American United Life, 
Indianapolis: Mrs. Petersen and three 
children. 


Geographical range of registrations to 


date is New York City to Portland, 
Ore., and Texas to Moorhead, Minne- 
sota. 


All American L. & C. Gains 
Reported; V. P.’s Elected 


All a. Life & Casualty reports 
total paid A. & S. premiums of $908,000 
for the ee quarter, which is a record 
23% gain over the same period last 
year. 

New annualized accident & 
premiunis were $451,000, a gain of 
—and face amount of life business was 
$17,907,000, a gain of 49%. 

As of March 31, the company had ap- 
proximately $83,000,000 face amount of 
life insurance in force. It started in the 
life business in July, 1956. 

These were the highlights of the re- 
port E. E. Ballard, president, gave stock- 
holders at the company’s ninth annual 
meeting, held April 2 in the home office, 
Park Ridge, Ill. A. J. Schmidt, secretary 
and actuary; L. A, Peters, treasurer, and 
James H. Deming, general counsel, were 
elected vice presidents. 


sickness 
22h, 





experience in the insurance field, to- 
gether with his ability to assume a wide 
variety of responsible jobs, led to his 
promotion, in 1953, to accident and health 
manager of Continental’s Los Angeles 
branch office. In 1954, Mr. Heth re- 
turned to New York-Metropolitan branch 
as A. & H. manager, and in 1956 he was 
transferred to the Chicago home office 
as general assistant to the A. & H. 
executive staff. Mr. Heth was named 
assistant to the first vice president in 
1956 and in 1957 he became assistant 
vice president. 
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New York A.& H. 


Club Evaluates 


Compliance with the Metcalf Laws 


Douglas Moe Moderates Panel Discussion on Problems 
Involved; N. Y. Dept. Interpretations, Advisory Forms 
Viewed by Messrs. Edwards, Parker, Braden 


The Accident & Health Club of New 
York headed by Frederic W. Bumby of 
W. L. Perrin & Son, Inc., made a tang- 
ible contribution to the industry thinking 


on the so-called Metcalf legislation, 
which will become effective on July 1, 
by staging a panel discussion on the 


various bills April 2 at Whytes Restau- 
rant in downtown New York. Douglas J. 
Moe, assistant secretary, The United 
States L ife, was the moderator and panel 
ee ints were Richard A. Edwards, 
counsel, Health Insurance Association of 
America; Gerald S. Parker, secretary, 

& H. department, The Guardian Life 
of America, and Edward Braden, admin- 
istrative assistant, A. & HL departinent 
of Koyal-Globe Insurance Group. 

In opening the discussion Mr, Moe 
said that it is essential that both under- 
writers and claim men know about this 
legislation as it will have considerable 
effect on the writing of both individual 
and Group A. & H. business in this 
state. He felt that there will be varying 
approaches to the solution of the prob- 
lems posed by the Metcalf bills with each 
company making its own decisions. Mr. 
Moe then introduced Mr. Edwards as 
the first speaker and said _he would 
discuss the main provisions of the legis- 
lation. 


“Free Look” 


Mr. Edwards spoke first about Senate 


3647, amending section 164, which pro- 
vides for a “free look.” This requirement 
stipulates, he said, that after Juy 


there must be attached to the policy a 


notice that within 10 days from its 
delivery to the policyholder, it may be 
surrendered to the insurer with written 
request for cancellation, The insurer 
must refund the premium, policy fees 
or other charges, Mr. Edwards said. 
However, the “free look” provision is 
inapplicable to single premium non- 
renewable accident only policies. 
“This provision has caused the least 
difficulty among the companies,” the 
speaker remarked. ; 
Referring next to the terminal age 
limit, date or period, Mr. Edwards ex- 
plained: “This requires that if there 1s 


an age limit, date or period after which 
coverage will cease or atter which the 
policy is non-renewable, such must be 
stated (1) in a renewal provision on the 
first page of the policy or (2) as a 
separate provision anywhere in the policy 
but with a caption on the first page or 
(3) in a brief description on the first 
page. 
Group Conversion 


The Group conversion section (Senate 
3648 amending section 162) was then dis- 
cussed by the speaker who said: “The 
characteristics are first that the entire 
Group conversion is placed at the option 
of the policyholder to be exercised at 
time of issuance or time of annual re- 
newal. Conversion applies only to Group 
hospital or surgical policies for other 
than specific diseases or accident only. 

“It is stipulated in this section that 
upon termination of Group insurance for 
any employe or union member, if such 
employe or member has been insured 
under a Group policy for at least three 
months, he shall be entitled to an indivi- 
dual policy (1) without evidence of in- 
surability; (2) upon application and pay- 
ment of “quarterly or less frequent prem- 
ium applicable to the class of risk to 
which he belongs, to ages of such per- 
sons, and to form an amount of insur- 
ance, and (3) such application must be 
made to the insurer within 31 days after 
termination of Group coverage. 

“Benefits under the individual policy, 
covering the employe or his eligible de- 
pendents who were covered by the 


Group policy, should be at least $10 
per day up to 21 days for hospital room 
and board, up to $100 miscellaneous hos- 
pital expense and $200 surgical schedule.” 

Mr. Edwards brought out that the 
individual policy thus provided “need 
not provide maternity benefits nor bene- 
fits in excess of those provided by the 
Group policy. The effective date of the 
individual policy would be the terminal 
date of the coverage under the Group 
policy. The individual policy may exclude 
any condition excluded by the Group 











Ullman Brings Greetings 


An impromptu talk by Julius L. Ullman, 
president, W. L. Perrin & Son, Inc., 
opened the speaking portion of the A. & 
H. Club’s dinner meeting. Siiesios 
greetings from the recently my ey New 
York Chapter of International A. & FI. 
Association, of which he is temporary 
president, Mr. Ullman urged his audience 
to “widen your sights and think in terms 
of the industry usefulness of the Inter- 
national. In a period of change and 
challenge such as we experiencing 
today this is very important.” 

Mr, Ullman pointed out that the Inter- 
national emphasizes the need for indivi- 
dual security through the medium ot 
incom? protection. “If there ever was a 
time to impress this need upon the 
American people it is now,” he said. 


are 








policy but no other pre-existing condi- 
tion.” 

He also stressed that a company need 
not issue an individual policy if the 
insured is (1) covered by another hospital 
or surgical policy or (2) Blue Cross 
contract providing similar benefits or 
(3) covered by or eligible to be covered 
by a Group contract or policy giving 
similar benefits or (4) covered with 
similar benefits provided by any welfare 
plan or program. What this section 
seeks to avoid is over-insurance or dupli- 
cation of benefits, Mr. Edwards ex- 
plained. 

The individual policy may also include 
a provision for the insurer to request 
any person covered to provide informa- 
tion to the insurer at any premium due 
date as to existence of other insurance 
or Blue contract providing similar bene- 
fits. Failure of the person to provide 
such information, Mr. Edwards said, 
would permit the insurer to reduce bene- 
fits to the extent they are payable under 
such other coverage. 


Grace Period 


grace period (Senate 3649) 
pointed out that under the 


As to the 
the speaker 


current law the insurer is required to 
give notice of intention not to renew 
at least five days prior to premium due 
date. Under the new law, effective July 


1, this notice of intention must be given 
at least 30 days prior to renewal date. 

It was also noted: “If insurer reserves 
the right to refuse renewal, policies 
other than accident only must have a 
provision, endorsement or rider stating 
that insurer may refuse renewal only 
as of (1) renewal date occurring on or 
nearest first anniversary or (2) anniver- 
sary of renewal date or (3) at option of 
insurer as of renewal date occurring on 
or nearest anniversary of the last re- 
instatement.” 


Cancellation 
In discussing “cancellation” Mr. Ed- 
wards said the current law permits the 
insurer to include a provision for can- 
cellation at any time. However, on and 
after July 1, the insurer may cancel only 


within 90 days after date of policy issue. 
He further noted: “The current law 
requires at least five days notice of in- 
tention to cancel, but on and after July 
1 at least 10 days notice must be given. 
If the insurer cancels, the pro rata un- 
earned portion of the premium must be 
refunded. If the insured cancels, the 
company must refund the unearned 
premium computed by use of the short 
rate table.” 

As to reasons for refusal to renew 
a policy, Mr. Edwards pointed to these 
limitations: (1) After two years from 
date of issue or date of last reinstate- 
ment and (2) before attainment of age 
limit, date or expiration of period, if 
any. “No insurer shall refuse to renew 
a hospital, surgical or medical policy, 
or any other policy in which one-third 
or more of the premium is allocated to 
hospital, surgical or medical benefits, 
except for one or more of these reasons: 
Fraud in applying for the policy; fraud 
in applying for benefits under policy; 
moral hazard; overinsurance or duplica- 
tion of benefits according to standards 
on file with Superintendent of Insurance; 


discontinuance of a class of policies: 
such other reasons, including but not 
limited to, filing of false or improper 


c iaims | as the Superintendent may ap- 
prove.” 
Mr. Edwards emphasized that after 


such two-year period the insurer cannot 
refuse to renew for deterioration of 
health and cannot require as a condition 
for renewal any rider or endorsement 
limiting benefits thereunder. 

Referring to family conversion (Sen: ite 
3650) the speaker said the provisions 
were almost identical to conversion con- 
ditions under Group hospital or surgical 
policies. Briefly, the law provides that 
if insurance is terminated on any person 
other than the policyholder because he 
is no longer within the policy definition 
of the family ... such person shall then 
be entitled to an individual hospita!- 
surgical policy ... and his benefits will 
be the same as under the Group con- 
version. The same precautions against 
overinsurance and duplication of bene- 
_ are expressed in this section of the 
aw. 


Parker on Advisory Forms, N. Y. Dept. 


Interpretations 
Mr. Parker’s assignment on the panel 
Was to discuss what the New York 


Insurance Department people think of 
the Mete alf legislation and the A. & H. 
industry’s compliance thereunder. He 
prefaced his remarks with the comment: 
“Insurance Department people are defi- 
nitely not lazy and they are not afraid 
of long hours.” 

From last November 
representatives of a special 


6 to mid-March 
ALC-HIAA- 


LAA steering committee have held 11 
all-day meetings with New York Depart- 
ment personnel. Discussions are. still 
in progress. The Department has now 
indicated the likelihood of approval of 
seven advisory forms: (1) Annex A— 
Advisory notice of ten day right to 


examine policy; (2) Annex B—Advisory 
brief descriptions and renewal provision 
captions; (3) Annex C—Advisory Group 
policy conversion rider; (4) Annex D— 
Advisory Group certificate conversion 
provision; (5) Annex E—Advisory family 
policy conversion rider; (6) Annex F— 

Advisory provisions on pre- -existence and 
duplication of insurance, and (7) Annex 
G—Advisory grace period and cancella- 
tion amendinent. 

Mr. Parker said these advisory forms 
have been furnished to the companies 
as illustrative guides and do not portray 
the oniy method of effecting conform- 
ance with the New York legislation. 
However, the New York Department has 
indicated that maximum use of the ad- 
visory language “will greatly expedite 
approvals by facilitating its work in 
processing the tremendous number of 
new submissions which will be neces- 
sary.” 

In HIAA’s legislative bulletin of March 
16 it is brought out: “The Insurance 
Department is most anxious that the 
number of riders and endorsements to 
each policy be held to a minimum. It 
feels quite strongly that it should be 
possible to combine into not more than 
two or three riders and endorsements 


The Prudential’s Long-Term 
Group Disability Plan 


The Prudential, this week, announced 
a new coverage providing long- term in- 
come protection on Group. The policy 
will pay from $100 to $1,000 a month 
for total disability. 

The company said the plan is designed 
to meet need that exists when customary 
short-term sickness and accident benefits 
have been exhausted. Nearly one out of 
every three persons now age 35 will 
suffer a long-term disability before he 
reaches 65, the average such disability 
lasting more than five years, the com- 
pany pointed out. 

The standard plan provides continuous 
income for disabled persons to age 65, 
Benefits to a totally disabled employe 
would be continued, even though his 
employer subsequently drops the policy. 

Minimum monthly benefit under the 
plan is $100, with employes in the top 
salary class in large groups eligible to 
get up to $1,000. To qualify for coverage, 
the Group to be insured must include 
at least 25 employes earning $600 or 
more per month. 


Slate of Officers for N. Y. 
A. & H. Association 


York. A. & H. Association will 
meet 4:30 p.m. (April 10) at the Hotel 
Roosevelt to elect its first officers. The 
meeting is possible because of the fine 
recruiting job done by IAAHU Field 
Director “Bill” Steiger, who spent some 
time here recently helping organize the 
association, 

The nominating committee has sub- 
mitted the following slate of officers for 





New 


election: President, Howard S. Rosan, 
CLU, Continental Assurance; member- 
ship vice president, Thomas E. Atkinson, 
Massachusetts Indemnity & Life; pro- 


gram vice president, Otto M. Sherman, 
CLU, United States Life; secretary, 
William J. Hill, Triangle Underwriters, 
Inc. New York; treasurer, Kenneth P. 
Coyle, Connecticut General. Julius L. 
Ullmz in, president, W. L. Perrin & Son, 
Inc., is slated for board chairman. 





all amendments required to bring any 
particular policy form into conformity 
with the law. 

“The Department further desires that 
to the extent possible, use of riders and 
endorsements be considered as a tempo- 
rary expedient and that policies be 
revised to incorporate the necessary 
changes as soon as and to the extent 
practicable. A time limit of one year 
will be set by the Department at the 
time of approval on riders and endorse- 
ments mi iking substantial changes in a 
policy.” 
to Give Broad Picture 

In his talk Mr, Parker said that while 
it was rather difficult to reveal full 
details on Departmental conferences he 
would endeayor to give a broad picture 
of what has been explored or decided 
upon to date. “Compliance with the 
‘ten day, free look’ may be effected,” 
he said, “by including on the first page 
of the policy the necessary language, 
either by using a rubber stamp or by al 
appropriate attached notice which must 
be prominently printed. It must also 
be clear that all amounts paid will be 
refunded.” 

As to statement of age, date or other 
coverage limit, Mr. Parker explained: 
“Compliance must be clearly indicated 
on first page of the policy, regardless 
of which of the three methods of com- 
pliance is chosen. However, if con 
pliance is effected by a ‘brief description 
printed or endorsed by rubber stamp 
on page one, the supporting provision 
or rider need not be on page one. When- 


Endeavors 





ever an age blank appears in an advisory 
form, the company must, of course, ind- 
cate the limiting age at such point when 
filing . 

Referring to the advisory rider to 4 
Group policy of hospital-surgical pro- 
viding for conversion privilege, the 
speaker noted: “The rider, or the policy 
provision if so it be, must indicate the 
kind of benefits offered whatever 
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type of benefits offered in the converted 
policy. Companies offering only hospital 
coverage need not offer conversion to 
both hospital and surgical coverage, and 
should modify the advisory rider accord- 
ingly.” 

As to an advisory provision for the 
Group certificate, the Department feels 
that such certificate should give the 
employe or member certificate holder an 





Open to All Companies 
The new Canadian Health Insur- 
ance Association, now being formed, 
will be open to membership of all 
companies, American and Canadian 
alike, which transact personal A. & S. 
insurance in Canada. It is not open 
only to Canadian companies as er- 
roneously reported in our April 3 
issue. 











adequate picture of the coverage to 


which he will be entitled in terms of 
benefit levels and mechanics of con- 
version, 


The Department and the industry also 
worked out an advisory rider for a 
family policy of hospital-surgical cov- 
erage. providing for the conversion re- 
quired under the act. Text of this rider, 
said Mr. Parker, follows closely text of 
the conversion rider for Group policies. 
However, it differs in some _ respects 
because of differences in the statute and 
in purposes of the rider. 

“The converted policy must be de- 
scribed in considerable detail and must 
show pretty much what is in the statute. 

“The language is drafted on the 
assumption that the policy being adapted 
to a converted policy provides benefits 
for loss resulting from ‘injuries occurring 
or sickness contracted and commencing 
while the policy is in force.’ Thus, the 
modification as to pre-existing conditions 
effects a liberalization and an extra 
benefit.” 

Referring to advisory language in 
connection with overinsurance and dupli- 
cation of benefits, the industry steering 
committee and the Department reached 
this conclusion: “If an insurance com- 
pany wishes to use overinsurance or 
duplication of benefits as a basis for 
refusing to issue a converted policy or 
for refusing to renew an_ individual 
policy subject to limitations contained 
in section 164-6, its standards of over- 
insurance and duplication of benefits 
applicable to individual policies, both 
converted and regular issues, must be 
filed with the Superintendent of Insur- 
ance... . The Department has made it 
clear that if a company has no estab- 
lished rule as to overinsurance and dupli- 
cation of benefits for underwriting of 
new business, it cannot use overinsurance 
or duplication of benefits as a reason 
for discontinuance of policies.” 


Braden on Administrative Problems 

As the final speaker Edward Braden 
of Royal-Globe spoke generally on ad- 
ministrative problems under the Metcalf 
legislation but frankly said that he did 
not have the solution. He felt that 
where a choice is permitted in use of 
a rider, rubber stamp or new policy 
form, it would seem to be a lot easier 
and cheaper to use the rider. He saw 
certain difficulties in connection with 
non-can. policies. Some are guaranteed 
tenewable at level premium to age 65 
while others permit rate change by 
class at option of company. 

“There is the danger of too much 
tubber stamping,’ Mr. Braden remarked. 
He also sees some difficulties in amend- 
ing policies for the ten day “free look” 
and notice of maximum age. 

e probably will have to wait for 
acceptable languge for conversion privi- 
eges and build it into our contract,” he 
gured. He then explained: “If we are 
to offer limited benefits we will have to 
Prepare a limited policy and if this is 
done there is the possibility of its being 
changed at a later date.’ 

In summation, the companies are con- 


cerned over the lack of time between 
now and July 1, the effective date. Ex- 
tension of time was ‘not granted. Some 


oubt is expressed as to whether policy 


forms will be ready in time, It will really 


€ a race against time, 


HIC Names Faulkner 
Chairman in Chicago 


SUCCEEDS MORTON D. MILLER 





Much-Honored Figure to Head Medical 
Care Liaison Group; Browning, 
Chairman- Elect 


At a meeting to be held today in 
Chicago, E. J. Faulkner, president, Wood- 
men Accident & Life, is scheduled to 
succeed Morton D. Mil jer, The Equitable 
Society, as chairman of the Health In- 
surance Council. Mr. Miller is a vice 
president in his company. 

Arthur M. Browning, vice president in 
charge of Group insurance, New York 
Life, was named to succeed Mr. Faulkner 
as chairman-elect. 


Re-elected vice chairmen were: C. 
Clark Bryan, assistant general counsel, 
American Life Convention; Louis is 


Orsini, assistant director of ‘informatio: 


and research, Health Insurance y bene 
tion of Americ a; Albert V. Whitehall, 
director of health insurance, Life In- 
surance Association of America: and 


Tames R. Williams, vice president, Health 
Insurance Institute. 
Alice M. Chellherg, 
American Mutual Insurance Alliance, 
was re-elected secretary of the Council. 
The election of officers was to be a 
highlight of the Council’s annual meet- 
ing at the Conrad Hilton Hotel in 
Chicago. Also featured would be progress 
reports by the officers and by various 
chairmen of committees of the Council. 
Mr. Faulkner, chairman-elect of HIC 
for the past year, served as first presi- 
dent of the Health Insurance Association 
of America when it was organized in 
1956. A past chairman of the Joint Com- 
mittee on Health Insurance, he is a 
trustee of the Research Council for 
Economic Security, a member of the 
American Medical Association’s Com- 
mission on Health Care, and numerous 
other organizations in the insurance 
field. He has held the post of Chairman 


assistant secretary, 


Build your 
Financ? 


IN 








WANTED—Manager for Accident & Health Depart- 
ment of large Brokerage firm. Minimum 5 years experience 
in Accident & Health field required. Salary open. All 


information will be held in strictest confidence. Our em- 


ployees are aware of this advertisement. Send replies to 
Box 2693, The Eastern Underwriter, 93-99 Nassau Street, 
New York 38, N. Y. 








of the Council’s Medical 
Committee. 

Mr. Miller, in a 
report, 
Council has been able to 
better understanding than 
with the American Medical 
and that relations with 
Hospital Association 
“ereatly improved.” 

He cited a “second 
between insurance company 
and officers and trustees of 


also 


group which met for 
February. He also noted 
Council on Prepayment, 
and Blue Cross as another 
achievement which can lead 


pitals and insurance. 


Among other important work over the 
past year, Mr. Miller mentioned distribu- 
tion to every physician of the 


simplified claim form booklets, 
Council’ s State Committee program, and 
the “tremendous advance” in 


NON CANCELLABLE 
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GUARANTEED RENEWABLE TO AGE 65 


* Deep personal satisfaction 


pS * Expanding financial security 


* Genuine community service 


MASSACHUSETTS CASUALTY 
INSURANCE COMPANY — 


50. REGRESS STREET 


BOSTON. 9, 


polls TODAY FOR AGENCY INFORMATION 





prepared 
stated that the Health Insurance 
“come to a 
ever i 
Association” 
the American 
have 


summit 


Relations 


progress 


meeting” 
presidents 
AMA 
successfully last September, resulting in 
the establishment of a continuing liaison 
the first 
the 
meeting with representatives of the ATL A 
Reimbursement 
important 
to 
understanding relationship between hos- 


Council's 


wet 


time 


a 


making 


7 


the insurance business aware of the 
Council’s many facets, groups and sub- 
groups. 

The Health Insurance Council—com- 


prising eight insurance organizations— 
provides technical information and assist- 
ance on health insurance to people in 
the health care field. 


To Probe Rate Making 


(Continued from Page 36) 


the questionnz - information 
for the April 1-June 30, 1959, period 
concerning ates filings, policy forms, 
endorsements, underwriting rules and 
rating plans, pending, received and dis 
posed of during that time. Similar infor- 


requests 


mation is asked for complaints, with 
additional data sought as to the types 
of complaints and the action taken. 


5. A determing ition of the actual volume 
of business in different classes and lines 
written at full bureau rates: and that 
written at than cahees rates by 
deviating, independent and_ dividend- 
paving companies. 

This will be one of the 
tives” of the questionnaire, Mr. McHugh 
said, and should contribute “reliable data 
concerning the extent of competition 
in the various lines of coverage within 
each jurisdiction. 

“With such information in hand, more 
intelligent criticisms can be made of the 
effectiveness of State laws and the rate 
regulatory system.” 

Congress, in passing the McCarran 
Act, did not have the opportunity to 


less 


“major objec 


examine fully the competitive effects 
of rate making in concert by rating 
bureaus, Mr. McHugh stated, or to 
“consider whether an irreducible mini- 
mum of bureau activity could be es- 
tablished. .. . 


“Therefore, it is appropriate now in 
the light of changing circumstances and 
in view of the statutory scheme of rate 
regulation evolved by the states, for 
Congress to expect rating bureaus to 
make an adequate justification for con- 
tinuing all the functions they now 
exercise.” 





Buy Monticello Ins. Co. 


(Continued from Page 36) 


Streuli, president of Crown Coal & 
Lumber Co., and F. T. Thayer Jr.. gen- 
eral building contractor. 

Advisory Committee 

The company’s executive advisory com- 
mittee chairman is W. L. Sharpe Sr., 
contractor. Members include John T. 
Tayloe, president of Tayloe Glass Co.; 
Pat Crawford, manager of Memphis 
Cotton Sales Co., and William S. Crad- 
dock Jr. of Craddock & Hyde Insurance 
Agency. 

3esides other personnel the company 
will employ in its Memphis office, it now 
has more than 60 agents in Tennessee 
with more contemplated. Expansion into 
other states is also envisioned. 

Lines handled include automobile, fire, 
burglary, plate glass, inland marine, per- 
sonal property floater and miscellaneous 
casualty coverage. 

Control purchase price was not dis- 
closed, 
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PAUL REVERE CANADIAN POSTS 





John C. Davey Appointed to Succeed 
W. Douglas Bell; Eric H. Evans 
Supervisor of Canadian Agencies 
As reported in The Eastern Under- 

writer last week, John C. Davey, CLU, 

of Toronto, has been named vice pres- 
ident and general manager for Canada of 

Paul Revere Life. Mr. Davey succeeds 

Bell, who resigned to be- 


W. Douglas 





JOHN C. DAVEY 
come managing director of a new trade 
association of gry eon ig writing per- 
sonal A. & H. in Canada. This associa- 


tion is expected to be called the Can- 
adian Health Insurance Association 

4 native of Ottawa, Mr. Davey is a 
graduate of McGill University. He en- 
tered the insurance business with the 
Aetna Life in Montreal. Subsequently 
he joined Great-West Life as a member 
of its head office staff with specialized 
duties in the accident and sickness field. 
In 1955 he was named branch manager 
for Great-West at St. Catherines. Last 
year he was named branch manager of 
one of the company’s principal branches 
in Toronto, 

Mr. Davey will have his headquarters 


in Hamilton, Ont., site of the Canadian 
head office of the Paul Revere. 
Associated with him in the direction 


of the Canadian sales operation of the 
company will be Eric H. + wear former 
supervisor of the Athol (Mass.) agency, 


: ‘ 
who has been named supervisor of Can- 
adian agencies. 


Mutual of Omaha A Again to 
Underwrite MATS Coverage 


Mutual of Omaha has again been 
selected as travel insurance underwriter 
for passengers traveling on flights of 
the Military Air Transport Service. The 
selection was made by Lt. Gen. W. H 
Tunner, Commander, MATS. Announce- 
ment was made by Mutual President 
V. J. Skutt at a regular meeting of the 
board of directors. 

Mutual of Omaha 
writing this for three ; 
ance is available to MATS passengers 
at regular commercial air travel insur- 
ance rates. Service personnel and de- 
pendents will be able to purchase insur- 
both in States and in 


been under- 
The insur- 


has 
years 


ance the United 
37 foreign countries. 

MATS has been in existence since 
1948 when it was established as a com- 


bination of the Air Transport Command 
and the Naval Air Transport Service 
It is involved in the scheduled and 
strategic airlift of personnel, cargo and 
mail for the Department of Defense and 
it is a primary agency in medical air- 
lift for the armed services 

“The remarkable safety record of 
MATS and its constant awareness of 
the need for continuing air safety cam- 
paigns has been an important factor in 


being able to offer MATS passengers 
this Insurance at regular rates,” said 
President Skutt. He noted that MATS 


had twice won the Daedalian Trophy 


Non-Can.,Guaranteed Renewable Plans 
Introduced by Midland Mutual Life 


Introduction of a new line of non- 
cancellable, guaranteed renewable acci- 
dent and sickness disability income pol- 
icies has been announced by Midland 
Mutual Life, Columbus, O. 

The new series consists of ten plans, 
seven for men and three for career 
women. Benefit periods provided by the 
policies cover a wide range, from five 
years’ accident-only coverage to a plan 
affording lifetime accident protection and 
sickness income benefits to age 65. In 
addition to the basic benefits for total 
disability, accidental death and dismem- 
berment coverage is offered as an op- 
tional feature in all policies and optional 
partial disability benefits in case of acci- 
dent are available in six of the plans. 
Non-Cancel- 


Policy features include: 
lable. Guaranteed renewable—to the 
policy anniversary following the 65th 


to age 60 for women; 
Guaranteed Premium; 
No house con- 


birthday for men, 
Non-restrictive; 
Participating contracts; 
finement required. 
Features of Policies 


Also loss of both hands, both feet, or 
the sight of both eyes—resulting from 
either accident or sickness—is regarded 
as total disability and qualifies for the 
maximum monthly accident or sickness 
income benefit and, after 90 days of 
covered disability, for waiver of pre- 
mium. 

(ny 
from 
considered as a 


recurrence of sickness disability 
the same or related causes is not 
continuation of a pre- 





LOYAL PROT. IN 


New Business in March, President’s 
Month, Set All-time High; in Midst 
of Agency Expansion Program 
New business for March set an all- 
time high record for the Loyal Protec- 
tive Life of Boston, according to Walter 


HIGH GEAR 


E. Collins, vice president and agency 
executive, 
“March was the stage for our tradi- 


tional President’s Month honoring our 
president, Jerome M. Powell,” he | said. 

“Tt surpassed even March, 1958, to break 
all previous records for both disability 
and life insurance and was the biggest 
single month in Loyal’s entire history. 

“We were slowed down a bit by the 
the late spring and early 
1958, but sales started to 
late summer and continued 
to increase each month with the result 
that the early quarter of 1959 set an- 
other new record. 

“Even more important,” Mr. Collins 
said, “was the unanimous endorsement 
of the agency expansion program pre- 
sented by President Powell to our stock- 
holders at their annual meeting on Feb- 


recession in 
summer of 
rise in the 


ruary 9. This program, which calls for 
relatively heavy investments in both 
new and existing agencies and for other 
new business activities, was also unan- 
imously approved by Loyal’s board of 
directors and is now well under way. 
This, coupled with favorable economic 
factors, indicates an even faster rate of 


growth for Loyal for the balance of this 
year and many vears to come.” 


TO INSTAL ELECTRONIC MACHINE 

New York Blue Cross has ordered a 
Honeywell 800 electronic data processing 
machine for delivery in October 1960. 





for safety, the highest unit award in. 
the Air Force. He added that Mutual 
has been impressed with the intensive 
safety work of MATS and their fine 
record last year. About 8,000 passengers 
travel via MATS each month. 

Mutual of Omaha’s air travel insurance 
is purchasable in amounts up to $62,500. 
it is available at all MATS terminals in 
this country and abroad and now can 
be purchased from any of Mutual’s 
10,000 local representatives throughout 
North America. 


ceding disability if separated by a return 
to any full-time employment for six 
months or more. 

In the case of policies providing sick- 
ness income benefits for two years or 
more, if the policyowner is totally dis- 
abled by sickness on the policy anniver- 
sary following his 65th birthday and has 
received income benefits for this disability 
for less than two years, he will continue 
to receive payments during the disability 
until a total of two years’ benefits have 
been paid. 

Midland Mutual’s new non-can. line is 
now being introduced in a series of field 
meetings. To support the selling efforts 
of agents, the company has developed a 
comprehensive kit containing a variety 
of production helps. Included are direct 
mail letters, descriptive literature, news- 
paper ad mat, rate sheets, visual-pro- 
posal brochures for various plans and a 
product-sales guide. 


Non-Can. Award Program 
Of Educators, Apr. 1-June 30 


Educators Mutual Life, Lancaster, Pa., 
has chosen the theme of “49ers Gold 
Rush” for this year’s annual non-cancell- 
able guaranteed renewable sales award 
program. This theme points up the fact 
that the company has been in business 
for 49 years. 

“Everyone can win,” A. W. Adee, 
commercial division vice president, em- 
phasizes. “This is an award program, 
not a contest.” Designed for the division’s 
agency force, the Gold Rush will run 
from April 1 through June 30. 

Cash bonuses ranging up to $500, in 
addition to the regular commissions, will 
be awarded to each agent according to 
the amount of new non-can. premium 
he places during the three-month period. 

In addition to the cash awards, each 
agent who places at least $300 annual 
premium will receive his choice of either 
a Troy Matchmate Zip-A-Robe or a 
Parker “Jotter” desk pen set. An addi- 
tional award—for annual premium of 
$1,500 or more — will be a Hamilton 
“Spectra” electric watch. 

Special extra bonuses will be paid for 
consistent production and for non-can. 
sales to women. 

Claims were “staked-out” 
Rush at a two-day non-can. sales meet- 
ing held im Lancaster, in late March 
for the entire commercial division agency 
force. 


for the Gold 





Praetorian Enters A. & S. 


Praetorian Mutual Life announces that 
it will begin to offer a full line of A. & S. 
protection this year. The company, con- 
verted to a mutual life insurance com- 
pany from a fraternal insurance society 
in 1958, was started 60 years ago. How- 
ard E. Smith heads the enlarged A. & S. 
department, President J. M. Mottley 
announced. 





A. & H. School Conducted by 
Amer. Casualty in Atlanta 


Nineteen agents and company em- 
ployes from a seven-state area attended 


the accident and health school con- 
ducted by the American Casualty of 
Reading, Pa., at the Peachtree Manor 


.icn Atlanta, Ga., the week of March 
for ACCO’s agents from 

Alabama, 
Mississippi, 
is the first of 
the 
edu- 


The school, 
Region J, including Georgia, 
Florida, South Carolina, 
Tennessee and Louisiana, 
three to be held in Atlanta under 
supervision of John B. Salsbery, 
cational director for the company. 

In succeeding weeks, classes on cas- 
ualty and property insurance will be 
held for agents from the same area. 


Parker's Predictions 


(Continued from Page 43) 


to take its place, and because of the 
competition of Group insurance.” 

In individual and family accident and 
health insurance, Mr. Parker thinks that 
the next ten years will show a modest 
growth of basic coverage, a strong and 
vigorous growth of major medical, and 
increased experimentation in compre- 
hensive medical expense, a field which 
“has grown with tremendous energy.” 
He predicts a “struggle of titans” in the 
Group field, between comprehensive 
medical insurance and major medical 
integrated with a base plan. At the 
moment, he says, comprehensive seems 
to have a brighter future, but high ad- 


ministrative costs are causing some 
Group underwriters to take a “very hard 
second look” at the virtues of major 


medical integrated with a base plan. 

Concerning straight accident insurance, 
which was once the mainstay of all busi- 
ness, Mr. Parker said: “Today accident 
insurance is almost an anachronism. It 
is very difficult to write it at a profit, 
Ten years from now, I suspect that 
accident insurance will survive mostly in 
the special risk market.” 


On the other hand, he added, “Just 
about everyone seems to be making 
money out of loss of time insurance. 


I see no reason why this situation should 
not continue for the next ten years, 
given the expected growth and prosperity 
of the economy. 

More Combining for Group Plans 


“The Group approach to insuring in- 
dividuals,” Mr. Parker said, “has enor: 
mous possibilities. There will be more 
and more combining of individuals into 
Groups; the pressure for more insurance 
at lower costs will be mounting every 
year, and the legislatures are going to 
respond to that pressure by authorizing 
the Group approach for more and more 
applications.” 

‘Commenting on increased government 
pressures on the insurance industry, Mr. 
Parker said that the results would be 
both good and bad, but would be bound 
to increase the cost of doing business, 
making it necessary for companies to 
find compensating economies to keep 
costs stable. He added that, “the ever- 
present sword of Damocles is govern- 
ment health insurance itself. It has 
happened in Canada and in almost every 
country in the world. Let our progress 
falter but a moment and the sword will 
fall. It may fall regardless of progress”, 
he warned, “but progress is our best 
shield.” 

Mr. Parker did not attempt to make 
a prediction about the volume of business 
done in the next ten years. He said, 
“How much it grows depends on too 
many things. It depends on the nature 
of coverage as it develops. It depends 
on the public’s acceptance of the in- 
creasing costs of medical care and the 
necessity of accident and ‘health insur- 
ance, on the value of the dollar, on the 
progress of science, and on the restraint 
of the Congress of the United States. 
In very great measure, our whole future 
depends on how capably and honestly we 
face the enormous problems which con- 
front us,” he concluded. 





A. & H. Industry to Salute 
The Hospitals May 10-16 


Since 1953, the health insurance busi- 
ness has joined countless community 
groups during National Hospital Week 
in saluting the many services performed 
throughout the year by the nation’s 
hospitals. National Hospital Week will 
be celebrated from May 10-16 and will 
center around the theme, “More Roads 
to Recovery.” 

This year, the insurance industrys 
tribute to local hospitals will be greater 
than ever before as state committees 0! 
the Health Insurance Council join with 
insurance companies in bringing to the 
public the story of the dramatic ad- 
vances in hospital diagnosis and treat 
ment. 
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ALIVE TODAY! 


Arch Lightbody is one 2 
of 800,000 Americans cured of cancer 
because they went to their doctors in time. 


~ They learned that many cancers 


are curable if detected early 
and treated promptly. 

That's why an annual health checkup 
is your best cancer insurance. 













AMERICAN 
CANCER 
SOCIETY ti 











ALFRED WINSTON and WILLIAM P. Wuite, WHITE & WInsTON, INc., New York City, 


General Agents for The United States Life Insurance Company since 1951. 


“success Story . . Ne 


Listen to Bill White and Bud Winston. 


“We've pioneered in group selling . . . successfully 
. .. but we’ve had The United States Life pioneering 
right along with us every step of the way. This home 
office support has helped us provide our brokers and 
field men with the personalized service on which we’ve 
built our business.” 


Bill White and Bud Winston have forged their way 


me oo. ND EE D 


TIVE 


UNITED STATES 


JEINSURANCE COMPANY 


IN THE CITY OF NEW YORK 


LIFE © GROUP @ ACCIDENT & SICKNESS 


eteneasenee —— . i 


2 


to the top in the most competitive city in the world. 
The youngest United States Life General Agents in 
greater New York working with the oldest legal 
reserve stock Life Insurance Company in America 
. . . two amazing records of growth and progress. 


The White & Winston story can be yours. We invite 
you to see how your association with a dynamic, man- 
to-man company can work for your benefit. Will you 
use the coupon below? 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


84 William Street, New York 38, N. Y. 
Please tell me more about 
United States Life plans for me. Dept. 9.4 


Name. 





Address 





City. 











ER 
Sixti 
EIEN 


7 








Hart 
tion p1 
State 
has at 
W. Br 
the Pr 
annual 
be hel 

Sena 
York’s 
compri 
has sei 
1949, 
Comm: 
of the 
Menta 
also si 
tees as 

Ina 
panel : 
Commi 
as Th 
grice, 
executi 
Associ 


The 
ventior 
the stz 
tee wil 
directo 
leaders 
preside 
evening 

On ) 
vention 
S. Bre 
be dev 
with R, 
modera 

That 
CPCU, 
tion of 
change: 
Benisct 
New Je 
on mer; 
ot ager 
the rep 
ident B 


Fire De 
Brokers 
Marine 
Casualt 
Accide: 


— 


